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TO GET MORE BUSINESS 





: fact that you carry Webster’s Mi- 


crometric Carbon paper marks you as 


















the progressive dealer in your section. It 
means that you have five extra sales fea- 
tures to help you sell more carbon paper. 
No other carbon paper manufacturer can 


offer you all these features. 


Here is your chance to get more new busi- 
ness. And you can use this successful 
patented invention to help you sell more 
Star Brand Typewriter ribbons, more of 
the other stationery lines you carry. Thanks 
to the high quality and uniformity of 
Webster products, you can count on con- 


sistent repeat business, too. 








F.S. WEBSTER COMPANY csnericce was: 








© OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

© No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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all countries in the Postal 
Union, the equivalent of $3.00 
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and $5.00 for two years. Re- 
mittances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 

* CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed jas 
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* CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal 


A x 
Acco Products, In Kahn, David, Ine. aa 104 
Ace Fastener Corp Kilian Mfg. Corp. ..146 
Acme Staple Co L 


Adams, Henry T., Mfg. Co 
Aigner, G. J., Co Ave 
Allen Calculators, Inc. 


l 
l 
Lefebure Corporation 
1 
Allen & Co 15: 

I 

l 

l 

l 

1 

l 


one 

Levison & Blythe Mtg. Co.157 

Loose Leaf Metals Co.....148 
L 





Allen-Wales Add. Mch. Cp Lyon Metal Products, Inc.. 14 
All-Steel-Equip Co M 
Alma Desk Co Manifold Supplies Co. .... 70 
American Can Co 2 Markilo Co. .... : .156 
Amer, Number Mach. Co 56 Martens Type Cleaner Co..154 
Amer, Writing Mach. Co 30 Meilicke Systems, Ine 149 
Ames Supply Co io. Metal Office Furniture Co.. 9 
Arch Pen Co 156 Metalstand Co. ‘ 155 
Artility Metal Products, Methodes . ‘i 158 
Inc. . 157 Meyer & Wenthe los 
Art Metal ¢ ‘onstruction Co £0 Mimeograph, The 6! 
Art Steel Co., In .-149 Mittag & Volger, Inc. | 
Autopoint Company 149 Moore Push Pin Co. 145 
Munson Supply Co 141 
= N 
Bankers Box Co 72 Ny “= iste . on 
Rarkiey, C. L. & Co 143 Nat. Brief Case Mfg. Co .153 
Bassick Company 94 Nat. Vulcanized Fibre Co..147 
Beach Publishing Co 156 Neva-Clog Products, Inc +128 
Bickett. L. M.. C 150 New Indiana ¢ hair Co... 134 
Bridges. F. W.. Ltd 158 Niagara Duplicator Co. 111 
Bristow, Stanley R 156 °o 
Browne-Morse Co 112,113 Oakville Company .. wre 3} 
Buckeye Ribb, & Carb. Co.148 Oxford Filing Supply Co...122 
Cc P 
Cameron, Cal ; 142 Pacific Cb. & Rib. Mfg. Co.119 
Cameron Mfg. Co : 141 Parrot Speed Fastener l 
cs 7. er > ’ ry (9.152 (orp ecoeesece -o 
Garters tik ce _— ‘ft Peerless Key Co., Inc..... 81 
Case Brothers, In« 124 Pelouze Mfg. Co weve el dd 
Clarotype Co., The 156 Phillips Process Co. » 155 
Codo Mfg. Corp. 157 Pronto File Corp. . 150 
Columbia Rib. & Carb. Co. 90 Pruitt, Ine : 156 
Columbia Steel Eq. Co 129 Prym, William, of Amer..154 
Cook, H. C., Co 144 
Corona Typewriter 71 Quality Park Env. Co. 74 
Corry-Jamestown Mfg. Cp.103 Quicflex Mfg. Co. 4 152 
Coxhead, Ralph C., Corp 145 R 
‘ro tibbo Cs ) ‘o.132 
Crown Ritson & re. ose Reliable Tw. & A. M. Corp.121 
dD Rite-Rite Mfg. Co.. 154 
Defiance Sales Corp 145 Roberts, Weldon. Rub. Co..123 
Dexter Folder Company 137 toosen, H. D., Co 153 
Dick. A. R.. Co 69 Rotospeed Co., The 1 
Dictaphone Sales Corp 96 Royal Typewriter Co. 106, 1 
Doppelt, Chas., & Co 146 s 
Sane Wessun Co +t Schwab Safe Co., The 149 
— Sengbusch Self-Cl. Inkstd. 
E Co. ee ° oeen 92 
Sato aper Corp 50 Shaw-Walker Co. ‘ 93 
lliott-Fisher y  nack Gover ‘Sheaffer, W. A, Pen Co.. 105 


Sheppard, C. E., Co ‘ 9 
Sherman-Manson Mfg. Co.150 
Shipman-Ward Mfg. Co...13% 


. 


Esterbrook Steel Pen Co. 99 
Ever Ready Calendar Mfg 


Co 33 
Sibley, Edw. L., Mfg. Co..126 
F Smith, Bradner & Co. 157 
Faber, A. W., In« 77 Smith, L. C., & Corona 
F. B. Mfg. Co 157 Typewriters, Inc 71 
Fibroin Stencil Corp 120 Speed Key Mfg Co. 155 
Fulton Specialty Co 136 Speed-O-Print C ompany. 135 
Staedtler, J. S., Ine sovnee 
G Stein Brothers Mfg. Co...116 
General Duplicator Corp 97 Storms, H. M., Co. . 0 cl 25 
General Electric Co 114 Stow-Davis Furniture Co..118 
General Fireproofing Co., Sturgis Posture Chair Co..147 
The .. 76 Sundstrand ..73, Back Cover 
Globe-Wernicke Co., The 
SQ 109 1°7 T 
Graff. Geo. B., Co -, 82 Toledo Metal Furn. Co 129 
Grand Rapids Desk Co 118 Triner Scale & Mfg. Co. -141 
Guide System & Supp. Co.133 Trussell Mfg. Co 132 
H Uv 
H. A. Ink Eradicator Co..157 PReee wees: Elliott-Fisher 
Hanson S« le Co 55 Cc 73. Back Cover 
. wt , U. s Tw. Rib. Mfg. Co 154 


Inited Typewriter & A. 


Harriman-Welts Prod, Co 7 M. Corp. .. 153 


1 

155 
Harding, Milo, Company.140 I 

15 
Harter Corp The ! 


Hever Corporation ..159 Vv 
Higgins, Chas. M., & Co 140 Vail Manufacturing Co. ..125 
Hich Point Bending & - Varityper ......... en 
Chair Co 95 Victor Safe & Equip. Co... 
Hotchkiss Sales Co 139 100, 101 
I w 
Ideal Lino. Top Co 157 Vabash Cabinet Co 13 
Imperial Desk Co 78 Wagemaker Co 143 
Imperial Mfe. Co 110 Warshaw Mfg. Co 146 
Imperial Methods Co 14 Webster. F. S., Co. owas 2 
Indiana Desk Co 134 Weis Mfg. Co 83, 4, 5. 6 
Wholesale Type writer Co..126 
. Jv . Wiggins. John B., Co. . - 155 
Jasper Chair LO 115 Wrenn Paper Co 142 
Jasper Desk Co 138 
Jasper Seating Co 142 Yy 
Josephson Mfg. Corp 141 Yawman & Erbe Mfg. Co..154 





For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested im any 

article of office equipment not listed here, they are cordtally in- 

vited to commumcate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines Jasper Seating Co 142 
Allen Calculators, Ine........ ...108 Lyon Metal Products, Inc 146 
Allen-Wales Add. Mach. Corp 154 New Indiana Chair Co : 134 
Sundstrand...........73, Back Cover Sturgis Posture Chair Co 147 

Adding Machines, Rebuilt and Used Chairs (Posture) . 
Reliable Tw. & A. M. Corp - 431 Artility Metal Products, Inc 157 
Wholesale Typewriter Co.... 126 General Fireproofing Co 76 

Adding Machine Rolls and Paper Harter Corp. .... 102 
Smith, Bradner & Co......... . 157 Jasper era “oa : ar 

Adding T writer Sturgis Posture Chair Co ° ‘ 
joe Ane E fs 73, Back Cover Toledo Metal Furniture Co 129 

Addressing Machines, Used, Rebuilt heh, Seeteee © Ween, Sued 121 
Pruitt, Inc ‘ 156 euanie / ‘ 7p - 
United Typewriter & Add M. Cp..153 Checks, Stamped Metal 

Adhesives Meyer & Wenthe 153 
(See Inks, Adhesives, etc.) Clips, Paper (See Paper Clips) 

Arch and Clipboards Coin Bags, be nwa and Wrappers 
Globe-Wernicke 89, 109, 127 Downey, C. L., 139 

Ash Trays, Office Copyholders 
Detiance Sales Cort 145 Acco Products, In ‘ 88 
Oakville Company 15% Cushions and Pads, Chair 

Bankers’ Note Cases Bickett. L. M.. Co 150 
re ~ yt a 149 Ideal Lino. Top Co 157 
senera lreproofing 0 6 . 

Globe-Wernicke Co.. 89, 109, 127  Cuspidor Mats . 
Victor Safe & Equip. Co 100, 101 Bickett, L. M., Co 150 

Billing Machines Dating Stamps 
Underwood, E. F 73. Back Cover Amer. Number. Mach. Co 156 

Binders, Catalog and Periodical Fulton Specialty Co 136 
Acco n. — 4 Inc RR Meyer & Wenthe 153 
Aigner, G. J., Co . 152 Desk Calendar Pads and Stands 

Blotters Defiance Sales Corp 145 
Wrenn Paper Co 142 Ever Ready Calendar Mfg. Co .-133 

Biue Print and Pian File Cabinets Desk Pads 
All-Steel-Equip. Co. . 136 Aigner, G. J., Co 152 
Art Metal Construction Co . SU Bickett, L. M., Co 150 
Browne-Morse Co 112, 113 . 

Columbia Steel Equip. Co........129 ay at ae gg peanuts 88 
General Fireproofing Co , 76 a 2 
Globe-Wernicke Co $9, 109, 127 -Desk_- Trays | ; _ 
Shaw-Walker Co 92 Algner, GW J ° Co. 152 
Yawman and Erbe 154 Art Metal Construction Co Su 

Bond Boxes BS Gee Ge. BPicccccevcs ..149 
Art Steel Co 149 General Fireproofing Co . 76 
General Fire roofin r Co 3 Globe-Wernicke Co 89, 109, 127 
Globe-Wernicke Co.......89, 109, 127 Imperial Methods Co 134 

Book pct aICKE 4 , v, Lead Weis Mfg. Co 83, 84, 85, 86 
All-Steel-Equip. Co ‘ : 136 Desk Work Distributors 
Alma Desk Co 151 Art Steel Co 149 
Art Metal Construction Co xv Bris tow, Stanley R 4 : 156 
Browne-Morse Co 112.113 Globe-Wernicke Co 89, 109, 127 
General Fireproofing Co .. 76 igen, Metal Products, Inc = 
Globe-Wernicke Co 89, 109, 127 Sengbusch S. Cl. Inkst. Co ve 
Wabash Cabinet Co ‘ ‘ , 131 Vietor Safe & Equip. Co 100, 101 
Weis Mfg. Co 7 83, 84, 85, 86 Desks 
Yawman and Erbe 154 Alma —~ Co . 151 

Book Rin Art Metal Construction Co rn 
Adama, “Henry T.. Mfg. Co 155 Browne-Morse Co 112, 118 
Carpenter, E. W.. Mfg. Co 153 Cameron, Cal 142 
Oakville Company 157 eS ee Equip. Co 129 

Genera reproofing Co 76 
ook n . , “ ~ 

S Fete, Martine 73. Back Cover Globe-Wernicke Co 89, 109, 127 

Box Letter Files yn — ae Ce = 

on , mperial Desk Co 78 
Art Steel Co 149 Indiana Desk Co 134 
Globe-Wernicke Co 89, 109. 127 : + 
We Mfe es » eee Jasper Desk Co 138 
wees fg. Co 83, 84, 85, 86 Metal Office Furniture Co aR 

Brief and Zipper Cases Shaw-Walker Co 93 
Doppelt, Chas., & Co ; 146 Stow-Davis Furniture Co 118 
National Brief Case_ Mfg. Co 153 Wagemaker Co 143 

ein Bros. Mfz. Co . 116 Weis Mfg. Co 83, 84, 85. 86 

Coeutetine Devices Yawman and Erbe 154 

eilicke Systems, Inc 149 Dictation Machines, Mfrs. of 

catestatie oa oe 121 Dictaphone Sales Corp. . 96 
leulating Machines 
Allen Caleulators, Inc 108 Otpaiee estas (Used) ne 
Allen-Wales Add. Mach. Corp 14 
Coxhead, Ralp C., Corp 145 Du Rate Maiace 
Sundstrand 73. Back Cover — . A. —s 0 = 

Calculating Machines, Used Harding Milo. — 140 
Reliable Tw. & A. M. Corp 12] Hever Cor Or it " Ti 15% 
United Typewriter & A. M. Corp..153 — e. a 

, . Levison & Blythe Mfg. Co 7 
Wholesale Typewriter Co 126 Mimeograph. The Poa 

Carbon Papers Niagara Duplicator (+ 111 
(See Ribbons and Carbons) Pruitt, Inc 156 

Card Index Boxes and Trays Rotospeed Co., The 151 
All-Steel-Equip. Co ee ..136 Smith, L. C., & Corona Tws 71 
Art Metal Construction Co 80 Speed-O-Print Co 35 
Art Steel Co 149 Duplicating Machines ¢Used) 

Cameron, Cal 142 Pruitt, Inc 58 
a —— ~~ Co.... 129 United Typewriter & A. M. Corp..153 
Ghke-Wentaee Co. ce 109. 137 Duplicating Machine Supplies 
Guide System & 8 i an Columbia Ribb. & Carb. Co on 
Imperial. Methods Co... Dick, A. B., Co 69 
~ . oe VO 13 4 Dunham-Watson Co 55 
Metal Office Furniture Co AR “ “ whe - 
Shaw-Walker Co +4 Fibroin Stencil Corp 130 
tet Mfe. Co + General Duplicator Cort 97 
Weis Mie _— ee .. 146 Harding, Milo, Co 140 
= Ps. a, 84, 85 oe Hever Corporation, The 59 
Yawman and Erbe 1 
yen :; 4 Levison & Blythe Mfg. Co 57 

Cash Boxes — Mittag & Volger, Inc 87 
Art Steel 0., Ine 149 Niagara Duplicator Co 111 
General Fireproofing Co 78 Pruitt, Ine 156 

Casters, Caster Bearings, Slides Roosen, H. D., Co rT 
Bassick Company 4 Rotospeed Co., The 151 
Kilian Mfg. Corp 146 Smith, L. C.. & Corona Tws 71 

Celluloid Envelopes Speed-O-Print Co 135 
Markilo Co 156 Cngravtns. gescer Pate 

Chair Mats iggins, 1¢ John B., Ce 155 
Bickett. L. M.. Co 150 Envelopes 
Ideal Lino. Top Co ; 157 Globe-Wernicke Co 89, 109, 127 

Chairs Josephson Mfg Cort 141 
Artility Metal Products, Inc 157 Quality Park Envelope (+ 74 
Cameron, Cal Sere 142 Envelopes, Celluloid 
General RT Co. ex Markilo Co 156 
High Point Bending & Chair Co 95 Envelope Openers 
Jasper Chair Co 115 Oakville Company ‘ 56eene 
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Eradicators, Ink 
Carter’s Ink Co 
H. A. Ink Eradicator Co 
Heyer Corporation, The 
Levison & Blythe Mfg. Co 
Erasers, Rubber 
Faber, A. W., Inc 
Oakville Company 
Roberts, Weldon, 
Expense Books 
Beach Publishing Co 
Oakville Company 


Rub. Co 


. Edw. L., Mfg. Co 
Fans, Electric 
General Electric Co.. 
File Boxes, Collapsible Corvus. 
Bankers Box Co ; 
Barkley, C. L., & Co 
Globe-Wernicke Co 89, 109, 
Guide System & Supply Co 
Oxford Filing Supply Co 
Pronto File Corp 
Weis Mfg 
File Boxes, Metal 
Art Metal Construction Co 
Art Steel Co.. 


Victor Safe & Equ ip Co ; 100, 


Filing Cab. Bali and Setter Grates 


.143 
12 
13% 

123 

| 

a ---83, 84, 85, 


0 
86 


. 80 


149 
101 


Kilian Mfg. Corp .146 
Filing Cabinets, Metal 
All-Steel-Equip. Co as cocckae 
Art Metal Construction Co g0 
Art Steel Co........ .149 
Browne-Morse Co 112, 113 
Cameron, Cal — 
Columbia Steel Equip. Co 129 
Corry-Jamestown Mfg. Corp.. 103 
General Fireproofing Co a 76 
Globe-Wernicke Co 89, 109, 127 
Metal Office Furniture Co . 98 
Shaw-Walker Co ° . 93 
Victor Safe & Equip. Co 100, 101 
Yawman and Erbe... ‘ 154 
Filing Cabinets, Wood 
Globe-Wernicke Co 89, 109, 127 
Imperial Methods Co .134 
Wagemaker Co : .143 
Weis Mfg. Co ‘ 83, 84, 85, 86 
Yawman and Erbe............... 154 
Filing Supplies 
Acco Products, Inc.. 88 
Aigner, G. J., Co... 152 
Art Metal Construction Co 80 
Barkley, C. L., & Co 143 
Browne-Morse Co. . e« -112, 113 


Cameron, Cal 


Corry-Jamestown Mfg. Corp.. .103 
General Fireproofing Co 7 
Globe-Wernicke Co .-89, 109, 127 
Guide System & Supply Co....... 133 


Imperial Methods Co 
Josephson Mfg. Corp 
Metal Office Furniture Co...... 
Oxford Filing Supply Co 
Quality Park Envelope Co 
Shaw-Walker Co. .......... 
Victor Safe & ee Co.100, 


Wabash Cabinet Co.. 

Wagemaker Co - 

Warshaw Mfg. Co.. 

Weis Mfg. Co.... 83. 84, 85, 


Yawman and Erbe Mfe Co 
Folders (See Filing Supplies) 
Folding Machines 

Dexter Folder Company 
Fountain Pens 

Arch Pen Company 

Autopoint Company 

Carter's Ink Co . 

Esterbrook Steel Pen Co.. 

Kahn, David, Inc 

Sheaffer, W. A., Pen Co 
Gummed Cloth Rings 

Graff, Geo. B., ¢ 

Warshaw Mfg Co 
Index Cus § Signals 


Cook Company 

Graff, neat B., Co 

Moore Push Pin Co 

Victor Safe & Equip. Co 100 
index Tabs 

Aigner, G. J., Co 

Barkley, C. L.. & Co. 

Globe-Wernicke Co 89, 109 

Guide System & | Supply Co 

Markilo Co - 

Shaw-Walker Co 

Victor Safe 100, 


& Equip. Co 


Warshaw Mfg. Co.... 
Inks, Adhesives, Etc. 
Carter's Ink Co..... 
Harriman-Welts Prod. ( 
Higgins, Chas. M., & Co 
Llevison & Blythe Mfg Co 
Sheaffer, W. A., Pen Co 
Inkstands 
Defiance Sales Corp 


Sengbusch 8. Cl. Inkstand Co 
Leads for Mechanical Pencils 


Autopoint Company 

Faber, A. W., Inc 

Rite-Rite Mfg Co 

Sheaffer. W. A., Pen Co 
Leather Goods 

Doppelt, Chas., & Co 


National Brief Case Mfg. Co...... 
Stein Bros. Mfg. Co.. a 
Leather Upholstered Furniture 
Jasper Chair Co . 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, The John B., Co 
Library Equipment 
All-Steel- Equip. 
Art Steel Co.... 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co . 89, 
Linoleum Tops, Desk 
Ideal Lino. Top Co 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. . 
Art Metal Construction Co. 
Art Steel Co..... 
Browne-Morse Co 


Co 





‘101 
.146 





Corry-Jamestown Mfg. Corp.......103 Pens 
General Fireproofing Co., The.... 76 Esterbrook Steel Pen Co -. 99 
Globe-Wernicke Co.......89, 109, 127 Sengbusch 8. Cl. Inkstand Co . 92 
Lyon Metal Products, Inc......... 146 Picture Heoks 

Metal Office Furniture Co........ 98 Moore Push Pin Co.... 145 
— Walker 2. Seseoccosscoess 93 Pins and Pin Containers 

awman and Erbe............++. 154 Oakville Company ............ 15 

Loose Leaf Books and Systems Prym, William, of America 134 
Adams, Henry T., Mfg. Co........ 155 Vail Manufacturing Co...........12 
Aigner, G. J., CO...ccsecees -152 Piatens, Typewriter 
7 i A Mh conntenetanneesed 157 Amer, Writing Mach. Co.. 130 
Lefebure Corporation ............ 137 Ames Supply Co......... - —— 
Sheppard, The C. E., Co......... 142 Shipman-Ward Mfg. Co 138 
Trussell Mfg. Co see bousouase 132 Wholesale Typewriter Co. . 126 

se Envelo Huloid Postal Scales 

iio c i) ee . = orcesseces 156 Hanson Scale Co........ 70 

Loose Leaf Metals Pelouze Mfg. Co......... ; 
Carpenter, E. W.. Mfg. Co 1528 Triner Scale & Mfg. Co.... 141 
Loose Leaf Metals Co.... occ kee P — ue he Inc 124 

Mail Distributors Case rothers, BB. ccccecss 2 
Bristow, Stanley R ° Teer Publishers . > ta ng 
Globe-Wernicke Co ..89, 109, 127 Bridges, F. W., Ltd.. +7 
Victor Safe & Equip. Co 100, 101 —— RobESSSeereer 

Map Tack une 
Graft, George A 2 Acco Products, Inc....... sevens 88 

2 > . f Defiance Sales Corp.......... 145 
Moore Push Pin Co 145 - , . ¢ 9 197 

Matched Office Suites Globe-Wernicke Co.......89, 109, 127 
Art Metal Construction Co........ 80 Push Pins » P . 145 
General Fireproofing Co........... 76 Moore Push Pin Co...... 14 
Globe-Wernicke Co .89, 109, 127 aay 4. Carbons nt 

« Dccccesesooes o 

Momerandun Geeks 132 Ames Supply Co........ sade 

soe ogy, ie ong ealt - Buckeye Ribbon & Carbon Co 148 

Memorandum Devices Cameron Mfg. Co........ 144 
Bristow, Stanley R.... 156 Carter’s Ink Co.........- : .. 79 

Mending Tape soymenetp Codo Mfg. Corp.......--. , 157 

oahu BE. Gi eccnccceceus 146 Columble, B. & Cc. Mts Co oe Se 
eeweners Crown Ribbon & Carb. Co 32 
Sengbusch S. Cl. Inkstand Co a = Imperial Mfg. Co..........+.- 110 

Motors, Electric Manifold Sunplies Co....... seve 70 
General Electric Co............... 114 Mittag & Volger, Inc...........+. 7 

Numbering Machines Pacific Carbon & Ribbon Co ++ 119 
American Numbering Mach. Co... .156 Phillips Process Co....... >. «155 

Office Machi Used d Rebuilt Royal Typwtr. Co., Imc....... 106, 7 
Putt, ine peeclives — 156 Smith, L. C., & Corona Tws...... 71 

FPREQDDS SOSH HESSROSS aad Storms, H. M., Ga.c<e 25 

Office Partitions and Railings = Underwood, E. F. 

— Wernicke Co -+--89, 109, 127 U. 8S. Typewriter Rib Sete” Co -+-154 
aper Weheter, F. &., CO...cccccccesecs 2 
Eaton Paper Corporation......... 150 Rubber Bands 
Smith, Bradner, & Co............ 157 Faber, A. W., Ime.......cccceess 77 

Paper Clamps Rubber Stamps : 
DED POSE, WE. «ccccccccessns &8 Mever & Wenthe............65555 153 
Esterbrook Steel Pen Co.......... 99 Rubber Type Outfits . 

Paper Clips Fulton Specialty Co.............. 136 
Acco Products, Inc............... 8B Safes 
Cook, H, C., Company...... 144 = ~y A my - GA scanave ° 
Defiance Sales Corp.............. 145 yenera reproofing Co........... 76 
Fulton Specialty Co.............- 136 Globe-Wernicke Co....... 89, 109, 127 
Graff, George B., Co........ Schwab Safe Co., The............ 149 
Josephson Mfg. Corp a as Shaw- Walker GO. coccceccesssecs 93 
Oakville Company ....... cocccehee —— Safe $ — Co... .. 100 aed 
I I 152 awman an MD ond ccseucceses 5 
Vail Manufacturing Co...........125 Scales : . a 

Paper Fastening Maohines Hansom Scale Co... ......ccccsese 155 
Ace Fastener Corp....... 117 Peete BE. Gi ncccasvecccencs 145 
Acme Staple Co 156 Triner Scale & Mfg. Co........ 141 
Cameron, Cal 142 Sealing Wax 
Hotchkiss Sales Co........ 139 Higgins, Chas. M., & Co......... 140 
Neva-Clog Products, Inc..........128 Seals, Notary and Corporation : 
Parrot Speed Fastener Corp....... 91 Meyer & Wenthe............s+.. 153 
Sibley, Edw. L., Mfg. Co.........126 ary Desks 
Victor Safe & Equip. Co.....100, W1 Art Metal Construction Co........ 80 

Paste (See Inks, Adhesives, etc.) General Fireproofing Co........... ph 

Pen and Pencil Clips Globe-Wernicke Co....... 89, 109, 12 
Oakville Company ........... 157 Shelf Boxes , . 

All-Steel-Equip. Co. ......00.+.. 136 

Pencil Sharpeners 3 ; 

Graff, ¢ B.. 89 BSE GIG Giicscrecescvccvosecess 149 
_ deorge Co.... sees SS General Fireproofing Co........... 76 

Pencils, yg Cased Lead aie Globe-Wernicke Co.......89. 109, 127 
Faber, A. W.. Inc..........++. 77 Weis Mfg. Co..........83, 84, 85, 86 
Staedtler, y 2 — 135 Shelving 

Pencils, Mechanical All-Steel-Equip. Co. .......... 136 
—_ — a oe e6e¥es oe Art Metal Construction Co........ 20 
‘ opol ompany . sees { BEE TRON Gai cckccone vs cevdvinsesd 
Careers BRE OB. .ccscccccccccccs 79 Browne-Morse Co, .......... 

i M. Bic ccscccesecbéee 104 General Fireproofing Co 
Rite Rite Mfg Co Te Globe-Wernicke Co... ... . 8! 

- oe W. A., Pen Mfg. Co .105 Lyon — Products, 46 
enholders Bosse GM ccccucesccnness 93 
Sengbusch 8S. Cl, Inkstand Co.... 92 Stamp Pads 

Pen Sockets yp 2 Fr 79 
Sengbusch 8S. Cl, Inkstand Co.... 92 Fulton Specialty Co.............. 136 
















THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways “i 
forms useful service, all without charge. Subscri 

in every land have made, and are making, good ae 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 














Meyer & Wenthe. TT tte 153 
Victor Safe & Equip. Co 100, 101 
Stands for Office Office Machines 
All-Steel-kquip, Co. .136 
Art Steel Co.......+.- .149 
General Fireproofing Co on 76 
Globe-Wernicke Co... 89, 109, 127 
Harter Corp., The. er 
Metalstand Co. ... : - 455 
Sherman- Manson Mfg. ‘Co. 150 
Sturgis Posture Chair Co........ 147 
Toledo Metal Furniture Co... 129 
Staples, Paper Fastening ue 
Ace Fastener Corp.. scscctle 
Acme Staple Co0..... 0.56665 scenes 156 
Cameron, Cal. ...... evetvese 142 
Hotchkiss Sales Co.... 139 
Neva-Clog Products, Inc.......... 128 
Oakville Company ....... 65.6005: 157 
Parrot Speed Fastener Corp besecse wl 
Vail Manufacturing Co 25 
negra’ rptltheeraphed 
Ww bedi, The John B » + 155 
Stenci| : 
omy & Wenthe. ... 6... eccccneee 153 
Stenographers’ Books , 
Trussell Mfg. ©0.......6655- . 138 
is 
Harter Corp., The. .......++«-+05> 102 
Sturgis Posture Chair Co..... 1a 
Toledo Metal Furniture Co... 129 
and Transfer 
All-Steel-Equip. Co. .....+«. .136 
Art Metal Construction Co 80 
Art Steel Co... ....esseceeess 149 
Bankers Box Co. ........005eee08. 72 
Barkley, C. L., & CO.....60+--00. 143 
Browne-Morse Co. ........ 112, 118 
Columbia Steel Equip. Co......... 129 
Corry-Jamestown Mfg. Corp 108 
General Fireproofing Co....... . 76 
Globe-Wernicke Co.......89, 109, 127 
Guide System & Supply Co.. 133 
Imperial Methods Co.............184 
Metal Office Furniture Co.... 98 
Oxford Filing Supply Co.. 122 
Pronto File Corp........ .150 
Shaw-Walker Co. ...... ons éen6 Se 
Weis Mfg. Co.......... RS, 84, 85, 86 
Yawman & Erbe Mfe. Co........154 
Fixtures and Eesipment 
All-Steel-Equip. Co. .136 
General Fireproofing Co....... 76 
Clohe “oC wor 89, 109, ‘12 
ingin ypewri 
wire Weenlche Co.... 89. 109. 127 
Weis Mfg. Co......... 83, 84, 85, 86 
ables 
Art Metal Construction Co........ gn 
Art Steel Co... .csseeesss eT CC 
Browne-Morse Co. ... ; 112, 113 
General Fireproofing | Reet: 76 
Globe-Wernicke Co...... 89, 109, 127 
Lvon Metal Products, Inc.........146 
Shew-Walker (on. ...... -- & 
Telephone Accessor 
Meijlicke Systems, Inc............149 
Victor Safe & Equip. Co. ...100, 101 
ephone Stands 
Art Metal Construction Co........ 80 
General Fireproofing Co..... shane. Oe 
Globe-Wernicke Co....... 89, 109, 127 
Yawman and Erbe........+... ..164 
Thumb Tacks F 
Graff, George B., Co.........+ . &2 
Moore Push Pin Co....,...-- 145 
Oakville Company ......+-++++> 157 
Vail ee Goisicccosccckae 
Type, 
Reser. Writing Machine Co....... 120 
Ames Supply Co............+e0++ 75 
Shipman-Ward Mfg. Co..........138 
Typewriter Cleaning Material 
Amer. Writing Machine Co....... 130 
Clarotype CO, .ccccccccccescscees 156 
Martens Type Cleaner Co......... 154 
Mittag & Volger, Inc............. 7 
Webster, F. 8., Co........... a» @ 
Typewriter Cushion Keys 
Munson Supply Co............«5. 141 
Peerless Key C0... ...60000eeeeeee 81 
Speed Key Mfg. Co... ....6-+0055. 155 
Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Co....... 130 
Ames Supply Co........scceesses 75 
Bickett, L. o CBrcccccececssnes 15 
Peerless Kev C0.......5-ceeeeenue 81 
Typewriter Parts and Tools 
Amer, Writing Machine Co....... 130 
Ames Supply Co. .......eseeeseees 75 
Shipman-Ward Mfg. Co..........138 
Wholesale Typewriter Co....... 126 
Typewriters, Mfrs. of 
Corona Typewriter ......6..ceeeee 69 
Coxhead, Ralph C., Corp......... 145 
Roval Typewriter Co......... 106, | 
Smith, L. C., & Corona Tws...... 
Underwood, E, F...... 73, Back Cover 
Varttyper ccccccccccccvcccccccces 145 
Typewriters, Rebullt and Used 
Amer. Writing Machine Co....... 130 
Prwmmtt, BR. cccccccvvccosceccccce 156 
Reliable Tw. & A. M. Corp...... 121 
Shipman-Ward Mfg. Co... oovvkae 
United Typewriter & A. M. “Corp.. 153 
Wholesale Typewriter Co........ 126 
Visible Systems Squtoment 
Alamer. G. F.. COc.cecccrcccccess 152 
Art Metal Ciatesthins Gi. cks008 80 
Globe-Wernicke Co....... 89, 109, 127 
Victor Safe & Equip. Co..... 100, 101 
Yawman and Erbe...........s05. 154 
Wardrobes 
All-Steel-Equip. Co. ..... 136 
Art Steel Co... .ccceceeesses .149 
Browne-Morse Co. ........ 112, 113 
General Fireproofing Co........ 54: 
Globe-Wernicke Co...... 89, 109, 127 
Shame? GA cisecccccsscics 93 
Waste Baskets 
American Can Company.......... 120 
DEE DO Gi vcdsvevcewcccseeséas 149 
Cameepem, GRE, secccsoccccecscces 142 
General Fireproofing Co........... 76 
Globe-Wernicke Co....... 89, 109, 127 
Metal Office Furniture Co......... 98 
National Vulcanized Fibre Co.....147 











OFFICE APPLIANCES 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


stationery, filing 
with established 


RECORD selling 
prefers to locate 


SALESMAN WITH FINE 
equipment and furniture 


dealer as manager of office furniture department Formerly 
traveler for leading filing equipment manufacturer and for 
fifteen years owner of principal office equipment business in 
important southern city Acquainted with middle west, south 
ind Pacific Coast territory capable manager and producer 
Age 44 Thoroughly equipped t« nject new life and enthu 
siasm where possibility is presented Address D-107, care 
Office Appliances, Chicag 

CAPABLE OFFICE FURNITURE SALES PRODUCER who 
formerly was sales manager for well known company but now 


is in different line of business, prefers to return to old con- 


tacts Competent to direct sales for manufacturer of desks, 
chairs, tables on Well acquainted with office furniture 
dealers from coast to coast Interested only in line of major 
importance Will consider field connection Address D-108 


eare Office Appliances, Chicago 

SALESMAN who } traveled most of United States selling to 
commercial stationers and typewriter dealers is open for new 
onnection Best scquainted in territory from Mississippi 
River east Excellent record Ready to qualify as road sales- 
ym the trade or as branch manager selling direct 
Appliances, Chicago 


man calling « 
to users Address D-110, care Office 


icquaintance with office ap 
section | ins OM 


TRAVELING SALESMAN, large 


pliance ind stationery trade in every 
cessful in developing dealership organization, qualified to 
handle iny meritorious line, desires opportunity to prove his 


worth Address D-109, care Office Appliances, Chicago 


some 


would like to connect with 
with all type 


MECHANIC 
repair service \(m familiar 


BURROUGHS 
one in independent 


of machines neluding 700 class Have all information in re 
gards to M \. rates, Symbol Numbers, and Price List Ten 
vears with Burroughs Address D-103, care Office Appliances 


Chicago 


repairing 
and on Pacifi 
workman with 
Address 


fifteen years 
Chicago 
Capable 
nearby location 


TYPEWRITER MAN with 
ind as combination selling man in 
(‘oast is open for new connection 
good record Prefers Chicago or 
I)-111, care Office Appliances, Chicago 


experience 


SALESMEN WANTED 


COMMISSION OR SIDE LINE SALESMEN contacting station- 
er’s or office supply houses: and Manufacturer's Agents should 
investigate the OH KAY automatic paper weight Parti-u 
lars free Sample prepaid 25« Cc. D. Satterfield, 1607 Jeffer 


son Madison Wis 

WANTED High Grade Desk Salesmen Territories: Ohio, 

Indiana, Illinois, Michigan and Northwest; Southern, east of 

Mississippi River, South Ohio River and Virginia Address 

R-107, care Office Appliances, Chicago 
REPRESENTATIVES AVAILABLE 

\ JOBBEI or sales crew manager specializing in home, 


specialties 


and office offers his services to manufac 
turers desiring representation in Nebraska. Maintains head- 
quarters in one small town and covers several other commu 


nities in the vicinity Address [D-106. care Office Appliances, 


school 


Chicage 


REPRESENTATIVE CONCERN, intensively covering Central 
States, wants lines of desk pads, bound blank books and other 
tems to sell to Commercial Stationery and Office Outfitting 
trad Outline details of proposition in first letter Address 
1D-105, care Office Appliances, Chicago 


established with stationery, office fur 
buyers wants additional line on 
Metropolitan New York Address D-104 
; New York, N 


SALESMAN thoroughly 
niture and department store 
ommission basis for 
Office Appliances, 100 E. 42nd St 


TYPEWRITER AND OFFICE MACHINE SALESMAN with 
broad experience in the St. Louis trade area, is available for 
exclusive representation of office specialty manufacturers 
Has an established clientele among users of high grade equip 
ment in St Louis Address D-11 care Office Appliances 
(Chicago 


PATENT ATTORNEY 


specializing in office 
(;ustafson ’ ) 


equipment and ap 


I 
pliance \ddres oO. A Box 707, Benjamin 
I 


‘ranklin Station, Washington, D. ¢ 


REPRESENTATIVES WANTED 


WANTED Office Supply and Equipment men to sell a new low 


priced stencil duplicator and supplies just introduced and 
meeting with favor Does work that compares favorably with 
higher priced machines No competition as to price Exclu 

e territory considered Address R-105, care Office Appli- 


ances, Chicag 


IF YOU SELL DIRECT TO OFFICES you can sell our high 
gxrade Typewriter Specialty profitably Liberal profit on each 
sale. Protection given. Quickly becomes a major line. Write 
for details giving territory you cover Address R-108, care 
Office Appliances, Chicago 


EXCLUSIVE SELLING RIGHTS. One good salesman or sales- 
woman in every city to sell very profitable specialty direct 
to offices Address R-106, care Office Appliances, Chicago 


BUSINESS OPPORTUNITIES 


WANTED 


Proven articles of merit for stationery trade, of- 
fice and factory useé Y 


Exclusive royalty only Our progressive 


manufacturing and merchandising facilities established over 
ten years can help you Address R-109, care Office Appli- 
ances, Chicago 
SALES LETTER 

LETTERS WILL BUILD SALES For years I have built 
letters that pull sales You need them more than ever now 
Send me your data for new letters, or unsuccessful letters 
for reshaping Particulars on request Address H. M. Gold- 


thwait, care Office Appliances, Chicago 


FOUNTAIN PEN REPAIRING 


\LL MAKES FOUNTAIN PENS REPAIRED for the trad 


since 1904. Standard Prices—regular trade discount. All 
work guaranteed Prompt service Send all makes to one 
place Saves postage and time Send a trial package today 
Welty Pen & Repair Co., 38 S. State St., Chicago. 


FOR SALE AND WANTED TO BUY 


FOR SALE 1,000 Duplex IVI panels for 41%” and 5” card, 500 
S” panels $1.00 each in lots of 25 Visible equipment, all 
makes, dictating, addressing and duplicating machines bought 
ind sold Hanover Office Equipment Co., 80 Greenwich St., 


New York City 


Established over 
in all makes 


VISIBLE 


ten vears and the 


EQUIPMENT Bought and Sold 
first concern to deal exclusively 


of visible filing equipment. Special attention to dealers. Com 
mercial Card System Co 101 Broadway, New York 

WANTED Kardex, Acme, Post Index, Comptometers (Mod- 
els F-H-J), Remington No. 23 Bookkeeping Machines Uni 


versal Office Equipment, 396 Broadway, New York 


Burroughs class 2300 front feed Bank Bookkeep- 
1,400,000 Adding Machine Sales & 
Cleveland, O 


FOR SALE 
ing Machines, serials 
Service Co., 1004 Superior Avs« 


and bookkeeping machines also 
sold and rebuilt Teeter-Warsh 
Milwaukee, Wisconsin 


ELLIOTT-FISHER billing 
all office machines, bought, 
Co 309 W. Kilbourn Ave 


models El 
and sold 


MACHINES, late 
bought 
Chicago 


BILLING AND BOOKKEEPING 

liott-Fisher, Underwood, Burroughs, et« 

Maloney, Gilmore Co., 508 S. Dearborn St., 
‘ 


Adding Ma 
Chicago Of 


ELLIOTT-FISHER MACHINES, 
chines, all office equipment, bought 
fice Appliance Co., 533 So, Dearborn 


Typewriters 
and sold. 
Chicago 


Adding Ma 
(‘rowley 


MACHINES 
bought 
Milwaukee, 


ELLIOTT-FISHER 
chines, all office equipment 
(Company, 434 Caswell Bldg 


Typewriters 
and sold W J 
Wisconsin 


Dictaphones, Folders, Seal 
money Pruitt, 166 N. La 


ADDRESSOGRAPHS, Multigraphs, 
ers, Typewriters Write us, 
Salle Chicago 


save 


DICTAPHONES, EDIPHONES — rough or rebuilt special 
prices to dealers Increase your sales and profits—write us 
American Dictating Machine Co., 1141 Broadway New York 
(‘ity 

WILL BUY Line-A-Time Copyholders regardless of condi- 
tion; all current models Check Protectors Check Protector 
Corporation, 53 Park Place, New York 


RIBBONS re-manufactured Guaranteed 
work, quick service. Send us your old ribbons today. 144 yard 
reels of typewriter ribbon fabric, with handy winder, a spe 
cialty Also two grades of excellent duplicator ink Lewis 
Co., 95la N. 4th St., Milwaukee, Wis 


MULTIGRAPH 


discontinued—celoseouts 

Storage Cabinets, also Vault Doors State 
cash price Information confidential 
216 Centre Street, New York City 


WANTED TO BUY Destandardized 
used Files, Safes 
quantity available 


Acme Safe Company 
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United States Exports of Typewriters, Duplicating Machines 7763 

and Office Supplies, December, 1934 Dupli- 

cating 

4750 ma- 

Filing folders, 9395 chines, 

7770 7772 7774 7775 index cards, 9392 Typewriter parts 

Standard type- Portable type- Used & rebuilt Type- and other Carbon paper ribbons and sup 
writers, new writers, new typewriters writer Countries Pounds Pounds Dozens plies for 

Countries Number Number Number parts 

Argentina 9 4 2,367 1,006 62 212 569 
Austria . , 77 $ 4,663 189 $ 6,183 293 $ 7,510 $ 406 Bolivia 30 18 178 145 158 641 10 
Azores and ™M adeira Brazil .... 46 49 593 807 118 501 5,068 

Islands ‘ 4 144 aes er CRED ccccee 418 707 355 217 33 942 O68 
Belgium 220 14,6 680 226 7,142 20 637 1,162 Colombia 3,115 785 1,167 930 403 939 ro 
Czechoslovakia 408 269 7.087 30 662 367 Ecus dor 575 145 inne ‘ nea - 46 
Denmark 85 63 2,003 aa 75 Peru .. 1,070 407 444 262 115 : 
Estonia 4 . oon Uruguay 122 67 197 159 &8 26 
Finland ; 59 39 1,230 : Seite Venezuela . 2,600 464 2,038 1,672 499 45 
France . 677 418 12,161 254 5. 466 8,988 British India 245 a4 6,474 3,394 873 
German; 16 252 5,635 7 77 British Malaya 339 lll 1,317 920 384 98 
Gibraltar : + een sake ; i) 185 mee Ceylon .... . ee oink 56 24 34 
Greece ... 7 19 1,385 73 2,426 - , es China .. cas s4 25 446 448 671 190 
Hungary .. - 13 890 65 1,734 19¢ 4,969 af Netherland India 1,469 272 1,493 879 27 Ras 273 
Iceland .. : 4 280 5 180 ee oe : Hong Kong ... 45 13 ones at : = ies 
Irish Free State 21 1,470 9 245 332 oT) ve 3,923 2,15) 130 322 563 
 eeeebersiras 10 691 8379 10,825 1 50 384 Palestine ...... 4 san : 
Lithuania . 10 09 se - - Persia ........ . 1,116 751 33 74 
Malta, Gozo and Philippine Islands 288 135 4,088 1,524 436 872 38 

Cyprus ,.... 7 490 28 1 BEE sosces ° ose . 183 o4 u : 
Netherlands 200 14,115 94 175 116 Turkey babeeks 48 228 303 ao 
Norway ..... 154 10,595 246 21 242 Other Asia 130 45 42 es 
Poland and Danzie 1 75 46 61 48 Australia ..... 245 100 4,987 1,903 452 3,052 
PEE on5608ee0 83 5 82 97 29 New Zealand a 7 3 oN 62 tig 
Rumania , : 3 5 Ethiopia .....+..-+.+.. cess 41 a4 es " : 
Soviet Russia in. British East Africa... 75 65 oes nene ‘ 298 23 

Europe ... 10 Union of South Africa 943 600 1,728 1,619 432 373 610 
Spain ... 62 404 13,678 9,452 Other British South 
Sweden 107 242 6.977 4,957 BEIEED coccesdvececs ° 368 24 - oe 
Switzerland 208 148 4,754 328 BGR . ascusasnts ‘ 670 238 38 23 il 
United Kingdom 191 571 12,000 12,774 . Algeria and Tunisia. a 6 s 16 
Yugoslavia .... 20 R88 4.585 aa a Madagascar ..... 42 25 48 93 
Canada 68 5,223 20 636 232 5,470 24,892 [nn ceseectes . 1 2 
British Honduras l 36 wane : Mozambique 134 143 39 06 
Costa Rica 4 6 235 Other penepeen 
Guatemala 7 7 bic Africa _..... oss 18 19 22 75 
Honduras . ‘ , 6 5 1 28 60 Canary ” eihende 165 32 23 12 4 7 
Nicaragua .. 6 15 540 126 
Panama 33 6 172 : 69 75 aah ; on ie 7 7 

Salvador . 19 41 1,115 . . WE ctcdoseeee . 80,786 $26,135 48.965 $31,492 10,091 $24,372 $40,943 
Mexico 282 129 4,472 121 2,590 210 : 
Newfoundland and Shipments from U. 8. to: 

Labrador ... 14 1,050 4 144 1 24 TOE nccasccscece 24,224 $ 9,115 1,193 540 133 $ 393 $ 692 
Bermuda . ° 1 70 2 72 . Puerto Rico. . - 13,794 3,195 573 292 136 292 381 
Jamaica ° 14 1,178 7 108 4 114 
Trinidad and Tobago 6 442 7 252 eee Adding, Calculating and Billing Machine Exports, December, 1934 
ons a ish West 1 “en o @: Adding, Calculating and Billing Machine Exports, 

CUBS .ccccccces 170 11,659 122 4,392 22 712 22 
Dominican Republic 2 27 2 55 
Netherland West re 

ear 9 491 8 282 5 178 140 7753 
French West Indies.. ‘ ; 7 242 aa Type- 

Haiti, Republic of 1 112 1 41 1 37 7752 writers- es” 
Virgin Islands of Listing book - 7756 

us : ay 4 144 ? 95 ? adding keeping Listing, 7757 
Argentina 147 10,133 76 2.577 1,490 862 bockkeeping billing adding Calculating 
Bolivia amt esse 6 165 E machines machines machines machines 

srazil 279 18,406 117 4,126 81 2,891 258 Countries Number Number Number Number 
Chile see ° ) 597 ose os 484 
Colombia ° 4 6,57 56 1,857 10 “492 19 | pd biter 6 wate amas 3 § if 75 $ 3,814 9 $ 
Ecuador l 97 3 116 1 50 ‘ Belgium ° 5 $ 5,045 6 5,289 48 2.964 41 
British Guiana 4 258 sas 255 Czechoslovakia 1 1,090 2 827 44 4,295 18 
Surinam : 1 46 oe  aeaeree 1 1,125 3 2,808 37 1,832 ... 
French Guiana : 1 75 2 80 : ose0 ° BEE coccccecseces ° eeee eee cece 1 108... 
Peru . 59 3,890 22 680 42 1,845 42 DD s¢deseeessbes . cee ceil ll 1,509 3 
Uruguay 2 180 9 320 eee eres France .... 5 6,090 15 il. 025 131 11,901 24 
— eS ee, ee ee ——— eee Germany ......... 43 36,116 ae vont < 
Total 908 513 4,608 $147,050 2.781 $75,191 $ 40,683 Gibraltar ....... : 1 78 os 
Greece 200% 2 519 5 675 
Iceland ° o«68 4 229 ° 
7763 Irish Free State...... ; ore 2 567s 8 624 
Dupli- PRET cocccccesceceese Ss 6,403 5 3,220 ee TTT 2 480 
cating Lithuania ........... os cree eee cess 1 150 . sees 
75 ma- ae peeeesece i 1,006 16 4,153 110 7,944 6 1,078 
Filing folders, 9395 chines, NOrway ......+-ss00. coe sees 3 2,750 53 3,436 2 170 
index cards, 9392 Typewriter parts P oland and Danzig. ee , eoce eve cose 13 1,320 18 2,635 
and other Carbon paper ribbons and sup- Portugal cccccccsccce . es 4 5,318 12 1,010 ... esee 
Countries Pounes Pounds Dozens plies for Rumania ..... ecceces 1 1.155 ... sete eee gece 2 75 
——- honenuneesstec 1 1,065 1,866 5 39 11 1.008 
6 45 119 30 me Sweden ..... eneceses 2 o0ee ll 2,883 320 20,699 12 1,720 
— Sisdeira Is : a 10 $ ? , 6s 5 coos Galitaatiemd .ccc..... 8 1,926 5 2.353 47 3,898 27 3,630 
Belgium 162 $ 49 75 102 155 877 $ 2,490 United Kingdom 16 14,027 33 23,615 53 8,971 262 58,794 
Czechoslovakia ; 40 64 : y mn, reeecees tee veee 7 4,120 68 6.788 104 —s:15, 593 
sace ‘0s ME ecbccessee . eee coos eee cove 
Denmark . 113 413 Guatemala sulnensete : ‘ sons 3 i iene reap 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





Chair or similar article. 
(assignor to Pesture 
ind., a corporation of 


Design Patent No. 94,720. 
Glenn D. Wood, Elkhart, Ind. 
Research Corporation, Elkhart, 


Indiana). Application Dec. 14, 1934. Serial No. 54,- 
1,990,480. Tabulating mechanism for typewriting 
machines. Harry A. Foethorap, Harrisburg, Penna. 


(assignor to Underwood Elliott Fisher Company, New 
York, N. Y.. a corporation of Delaware). Application 
July 24, 1930. Serial No, 470,520. 

1,990,535. Stencil sheet and method of making same. 
Harmon P. Elliott, Watertown, Mass. (assignor to The 
Elliott Addressing Machine Company, a corporation of 


7 cea Application Oct. 27, 1933. Serial No. 
695,511 
1,990,629. Shelving. James E. Bales, Aurora, III. 


(assignor to Lyon Metal Products, Incorporated, Au- 


rora, t1l., a corporation of Hllinois). Application Sept. 
16, 1933. Serial No. 689,706. 
1,990,725. Tacker. Elisha H. Crofoot and Cari E. 


(assignors to Jehn B. 
Application June 3, 


Hallien, Mount Prospect, Iii. 
Mount Prespes i.). 
1932. Serial No. 615,! 

1,990,756. Shelving. Fritz A. Saaf, 
(assignor to All-Steel Equip Company, a 


Aurora, It. 
corporation of 


tMinois). Application Dec. 10, 1932. Serial No. 646,- 
650. 

1.990.770. Copyholder. James Bell, Edmonton, Al- 
berta, Canada. Application Oct. 5, 1933. Serial No. 
692,244. In Canada Nov. 2, 1932. 


1,990,784. Typewriting machine. Henry Joseph Hart, 
East Hartford, Conn. (assignor to Royal Typewriter 
Company. iInc.. New York, N. Y., a corporation of 
New York). Application April 4, 1934. Serial No. 


719,015. 
1,990,965. Variable capacity record binder. Paul 0. 


Unger, Glen Ellyn, itl. (assignor to Wilson-Jones 
Company, Chicago, I1!., a corporation of Massachu- 
setts). Application Oct. 29, 1932. Serial No. 640,136. 


1,990,980. Visible card receptacle. Mark Fakkema, 


Chicago, ttl. Application Nov. 12, 1932. Serial No 
642,408. 

1,991,237. Library conveyor system. Charles C. 
Waite, Roselle Park, N. J. (assignor to Snead & 
Company, Jersey City, N. J., a corporation of New 
Jersey). Application April 17, 1931. Serial No. 530,- 
ate 
; 1.991.318. Paper fastener. Henry Hellman, Syra- 
cuse, N. Y. Application April 30, 1934. Serial No. 
723, 126. 

1,991,362. Loose leaf binder. Erik L. Krag, Chi- 
cago, Ii, (assignor of one-tenth te E. J. Andrews, 
Chicago, I1l.). Application Nov. 29, 1929. Serial No. 
410,327. 

1,991,511. Check endorser. Walter H. Lyman and 


Paul Frederick Fischel, Chicago, ttl. (assignors to 
The International Check Endorser Company, Chicago, 
it1.). Application Aug. 9, 1929. Serial No. 384,647. 
Renewed July 19, 1934. 

1,991,806. Calculating machine. August Kottman, 
Sommerada, Germany (assignor to Rheinische Metal- 
waaren-und Maschinenfabrik Sommerada Aktlengesell- 
schaft, Sommerada, Germany, a corporation of Ger- 
many). Application Aug. 4. 1931. Serial No. 555.- 
088. In Germany Aug. 5, 1930. 

1,992,017. Art of reproduction. Joseph Spielvocel, 
Newark, N. J. Application Dec. 14, 1933. Serial No. 
702,348. 

1,992,174. Typewriting machine. 
Avery. Groton, N. Y. (assignor to L. C. Smith & 
Corona Typewriters Inc., Syracuse. N. Y., a corpora- 
tion of New York). Application Sept. 16, 1933. Se- 
rial No. 689,717. 


Henry § Allen 


1,992,186. Filing device. Willlam Evans Camp. 
Abinaton. Application May {, 1933. Serial 
No. 688.71 

1.992, 356." Check endorsing and signing machine. 


Hjalmar A. Swanson, Chicago, Ill. (assignor to Cum- 
mins Perforator Company. Chicago, Ill., a corpora- 


tion of tllinois). Application Sept. 8 1931. Serial 
No. 561,537. 
1,992,337. Tag fastener. Samuel Weiss, Brooklyn, 


Serial No. 744.897. 
John J, Flanigan, 
Smith & Corona 
a corporation of 


N. Y. Apolication Sept. 2!, 1934. 
1,992,418. Duplicating machine. 

Oak Park, Ill. (assiqnor to L. C. 

Typewriters Inc., Syracuse. N. Y., 


New York). Application Sept. 14, 1933. Serial No. 
689,414. 
1,992 473. Self feeding inkwell. James L. Cunning- 


ham, Kansas City. Mo. Application Aug. 15, 1934. 
Serial No. 739,956. 

1.992.501. Permanent loose leaf binder. Jay Ray- 
mond Newland and Joseph J. Polderman, Kalamazoo, 
Mich. (assignors te Reminaton Rand tInc., Buffalo, 
3 Y.). Application Oct. 16, 1931. Serial No. 569,- 
334. 

1.992.544. Carbon manifolding device. Albert Ren- 
dall, Niagara Falls. N. Y. (assignor to Niagara Fold. 
Inc.. Niagara Falls. N. Y.. a corporation of New 


York). Application Aua. 22. 1931. Serial No. 558,677. 
1,992,562. Front feed device fer bookkeeping ma- 
chines. Karel Ziabek. Prague. Czechoslovakia. Ao- 
634,967. In 


plication Sept. 26, 1932. 
3t 


Serial No. 
Czechoslovakia Oct. |, 1931. 


1.992.679. Power driven eraser for typewriters. 
Henry B. Swan, Wadhams. N. Y. Application April 
23, 1932. Serial No. 722,042. 

1,992,694. Filing device. James H. Field, Wash- 
inaton. D. C. Application July 14, 1933. Serial No. 
680,469. 

1,992,709. Collectors’ stamp. George J. Matt, 


Brooklyn, N. Y. 
chine Company, 


(assignor to Roberts Numbering Ma- 
Brooklyn, N. Y., a corporation of 


New York). Application April 26, 1934. Serial No. 
722,534. 
1.992.779. Method of identifying articles of manu- 


Harry 
Application Feb. 9, 1934. 


facture and a blank for the use in the same. 
M. Shedd, Elizabeth, N. J. 
Serial No. 710,497. 

1,993,038. Page end 
Washington, D. C. 
No. 706,110. 


indicator, Max 


E. Munk, 
Application Jan. 10, 1934. Serial 
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1,993,085. Optical printer. Arthur W. Carpenter 
and Maurice G. Ricker, New York, N. Y. (assignors 
to United Research Corporation, Long Island City. L. 
1.. N. Y., a corporation of Delaware). Application 
June 10, 1931. Serial No. 543,324. 

9 Hydraulic lift truck. Arthur M. Barrett, 
Chicago, I1l., a corporation of tlilinols. Application 
Dec. 15, 1932. Serial No. 674,388. 


1,993,331. Collectors’ stamp. George J. Matt, Brook- 
lyn, N. Y. (assignor to Roberts Numbering Machine 
Company, New York, N. Y., a corporation of New 


Application April 21, 1934. Serial No. 721,- 
1,993,351. Book cover and index. John Schade, 
Holyoke, Mass. (assignor to National Blank Book 
Company, Holyoke, Mass.. a corporation of Masrsa- 
Se. Application May !, 1933. Serial No. 668,- 

Fa 

1,993,417. Box. Louise A. Smith, Buffalo. N. Y. 
(assignor to F. N. Burt Company, Ltd.. Toronto, On- 
tario, Canada). Application Feb. 26, 1931. Serial No. 
518,325. 

1,993,452. Cash register. William Leonard Paden, 
Dayton, Ohio (assignor to Central United Bank, Cleve- 
land, Ohio, as trustee). Application Dec. 29, 1930. 
Serial No. 505,271. 


York). 
700. 




















1993699 


Stiegler, Cin- 


1,993,461. Marking machine. George 


sanett Ohio. Application Dec. 17, 1932. Serial No. 
1,993,477. Card cabinet. Glenn Theodore Gourley 





and Frank Joseph Malat, Youngstown, — ens mg 
to The General Fireproofing C 

Ohio, a corporation of Ohio). Application Sept. 4, 
1934. Serial No. 744,062. 

1,993,505. Transparent filing device. Albert W. 
Engel, —. il. Application Sept. 29, 1933. Se- 
rial No. 691,424 

1,993,510. ‘Visible record system. Edward C. Gast, 
Jr., Cicero, Hl. (assignor te Acme Ia System Com- 
pany, Chicago, Il., a corporation of eee Appli- 
cation April 23, 1934. Serial No. 721,9 

1,993,556. Rotary duplicator. Ciiora’ N. Johnson, 
Chicago, and Alfred Marchev, LaGrange, I1!. (assignors 
to Ditto, Inc., Chicago, Il., a corporation of West 


a: Application March 16, 1932. Serial No. 
1,993,611. Duplicating apparatus. Henry Kastriner, 


Cleveland, Ohio. Application Nov. 9, 1931. Serial No. 


573,835. 

1,993,699. Duplicator. Frederick W. Sterck, Arling- 
ton, Mass. (assignor to Standard — Machines 
Company, Everett. Mass.. a cor jon of Massachu- 
setts). Application Aug. 9, 1933. Serial No. 684,431. 
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Members ofthe Office Equipment Manufacturers’ 
Institute Gathered Before the Main Entrance fo 
the Building Which Houses the General Offices 
of The National Cash Register Company, on the 
Occasion of the Quarterly Meeting of the Insti- 
tute Held in Dayton, Ohio, March 13 and 14 


(See page 30) 
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EDITORIAL 


NRA Approves Stationers Open 
Price Plan 


@¢In the report on another page of the regional 
meeting of the Third District of the National Sta- 
tioners Association held at Washington, D. C., on 
March 11 and 12, is an outline of the Trade Re- 
covery Plan sponsored by the National Stationers 
Association and approved by the National Re- 
covery Administration. The plan was described 
at length by General Manager Garvin at the above 
meeting, and also at the Fourth District meeting 
held later in the month at Tampa, Fla. Mr. Gar- 
vin will carry the message to other regional dis- 
trict meetings as they occur from time to time 
this year. 

The plan is called a Distribution Yardstick, and 
it is claimed that it will tolerate no unfair prac- 
tice. Some of the effects which, it is said, will 
follow the working of the plan are outlined as fol- 
lows: 

“1. The dealer can measure the sales values 
of his commodities, and apply his best effort to 
the sale of the commodities of highest rating. 

“2. The dealer can measure and compare the 
merchandise policies of his supplying manufac- 
turers. 


“3. The manufacturer can adapt his policy to. 


the measurement plan and then demonstrate 
mathematically the value of his policy. 

“4. A measurement census of the industry will 
reveal the asset and liability commodities and 
sales policies. 

“5. The trend of dealer buying will go in the 
direction of the best manufacturer’s ratings, re- 
sulting in intensive sales concentration by the 
dealer on the lines made by legitimate trade 
manufacturers. 

“6. The dealer will know exactly where his 
competition is on each line and can buy the lines 
upon which there is the least competition. 

“7. We will all be doing business with our 
eyes open. 

“8. We will have cleaner and more liquid in- 
ventories. 

“9. We will have definite measurements to 
guide us instead of impressive but indefinite 
words. 


“10. We will start a New Deal in distribution, 
that there be set up in distribution a weighted 
average percentage method of measurement. 

“It is possible,” continues an N. S. A. bulletin, 
“to establish a definite mathematical method of 
measurement, a comparison. This method may be 
applied to a commodity, a group of commodities, 
a Sales policy and other phases of merchandising. 
Dealers may use the plan to determine the poten- 
tialities of a commodity from a sales standpoint. 
Averages may be established for a group of com- 
modities and the policies of the individual manu- 
facturer measured against the commodity 
average. 

“Manufacturers wishing to demonstrate the 
value of an individual policy in the development 
of new business have in this plan a simple method 
of actual policy measurement which can be dem- 
onstrated by any salesman.” 

And finally we have the strong statement in the 
last paragraph: 

“Here we find the first infallible method of mer- 
chandising measurement ever developed in Amer- 
ican business.” 

Regional meetings thus far held have gone on 
record in support of the plan. Resolutions endors- 
ing it have been passed, dealers agreeing to give 
cooperation to manufacturers who sell through 
accredited retail channels only. 

The details of the plan, it is expected, will be 
more fully covered in a later issue. 


es 


Association Pot a’ Boiling 


The yearly district and association meetings 
among office equipment dealers started out this 
spring with unusual force and vigor. There are 
indications of a rapproachement under the aegis 
of NRA between the manufacturing, wholesale 
and retail office equipment trades which makes as- 
sociation membership something to be sought for, 
hence every district meeting so far held has been 
characterized by increased attendance and an 
aroused and intelligent interest in the proceed- 
ings. It will be noted that our present issue con- 


tains no less than fifteen pages devoted to reports 
of regional and local meetings of office equipment 
dealers, and that every meeting reported has 
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given evidence of a desire on the part of those 
attending to cooperate in obtaining a square deal 
for every well-intentioned enterprise. 

When groups of men in a-common enterprise 
labor year by year to accomplish certain results 
they are quite likely to achieve something—per- 
haps not the precise results sought, but at any 
rate, something better than they had before. It 
seems to be a law of compensation that efforts 
conscientiously made toward a proper end shall 
not fail of some result. The complexity of human 
interests and relations defies those who would 
establish inflexible rules. We may therefore hope 
for the best and try to be content if we must with 
the lesser good. 

At a recent meeting of typewriter men James 
P. Ward, Sr., remarked that even if associations 
cannot eliminate every ill practice in the field, 
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they can nevertheless defeat some of them, and 
that the mere meeting together in a common 
cause, getting acquainted and forming friendships 
is the foundation of success in association work. 
As president of the National Typewriter and Of- 
fice Machine Dealers Association he visited one 
time a metropolitan city to organize a local as- 
sociation. When the local dealers got together 
he found that he had to introduce most of them 
to each other! Today that city has one of the 
most efficient associations in the typewriter field 
—an association whose meetings are largely at- 
tended, whose members are friendly, and whose 
activities have put the trade on a better footing 
than it has ever before maintained. 

Mr. Ward drew the moral that an association 
founded in friendship has the best, in fact, the 
only chance of succeeding. 





Monument Proposed to Memory 
of Sholes 

Supervisor Frederic Heath of Mil- 
waukee entertains the hope that Mil- 
waukee county will build a monument 
to the memory of Christopher Latham 
Sholes, editor and inventor of the first 
commercially practical typewriter. A 
model has been prepared of the monu- 
ment and the illustration given here 
shows the model and behind it a picture 
of the supervisor. The bronze figure on 
the model represents “the emancipation 
of women from the washtub” pm i their 
entry into business. 

The model was made by George A. 
Dietrich of the Layton Art School. 
Mr. Heath has asked the County Park 
Commission to appropriate funds for 
the monument. 

In support of his request to the 
County, and at the request of Alderman 
Dietz, the supervisor presented some 
facts relative to the monument and to 
the inventor an invention it is intended 
to commemorate. 

The main figure is to be higher than 
life size in the finished monument and 
the portrait of Mr. Sholes and the tab- 
let are to be of bronze and the figure 
of native so-called Lannon stone, which 
is quarried in one of Milwaukee’s parks. 

The first park of the county system 
was opened in 1911 and Mr. Heath 
was influential in having it named 
Sholes park. 

Some few years ago, court reporters 
and stenographers of the country con- 
tributed to a fund that defrayed the 
cost of a monument that was placed 
over the grave of Mr. Sholes in Forest 
Home cemetery, Milwaukee. The mon- 
ument now planned, however, is for the 
public park. When it will be made 
depends upon finances. 

The county permitted Mr. Dietrich 
to set up a studio to work out his de- 
sign in clay on the upper floor of the 
new court house where he had plenty 
of light and solitude. 


Here and There 


Mr. Sholes was one of the early edi- 
tors of the Milwaukee Sentinel and his 
familiarity with printing aided him in 
the invention. The various steps in the 
perfection of the typewriter from the 
crude first model to the finished ma- 
chine of today is an oft told story. 

It is interesting, however, to recall 
that at the time Mr. Sholes was experi- 
menting with the typewriter, he was also 
collector of customs in Milwaukee and 
later was commissioner of public works. 
Soule, a printer, Glidden, a lawyer and 
Mr. Sholes’ youngest son, Zalmon, 
were associated in the early work. 

Mr. Heath was a boyhood chum of 
Zalmon Sholes and knew his father 
well. He states that Mr. Sholes was 
kind and lovable to a degree. 





Commissioner Heath of Milwaukee 

with Model of Statue Symbolizing the 

“Emancipation of Womanhood from 

the Washtub” by the Advent of the 
Typewriter. 


In a letter to Office Appliances, Mr. 
Heath pays tribute to the typewriter 
section of the Milwaukee Public Mu- 
seum, made possible by the efforts of 


Alderman Carl Dietz. Alderman 


Dietz, by the way, was the comptrolier 
of Milwaukee in 1910-11. 

Mr. Sholes came of Mayflower stock. 
He took out many typewriter patents 
most of which went to the Remington 
people to whom he sold his invention. 
We are told that at the time of his 
death in 1890, he was working on a visi- 
ble writing machine. 

The monument over the grave of 
Christopher Latham Sholes was dedi- 
cated on the fiftieth anniversary of the 
invention of the typewriter. A story 
of this event with several photographs, 
was published in Office Appliances for 
August, 1923. 


~-- 
O’Hare Now a Kentucky 
Colonel 

J. J. O'Hare, a representative of the 
Boorum & Pease Company, has been 
made a regular Kentucky colonel by an 
official proclamation of Governor Laf- 
foon of that state. 

At the third regional meeting in 
Washington, D. C., he showed the 
parchment proclamation. 

The state of Kentucky is part of Col- 
onel O’Hare’s territory. 

Office Appliances extends congratu- 


lations. 


oe + 


Montreal to Have World’s 
Largest Clock 

Blick Time Recorders of Canada, 
Ltd., have been awarded the contract for 
the installation of the Dow clock, which 
will be, it is said, the world’s largest 
timepiece, with a total dial area nearly 
seven times as great as that of London’s 
Big Ben. This great clock is now being 
designed and built in Montreal and will 
be erected next summer at the top of a 
sixty-foot steel tower on the roof of the 
Dow Brew House in Notre Dame 
street, West. 

This giant timepiece will be visible to 
all people in Montreal and surrounding 
districts day and night whenever a clear 
view can be obtained. It is said that 
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time can be read from this cock at 
night at a distance of about ten miles. 
It will be brilliantly illuminated with a 
special Neon lighting system so that at 
every hour, day or night, all of Mon- 
treal and surrounding districts will be 
served by this gigantic clock. There 
will be three dials facing three ways, 
the diameter of each face being sixty 
feet. The mechanism of the dock will 
weigh approximately six tons, while nine 
thousand feet of Neon tubing and other 
equipment and materials will be used in 
the installation of this timepiece. The 
distance on the dial between the minute 
marks will be 3.14 feet and the space 
between the hour marks will be fifteen 
feet. Each of the three minute hands 
will be thirty feet long from center to 
tip and will weigh twenty-five hundred 
pounds. The hour hand will be twenty 
feet long and will weigh fifteen hundred 
pounds. Repairs and cleaning will be 
done without stopping the clock and it 
is said that the hands will be able to 
support a man without interfering with 
the correct time. The clock will have a 
revolving pendulum weighing twenty- 
four hundred pounds. That also can 
carry the weight of a man without af- 
fecting the correct operation of the 
clock, which it is hoped will be in opera- 
tion by September 1. 

Paul Bauer Does a Stroke of 
Business 


Paul Bauer, son of Ralph S. Bauer, 
head of the R. S. Bauer Company at 
Lynn, Mass., is an aviation enthusiast 
as well as an expert in the art. He 
owns a Stinson plane which he pilots 
himself and is rated as one of the most 
accomplished flyers of the district. Re- 
cently, during a blizzard and cold spell 
in New England, government planes in 
the Boston district were all frozen up, 
but Paul Bauer came to the rescue, 
renting his four-passenger plane to the 
government at $40 a day, the plane to 
be used in carrying the mail from Bos- 
ton to Bangor, Me., and return. 

This indicates that Paul is a capable 
business man (like his dad), as well as 
an expert flyer. 

~<—- 
Filing Cabinets Make Good 
Advertising Mats 


The cabinet illustrated forms the scaf- 
fold on which the balcony scene was 
shown to advertise the picture entitled 
The Whole Town’s Talking. At the 
Columbia studio where Jean Arthur and 
and her Romeo, Edward Robinson, are 
starred in the film of the title mentioned, 
it was decided to exploit the movie with 
arresting billboards and to furnish thea- 
tre owners with mats for their local ad- 
vertising. In order that Miss Arthur 


would appear to be sitting on top of 
the poster, a Globe-Wernicke steel filing 


cabinet was used as a platform. AIl- 
though not exactly designed for this 
purpose, it was found that the bottom 
drawer of rigid steel supported Robin- 


son easily and at the correct height for 





Jean Arthur and Edward G. Robinson, 

Players in the Movie, “The Whole 

Town’s Talking.” Using a Globe-Wer- 

nicke Tri-Guard Filing Cabinet as a 

Base for a Picture Later Converted 
into an Advertising Poster. 


the most artistic results. From this 
photograph, after the drawers of the 
filing cabinet were blocked out, a cut 
was made from which the papier mache 
mats were made. The smooth side of 
the fixture serves as a show card upon 
which the lettering is applied. In news- 
paper offices this panel is mortised out 
and the advertising copy or type is in- 
serted.—ABL 


-e-— 


Ribbon and Carbon Man an 
Accomplished Thespian 
John Dwyer of Pittsburgh, Penna., 
manager of the F. S. Webster Com- 
pany branch in that city, numbers 
among his accomplishments consider- 
able ability as an actor. Since coming 
to Pittsburgh, he has been interested in 
amateur theatricals there, and recently 
carried out a leading rdle in a play pre- 
sented by the dramatic club of which 
he is a member. Mr. Dwyer’s abilities 
as a business man, his personal charm 
and stage training, make him one of the 
most popular members of his set in 
Pittsburgh. 
Son of Typewriter Man Great- 
Great-Grandson of Prophet 
Alexander Smith, infant son of 


Mr. and Mrs. K. J. Smith of Minne- 
apolis, has the distinction of being the 
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great-great-grandson of Joseph Smith, 
founder of the Mormon church. Both 
of his grandfathers are Mormon apostles 
and his father and mother are members 
of a small congregation which meets at 
2221 Fifth avenue, North. 

The boy is now about six weeks or 
two months old. His father is K. 
Julian Smith, who has been with the 
service department of the Royal Type- 
writer Company, Inc., at Minneapolis, 
since December 19, 1928. The Minne- 
apolis Journal gave the baby some pub- 
licity owing to the circumstance that he 
is a lineal descendant of the founder of 
the Mormon church. 

The original Joseph Smith, sometime 
in 1820, when fifteen years old, declared 
to his parents that an angel had come to 
him and told him the American Indians 
were the lost tribes of Israel and that 
their ancient scriptures engraved on 
metal plates, many of which, he averred, 
were brought by them from Jerusalem, 
were deposited in a hill on the farm. 
It is related that Joseph Smith subse- 
quently obtained the plates and wrote 
the famous Book of Mormon. Ten 
years later he helped to organize the 
Church of Christ at Fayette, N. Y., 
later known as the Church of the Latter 
Day Saints. 

The next year Smith and a number 
of associates went to Independence, 
Mo., to build a temple in the center of 
the country. Having bought a piece of 
ground which Joseph Smith blessed, 
they found that their ideas clashed with 
those of the Missourians and they were 
driven from the state. They next estab- 
lished themselves at Nauvoo, IIl., but 
the saints of the church began to aspire 
to better things and Joseph Smith be- 
came a candidate for president of the 
United States. This brought about in- 
ternal dissension, and Joseph Smith and 
his brother, Hyrum, were killed by a 
mob at Carthage, Ill., on June 27, 1844. 

The leader of the largest faction was 
Brigham Young, who established Salt 
Lake City and put up several fine 
church buildings. The practice of 
polygamy was established by Brigham 
Young, but was abandoned many years 
ago. 

— 1852, a new church organization 
was started which later became the re- 
organized Church of Christ of the Lat- 
ter Day Saints. To the church came 
Joseph Smith, Jr., eldest son of the slain 
prophet. He served as prophet for 
nearly fifty years. In 1914 he died and 
was succeeded by his eldest son, Dr. 
Frederick M. Smith of Independence, 
Mo. 

The genealogy of the infant stands 
thus: Baby Alexander Smith is the son 
of K. Julian Smith, who is the grand- 
son of Alexander H. Smith, who was 
a son of Joseph Smith, founder of the 
church. 
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Open Displays and New Depart- 


TTRACTIVE displays to 
encourage cash sales bul- 
wark the success of progressive 
stationery and office equipment 
stores. The old-type, glass-en- 
closed display cases are now 
conspicuously absent in Zai- 
ser’s. “Taking their place,” 
said Mr. Popple, “we installed 
flat-topped steel tables and 
racks upon which we could dis- 
play a thousand and one items 
of the stationery stock. Re- 
sults have been excellent, one 
sale frequently leading to an- 
other through suggestion. Con- 
trary to usual belief the stock 
is more easily kept clean than 
by the old method. We have 
retained the fountain pen cases, 
however, this being necessary 
to avoid losses through theft. 
“The really complete station- 
ery store will not ignore ten 
cent store competition, nor will 
the dealer follow too closely in 
its path. Here we have set up 
attractive racks containing an 
unusually large stock of quality 
greeting cards. Last December, 
prior to Christmas, Zaiser’s en- 
joyed the largest day for cash 
sales in years, these sales con- 
sisting chiefly of greeting cards. 
Customers frequently com- 
mented favorably upon the 
much finer quality card which 
could be obtained for a few 
cents more from the stationer 
as against those available at 
the dime chains. Once more 
we are regaining the business 
of the people who realize that 
it is the sentiment that counts 
in such purchases. The total 
volume from this department 
may not appear large when 
compared with sales of office 
equipment, nevertheless it is 
entirely worth going after, as 
we have done, through consist- 
ent newspaper advertising. 
“A few months ago we 


ments Increase Sales 


How Zaiser’s, Prominent Des Moines 


Dealers, Landed New Cash Sales 


Through Open Display and Side Line 


Departments.—By Joseph Popple, Man- 


ager, as Related to Daniel Ladd 


wished further to increase the 
downtown traffic within our 
store. Extra departments, not 
exactly side lines, were decided 
upon and soon proved them- 
selves profitable. 

“After all, it is this traffic 
which makes the store what- 
ever it is destined to be. The 
customers must be induced to 
come within the four walls 
somehow; perhaps Mr. or Mrs. 
Customer may drop in merely 
for a card or an item of sta- 
tionery. If it is the first visit 
in months or even years, the 
manner in which merchandise 
is displayed will make an indel- 
ible impression. Perhaps an 
item in leather goods will be 
noted. Possibly a resolution 
will be made to return some day 
to make a predetermined pur- 
chase, or at the least, an exami- 
nation of the stock. If de- 
sirable lines had been hidden 
away within an enclosed cabi- 
net or counter, the customer 
would have had little thought 
of returning to peer again at 
what he only indistinctly saw 
before. 

“About six months ago, a 
small department where phila- 
telic supplies could be obtained 
was set up in the center of our 
store’s rear section. Local de- 
partment stores had long han- 
dled these supplies, but in a 


fashion which we felt sure 
could not appeal to a collector. 
We secured a youthful and en- 
thusiastic stamp collector to 
act as director of this section, 
feeling that whether the de- 
partment amounted to much or 
not, he could be used on the 
floor throughout the store. But 
almost from its inception the 
stamp section has literally been 
besieged by collectors, young 
and old. From a relatively 
small beginning, its inventory 
now runs about six hundred 
dollars. We've been able to get 
the collectors in all right. Now 
it has almost become a problem 
to get them out of the store. 
They are delighted with the 
opportunity to deal with a 
youngster who can talk stamps 
with them in their own lan- 
guage. Some actually spend 
their entire noon hour within 
the store pawing over the 
stamp packets and supplies. 
But, altogether, it has been an 
excellent thing for us. We have 
sold several safes to men who 
own valuable stamp collections, 
and the loose leaf leather folder 
business has taken a definite 
upward turn. The class of per- 
son who can afford to indulge a 
hobby of this sort is just the 
type of customer we are happy 
to have within our store. They 
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are not purse-bound and more 
sales than I can enumerate off- 
hand have directly resulted 
from their presence within the 
store. Such sales have included 
steel files, desks, safes and 
leather goods. All of this is 
the really worthwhile result of 
the philatelic department, but 
even without the general pur- 
chases resulting, wouldn’t it be 
worthwhile to take in that ex- 
tra fifteen or so dollars each 
day which otherwise would not 
be secured ? 

“One of the best fountain pen 
repairmen in Des Moines, a man 
who formerly operated a shop 
of his own, has been secured for 
this store. We are thus able to 
give same day service in pen 
and automatic pencil repairs, 
some even waiting while re- 
pairs are completed. Thus, 
stenographers and clerks are to 
be seen grouped about the re- 
pair department during the 
noon hour, and they have made 
this store their headquarters 
for supplies. 

“And now to go down where 
some of the larger money is to 
be found: 

“That will be the basement 
with an open stairway near the 
main entrance. Five offices 
have been partitioned off from 
the general office furniture 
salesroom. Each of the offices 
is attractively furnished with 
the best and latest equipment 
complete, with good prints upon 
the wall. The salesmen are 
easily able to shift the furnish- 
ings around as they wish, so 
that they may permit their 
prospect to see his office exactly 
as it will look in his own build- 
ing should he make the sug- 
gested purchase. This feature 
has been conclusive in the clos- 
ing of many sizable orders. 

“To the rear and separate 
from all this we have the 
second-hand stuff which has 
been traded in. This is, in it- 
self, an extremely profitable de- 
partment if valuations are care- 
fully figured. 


“To return to the main floor, 
I would like to remark about 
those rows of wall decorations. 
Here, I believe, is something 
too frequently overlooked in 
this type of establishment. 
Each side wall and each sep- 
arate pillar bears a group of 
‘dipped flags.’ Clinging to a 
staff, these are made up of 
crepe paper, something which 
remains clean and yet should 
be changed with reasonable fre- 
quency. Each holiday finds 
new colors streaming in their 
places high above the heads of 
the customers. Women will ask 
what the material is, find it ap- 
pears suitable for home use and 
the purchase of several colors 
will often result. Freshness in 
the atmosphere of the station- 
ery and office equipment store 
as thus easily achieved is just 
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as important as in the flower 
shop. 

“Located in the heart of the 
retail section of the city, we 
must go after the retail busi- 
ness or it will pass us by. We 
have three or four standard 
newspaper display advertise- 
ments which are used five days 
each week, calling attention to 
leather goods, cards, fixtures 
or whatever we wish to stress 
for a given period. These are 
small ads, but they consistently 
keep the name, Zaiser’s, before 
the readers. During the past 
few years cash sales for some 
stationery and supply stores 
have been as the life blood of 
trade and while now purse- 
tightness seems to be loosening 
on every hand in this section, I 
deem the small cash sale ex- 
tremely well worth going after. 


Two Scenes in Zaiser’s Remodeled Store—Upper picture: One-half the 

store as it appeared after show cases were abandoned for display tables and 

wall racks were lowered to half former height. Lower picture: Basement 

after it had been remodeled into central display room with general wall 

and ceiling refurbishing. Individual offices partitioned to display complete 
equipment not shown, 
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OFFICE APPLIANCES 


Taking the Sand Out of the 





L. S. Wilson 


Analyzing the Business 
and the Human El- 
ements with Relation 
Thereto— Promoting 
Loyalty Through Friend- 
ship and Constructive 
Criticism without the 
Critical Attitude.—By L. 
S. Wilson* 


* Note.—Lucian §. Wilson, a typewriter 
man of long experience, began his career 
as a newspaper reporter in Syracuse, N. Y. 
Later he became advertising manager for 
the Smith Premier Typewriter Company and 
after a time was delegated to build up a 
supply department, both purchasing and sell- 
ing. The supply business, domestic and 
foreign, under Mr. Wilson's management, 
rapidly mounted to a large figure. For a 
number of years Mr. Wilson was in charge 
of the combined supply business of Reming- 
ton, Smith Premier and Monarch typewriters. 
Leaving the field for a time, he was engaged 
in other business, but later returned to the 
typewriter field and for thirteen years was 
supply manager and purchasing agent for 
the oyal Typewriter Company. At the 


present moment he is disengaged. We are 
sure that readers of Office Appliances will 
be interested in Mr. Wilson's observations 


Bearings 


HE “Big Chief’ slammed 

out of his office and 
shouted to me as I was on my 
way to see him, “What’s the 
matter around here?” 

“Why?” I asked. “Is there 
smoke in the air or has the 
treasurer had his safe cracked 
or did the secretary fail to sign 
the last board minutes?” 

“No, to all three. But some- 
thing’s wrong. Find out what 
it is and give me a memo!” 

And he vanished. 

So did I. 

That was a good fat assign- 
ment. There I was, a sort of 
Poo Bah, without any high 
title, handed a job that, if done 
correctly and conscientiously, 
would mean criticisms and call 
for constructive suggestions. 
I was a general in the office— 
general work, and not a little 
of it. I purchased the office 
supplies for the home office and 
all the branches, supervised all 
building repairs and renova- 
tions, jacked up the janitor 
when he needed it—which was 
daily or oftener; was respon- 
sible for the tone of voice used 
by the switchboard operators; 
had a hand in the advertising 
and printing and a few other 
minor duties, including cor- 
respondence with all of the 
branches along the line of why 
the boys failed to sell, always, 
an increasing volume of sup- 
plies. 

Things were not so bad, but 
they might be made better, and 
this, evidently, the “Big Chief”’ 
sensed. 

Well, I got out the magnify- 
ing glass and the telescope and, 
after looking around the place 


and into the field as well, wrote 
the requested “memo.” 

Possibly there may be in it 
a suggestion or two helpful to 
some reader of Office Appli- 
ances, although they may be in 
a distinctly different line. No 
matter what ours was. 


MEMO AS YOU REQUESTED 


Always there is room for 
constructive work in each de- 
partment, directed toward bet- 
ter service—service by the in- 
dividual, the department as a 
whole and by every sales unit 
in the field. To obtain this 
there must be self-criticism— 
rather hard sometimes—de- 
partment checkups and a de- 
mand from the Chief for the 
carrying out of such a plan 
everywhere in the organiza- 
tion. The object of any busi- 
ness is to grow. And if so, then 
the personnel of each depart- 
ment must be maintained in 
strength, with those in com- 
mand who have vision and who 
can build for: present better- 
ment and for future security. 
Certainly, in all main depart- 
ments, there should be an “un- 
derstudy” ready to step in and 
function with satisfaction, in 
case of emergency, insuring 
smooth operation in the daily 
work and avoiding the consid- 
erable expense attendant upon 
“breaking in’ new men. A de- 
partment head should not be so 
rushed with details as to ren- 
der him incapable of well- 
thought-out decisions, or 
placed in a position where he 
has no time to give to prob- 
lems of betterment and 
growth. Few valuable ideas 
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are born in the rush of routine. 

One of our troubles centered 
at our switchboard. This has 
now been cured. These young 
ladies appreciate they are of 
the utmost importance in our 
service to those outside as well 
as within our office. High 
grade service must be main- 
tained at all times. Their work 
has been so arranged as to pro- 
vide early and late “tricks,” so 
that calls at what might be 
considered “off hours” will find 
someone on the job. 

One piece of constructive 
work should be the creation of 
a central mail department in 
charge of a competent man. 
Mail is so vitally important 
that its handling, incoming and 
outgoing, is a man’s work. Mail 
should be opened in this de- 
partment, sorted and passed 
along. Right here is an oppor- 
tunity for betterment. Have 
sent to your desk, or to some- 
one you may designate, every 
incoming letter that is in the 
nature of a complaint. These 
complaints now go direct to 
the departments where the 
troubles originated and natu- 
rally no one higher up hears of 
them. Should such letters be 
passed up the line and investi- 
gated, then surely would follow 
a noticeable increase in care- 
fulness, with a corresponding 
decrease in errors. One “Chief”’ 
once required every outgoing 
letter to pass over his desk on 
certain nights for a few weeks. 
No one knew when that call 
would come for all mail sent 
into the mail room, conse- 
quently there was sure to be 
more careful dictation and bet- 
ter typing. That official thus 
obtained a grasp of the busi- 
ness that would have taken 
months had he sought to visit 
the various departments for 
talks with their managers. 


reputation and good will is 
strongly built up by such ac- 
tion. 

Keep advertising truthful. 
Make it strong, aggressive, at- 
tractive, but have a care not to 
overstep the bounds of truth. 

Why not have a junior offi- 
cers’ monthly dinner for free 
conference? We know little 
about the other fellow’s work 
or problems. Would not such 
meetings lead to better under- 
standing, cooperation and en- 
thusiasm, all valuable stones in 
the foundation upon which real 
success is built? 

You surely appreciate the 
value of loyalty in an organi- 
zation—loyalty to you and to 
each officer as well as to our 
products; loyalty given by you 
to each of your staff and to 
every employee away down the 
line to the office boys; such a 
loyalty that will cause each to 
swear by you and never at you. 
This is but another name for 
friendship. Your organization 
can be made greater and bound 
more closely together, if a start 
is made and continued on a 
campaign of friendliness. Take 
in everybody—home office peo- 
ple, branch employees, sales- 
men; inject that spirit into all 
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outgoing correspondence and 
require it in all letters incom- 
ing. If criticism must be made 
there is a way to do it without 
killing the spirit of the of- 
fender. It may require more 
thought and a little longer time 
to dictate such a letter than a 
“hot” one, but there will be a 
dividend from it and not a sin- 
gle good thing from the one so 
full of fire. It may be difficult 
to make salesmen in a branch 
“live together in unity” or 
friendliness, but it can be done. 
One reason, possibly, for irri- 
tation is that you had never 
thought along the line sug- 
gested. In practice, friendship 
might go much further than 
force. How very much better 
results would naturally follow 
in an office where each indi- 
vidual was the loyal friend of 
every other individual, whether 
behind the desk or on the 
street; each kind, considerate, 
helpful, in personal, daily acts 
and in worth-while sugges- 
tions. That would be full co- 
operation and with that in an 
office and throughout your or- 
ganization, all things are pos- 
sible. 

And here 
“Memo.” 


endeth the 








A View of the Business Show Conducted by Plimpton Manufacturing Company Divi- 
sion in the Hotel Bond, Hartford, Conn., March 5 to 8 inclusive.—Plimpton’s, located 
at 252 Pearl street, Hartford, originally planned to run the display for three days but 
the interest evinced by the business public made it necessary to hold over for 
the fourth day. Announcement of the extension of time was made over the local radio 
station and by newspaper advertisement. The entire show was a gala occasion and 
produced some definite, tangible results, according to L. J. Fisher of the Plimpton 
Manufacturing Company Division, 


Insist that all bills, so far as 
possible, be paid when due, but 
demand that the small ones be 
settled on due dates, for they 
are very many and company 
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Telephone Solicitation Brings 
Good Returns 


Note.—The art of sales so- 
licitation by telephone has 
been freely discussed in this 
and other publications, and the 
conclusion seems to be that, 
granting that the sales person 
has a pleasant voice, a knowl- 
edge of his line, a sound educa- 
tion in the language and a high 
degree of tact and patience, the 
telephone is a useful device for 
making sales. However, it can 
easily become a nuisance to the 
person on the receiving end, in 
which event the attempt to sell 
becomes disastrous. Some peo- 
ple find it hard to carry on a 
telephone conversation, and 
practically everybody during 
business hours prefers that 
conversation over the wire be 
short and to the point. The 
following description of how 
one of the leading typewriter 
company’s branches in a fa- 
mous Rocky Mountain city 
makes the telephone pay, offers 
something of interest and 
profit to dealers. Following 
Mr. Flint’s article, we have 
taken the liberty to give a brief 
outline of the conclusions of 
some other writers who have 
discussed the same subject in 
previous issues. 


HREE good salesmen, an 

equal number of unlim- 
ited telephones, a list of old 
customers, a telephone direc- 
tory and payment record file, 
pad of paper and a good lead 
pencil are the ingredients of a 
successful telephone selling 
plan used by the L. C. Smith 
and Corona Typewriters, Inc., 
branch in Denver, Colo. Each 
telephone campaign, we are 
told, sells immediately from 
eight to fifteen new portable 
typewriters and close to one 
hundred dollars’ worth of serv- 
ice work. The drive also pro- 
vides a lot of future leads, some 


A Discussion of the Subject of Selling by 


Telephone as Developed from a Plan Used 


by a Leading Typewriter Branch Office in 


Denver.—By Lucius S. Flint 


of which result in sales of ma- 
chines or in orders for service. 
Solicitation is used only on 
the introduction of a new 
model. This idea has been 
carried out three times so far 
and it has proved so effective 
that the office plans to make it 
a regular feature of every new 
model promotion program. 
“The method is one of the 
most effective direct sales pro- 
ducers we have ever used, but 
it must be handled with dis- 
cretion,” said W. C. Brower, 
manager of the Denver branch. 
People called are first care- 
fully selected in several ways. 
The initial move is to take the 
entire old portable customer 
list and turn it over to an office 
girl who checks the names 
against the telephone direc- 
tory. Only those people who 
are living at the same ad- 
dresses now as when they made 
their former purchases are in- 
cluded in the possible call list. 
There would be a huge time 
loss if it were not for this 
checkup. The completed first 
list is then checked against the 
payment file. If the customer 
did not keep up his payments 
regularly, his name is taken 
off. The final list is then trans- 
ferred to a set of prospect 
cards which are divided up be- 
tween Manager Brower and the 
two best salesmen of the 
branch. Cards are preferred to 
a list for various reasons— 
they are more easily handled, 


provide necessary space for 
memoranda, and suggest the 
desirability of following up 
where such action is indicated. 

All of the soliciting by tele- 
phone is done on Monday and 
Tuesday nights, starting at 
7:00 P. M. and finishing at 
9:30, the solicitors averaging 
about one hundred fifty calls 
per evening among the three 
of them. On this basis, the 
drive takes from a month to six 
weeks. 

“The telephone salesman 
should not try to do too much 
at one time,” says Mr. Brower. 
“The job is really a grueling 
one and after two and one-half 
hours of it, one is mentally 
fagged, in which condition he 
cannot get results. This type 
of selling is one of the most 
ticklish I know of. It requires 
quick thinking and much tact. 
Some men can’t sell by tele- 
phone. The job requires a cer- 
tain ability which can only be 
discovered by trying. 

“If a salesman receives some 
rebuffs at first, he need not be 
discouraged. After a few eve- 
nings, one learns the unex- 
pected retorts that are likely to 
come up and is ready to meet 
them. He will know how to 
handle the indignant lady who 
was holding a bridge party at 
the time of the telephone call, 
or the one whose husband had 
died since the last machine was 
delivered; also the customer 
who had bought the previous 
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machine for her daughter, who 
is now married and living in 
another town. Sometimes the 
customer will have a complaint 
about the former machine, 
whereupon we insist upon an 
opportunity to inspect the ma- 
chine and make it right. These 
calls are valuable in giving us 
a chance to correct dissatisfac- 
tion we would not otherwise 
hear of.” 

Mr. Brower finds that the 
shorter the talk is, the better. 
He uses a written talk. It goes 
like this: “This is the Corona 
Typewriter Company calling. 
We noticed that in August, 
1927, you bought one of our 
machines. Since your machine 
is several years old, we thought 
you would be interested in our 
latest model which is just out. 
We would like to send one out 
for your inspection or make an 
appointment to show it to 
you.” 

The solicitor really presses 
for a demonstration, but if the 
customer isn’t at all interested, 
he switches his efforts to serv- 
ice. An overhaul, ribbons and 
repairs are suggested. If this 
fails to bring results immedi- 
ately, it usually brings them 
later. 

Mr. Brower has another tele- 
phone idea for converting in- 
quiries into sales. Quite often 
people call up and ask the age 
of a certain machine, giving 
the serial number. The chances 
are they intend to buy it from 
a private person, or from some 
dealer in rebuilt typewriters. 
If such is the case, they refuse 
to give their names. Instead 
of antagonizing them by ask- 
ing for their names, Mr. Brow- 
er says: “Yes, we shall be very 
glad to give you that informa- 
tion, but we'll have to check it 
through the files. Please give 
me your telephone number and 
I'll call back in just a few min- 
utes.” The excuse is plausible 
and most people accept it. 
When Mr. Brower calls back, 
the switchboard operator usu- 


ally answers with the name of 
the company, which is all that 
is necessary for a follow-up.— 
BS 

* * * 

In Office Appliances for Au- 
gust, 1930, there was a short 
article by D. A. Vance on sug- 
gestions as to selling over the 
telephone. Mr. Vance insisted 
that the telephone salesman 
must have a good telephone 
personality. It is much easier 
to say no over the telephone 
than it is to give a refusal to a 
man who is standing in front 
of one. Some salesmen cannot 
use a telephone for the reason 
that they are unable to project 
their personalities over the 
wire, or they don’t know their 
customers well enough. Know- 
ing the customer is one of the 
points to be considered in tele- 
phone selling. Practically, one 
must know as much about the 
customer as he would want to 
know in face to face salesman- 
ship—his habits, methods of 
thought, hobbies, etc., etc. A 
salesman should know what 
products the customer is likely 
to need, a mere mention of 
them being enough. A tele- 
phone salesperson should get 
to the point at once and follow 
the customer’s method of 
speaking if possible. Adopt a 
conversational style to suit the 
customer’s inclinations. Let 
the telephone salesman have 
everything he needs. 


* * ¥ 


In Office Appliances for Jan- 
uary, 1931, there appeared an 
excellent article by G. A. Bray, 
divisional sales supervisor of 
the Illinois Bell Telephone 
Company. Mr. Bray’s experi- 
ence in handling telephone 
sales gives him a wonderful 
grasp of the subject in all its 
phases. Mr. Bray asserted that 
the telephone in selling saves 
time. Comparative cost studies 
have proved this. 

Success in telephone selling 
requires the same general qual- 
ities as selling by other ac- 
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cepted methods. Selling can be 
done either by women or men. 
Courtesy, alertness, aggres- 
siveness, power to convince are 
the touchstones of success. 
Use a soft, low-pitched voice 
and distinct enunciation. Know 
your goods, the prices and how 
to sell. Distinct enunciation is 
of great importance. Many 
people are careless in this re- 
spect. A low-pitched voice with 
a slight upward inflection is to 
be desired. Upward inflection 
suggests interest and a desire 
to serve. Conversation must 
be slow if it is to be under- 
stood. This is especially the 
case when explaining impor- 
tant items. Price quotations 
are important. Telephone per- 
sonality involves “the voice 
with a smile,” and the refine- 
ments in the use of language 
more commonly called cour- 
tesy, such as an interest in the 
opinions of others and ability 
to win others by demonstrat- 
ing interest in their affairs 
without being curious. 

It is well to make statements 
which are definite, but not 
over-positive. It is also desir- 
able not to talk at length un- 
less one offers a customer sev- 
eral opportunities to express 
his own thoughts. He should 
never be interrupted. After a 
few interviews, one will note 
the variation in human types. 
Each salesman will classify 
them under his own particular 
ideas. There are the irritable 
persons, the contradictory peo- 
ple, the good fellow, etc., etc. 
There are the slow, deep-think- 
ing persons who have difficulty 
in understanding rapid fire 
conversation over the wire. 
Then there is another group 
characterized by indecision. 
A difficult type is the doubtful 
individual who is suspicious. 
Here the prescription is toler- 
ance and patience. However, 
the salesman of experience will 
eventually learn how to clas- 
sify and meet all the different 
types in selling. 
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OFFICE APPLIANCES 


Sales Quotas and Profits 


How The American Writ- 
ing Machine Company 
Uses Scientific Methods 
to Make Quota Figures 
Reasonable—By Henry 
Simler, President and 
General Manager of the 
Company Named. Pub- 
lished in Printers’ Ink 
for February 14 and Re- 


printed by Permission. 


NoTE.—J/n his opening para- 
graphs, Mr. Simler referred to 
arbitrary figures in quotas and 
said that such figures could not 
be correctly based upon as- 
sumption only, but that there 
must be a basis for arriving at 
a projected sales increase with- 
out guesswork. He said that a 
sales organization in order to 
do its best must realize that the 
quota is fair and the salesman 
must understand the plan on 
which the quota is set. He con- 
tinued: 


E IN THIS company be- 
lieve that the setting of 
a quota in an organization can 





Mr. Simler 


be done more or less auto- 
matically. If we properly use 
advertising, sales helps, prices, 
product, more salesmen, 
bonuses or special incentives 
for the manager and his sales- 
men, the sales naturally in- 
crease. In other words, if we 
do our job and the results are 
good, we then have a basis for 
arriving at figures for future 
months. 

“IT have before me five 
articles that appeared in Print- 
ers’ Ink about sales quotas. In 
none of them is the quota used 
or figured as in our organiza- 
tion. Our plan may interest 
some sales managers. 

“We start with the belief 
that our sixteen branch man- 
agers are doing the best they 
know how to do under existing 
conditions—whatever the busi- 
ness conditions are and under 
the selling rules and prices 
given them and with the mer- 
chandise given them to sell; 
also taking into consideration 
the help given them by the 
home office. 


“We use the quota to tell us 
and to tell the managers if they 
are making progress, or falling 
behind. The business of each 
branch is the sole basis used for 
setting quota. No analysis of 
general business conditions, or 
any conditions other than the 
actual business of his branch, 
is used. 

“A manager never has an 
alibi that his quota was, or is, 
too high; his business sets it. 

“The branches have been in 
operation more than fifteen 
years. The business, by 
months, has been used for a 
fifteen-year period to obtain the 
seasonal variations, by months. 
Each year a new calculation is 
made, adding one more year, to 
arrive at the seasonal varia- 
tions to be used. 

“By comparing the monthly 
seasonal variations given for 
the years shown and the fifteen- 
year period, you will see how 
closely the percentage of the 
year’s business is obtained for 
each of the twelve months in 
years when business has been 
good and years when business 
has been bad, even with the re- 
cent depression years; also, 
how closely they compare with 
the fifteen-year average. 

“These variations are figured 
for each branch, to take care of 
local seasonal variations. The 
quota is set each month and 
reaches the manager on the 
first day of the month. 

“For instance: In setting 
February quota, we use each 
manager’s own sales volume for 
October, November and Decem- 
ber. The volume for the three 
months equals 28.4 per cent of 
the year’s business. Dividing 
the three-month volume by 28.4 
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per cent, we get 1 per cent and 
multiplying that by 8.8 per cent 
—the February figure — we 
have the February quota; and 
the manager understands it and 
works for it, and usually gets 
it. By exceeding it, he auto- 
matically increases his future 
quota, and it indicates the trend 
is upward in his territory and 
he is doing a good job. 

“Our managers are working 
for profit, not volume. 

“The percentage of quota ob- 
tained by each manager, and 
his standing on volume, is sent 
out each month. 

“The manager understands— 
and if he forgets is told—that 
getting quota does not necessa- 
rily mean he is making a profit; 
his monthly P & L statement 
tells that story. 

“The P & L statement is a 
complete analysis of his opera- 
tion, shows sales according to 
commodities and costs and 
profits for the month and year 
to date; shows all expenses 
broken down for the month, 
compared with the same month 
last year and the year to date, 
compared with the same period 
the year before. 

“The standing for all mana- 
gers in the different depart- 
ments of the business is sent 
out each month. 

“Comparisons for three or 
four stores, doing about the 
same volume of business, are 
sent out occasionally; these 
comparisons show all of the 
sales and expenses as given on 
his P & L report. 

“Each manager participates 
in the profit made by his branch 
operation. He needs little 
checking as to expenses, which 
he controls, under general rules 
and instructions. 

“If the branch does not make 
a profit it is up to the home of- 
fice to assist the manager, make 
a change in management, or 
close the branch. 

“The managers are given a 
bonus for selling certain ma- 
chines we want pushed. We 


have contests for the largest 
percentage of cash to sales for 
a month and others for the 
largest percentage of ‘past 
dues’ collected for the period of 
a month. 

“The various sales promotion 
incentives, if successful, in- 
crease the manager’s quota. 
The results on the effort to get 
in cash affects his profit— 
fewer bad debts, less collection 
expense. 


Managers Who Need Pounding 
Are Not Kept 

“We do not keep managers 
who need pounding to do a good 
job; such managers eliminate 
themselves. We do help the 
manager and encourage him to 
build up enthusiasm and build 
up morale. 

“The manager is really in 
business for himself, the com- 
pany furnishing the capital. 
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“Sales quotas show us where 
we are going; alone they do not 
get us where we wish to go. 

“And it seems that our meth- 
od of setting and administering 
sales quotas works out in the 
direction of increasing profits 
—the theme of this article. For 
the fiscal year April 1, 1933, to 
March 31, 1934, we had an in- 
crease in volume of twenty- 
three per cent. For the first 
nine months of the present fis- 
cal year, our volume increased 
twenty-eight per cent over the 
corresponding period of the 
year before. 

“Last October our managers 
secured ninety-nine per cent of 
their quotas; in November, one 
hundred thirteen per cent; in 
December, one hundred fifteen 
per cent; and in January of this 
year, one hundred eight per 
cent.” 


Watch Your Step 


By M. L. Hayward 


“TO BE EFFECTED BY STEAMER” 


A California office appliance dealer had bought a shipment of appli- 
ances, and it was a term of the agreement that, “shipment to be effected 


by steamer on 10th inst.” 


The seller had the appliances on board the steamer by 10th inst., but 
the steamer did not sail for a week, and the dealer refused to take 


delivery. 


“I carried out my part of the contract to the letter,” the seller pro- 


tested. 


“No—shipment ‘on 10th inst.’ means that the steamer had to sail 
on that day,” the dealer maintained, and the Circuit Court of Appeals 
ruled that he was right in 288 Federal Reporter, 559. 

“It may be conceded that, had the agreement been for ‘shipment 10th 
inst.,’ loading on board and possibly mere delivery to the steamship at 
the wharf would have been sufficient. But it will be noted that the 
wording is:—‘shipment to be effected by steamer on 10th inst.’ It is not 


shown that this language has a distinctive meaning in commercial usage, 
and to the common understanding it would naturally import departure,” 
the court stated. 

A MISSOURI NOTICE 

A Missouri office appliance dealer had bought appliances, subject to cer- 
tain warranties. 

“Any notice of breach of warranty must be given to the seller within 
six days at X,” the sale contract provided. 

Some of the appliances did not comply with the warranty, the dealer 
notified the seller within six days, as required by the contract, but sent 
the notice to Y, instead of to X, but it was admitted that the notice was 
actually received by the seller at Y, and the dealer sued for damages for 
breach of warranty. 

“I was not notified as required by the contract,” was the seller’s 
defense. 

“There is no merit in this contention. The notice was given, and the 
seller received it,” said the Missouri Court of Appeals in ruling in the 
dealer’s favor. 
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Model Office Layout in Special- 


7 5 . ° 

ists’ Building 
A Few Words Descriptive of a 
Plan Adopted by the Flood 
Building in San Francisco, and 
a Suggestion for Its Application 


in Other Ways— 
By C. W. Geiger 


COMPACT office layout for 
A: oculist with all modern 
equipment is maintained on the 
sixth floor of the Flood build- 
ing in San Francisco. The of- 
fice is completely equipped in 
the most up-to-date manner, 
and is an example of what can 
be done by intelligent treat- 
ment of limited floor space and 
moderate investment in equip- 
ment. Although this office is 
special in character, its use as a 
model indicates what can be 


done with equal success in 
buildings not catering to a par- 
ticular type of business or pro- 
fession. 

The office is laid But to show 
what the office of a specialist 
should contain and how it 
should be arranged. The Flood 
building is devoted principally 
to the offices of optical special- 
ists, etc., and is maintained by 





Suggested Office Layout for an Oculist. 

At the top left is the treatment room. 

At the bottom left is the dressing nook, 

with a view of the consultation room. 

At the right is pictured the reception 
room. 


the building management. In 
furnishing this office they re- 
ceived the cooperation of the 
Riggs Optical Company, Tra- 
vers & Hennig, Inc., and the 
Emporium Department Store. 
The multiple unit layout in- 
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cludes reception rooms and 
dressing nook, consultation 
and refracting rooms and treat- 
ment room. 

The floor is covered with 
green Jasper linoleum and 
rugs are arranged in the re- 
ception room, the walls of 
which are finished in a pastel 
green stippled to give a canvas 
effect. A ceiling lighting fix- 
ture is of artistic design, pro- 
viding a semi-direct lighting ef- 
fect. Venetian blinds give a 
smart touch to the decorations. 
The furniture includes a Ches- 
terfield lounge, an occasional 
table and chairs. In the treat- 
ment room there is a special- 


ists’ cabinet, trial lens cabinet, 
adjustable chair, etc. 

The several firms cooperat- 
ing with the Flood building 
management in supplying this 
office have found the idea prac- 
ticable. 

There is no reason why the 
same idea might not apply in 
buildings housing general busi- 
ness enterprises. Surely a per- 
manent model office containing 
all the necessary equipment for 
establishments in various com- 
mercial lines would attract at- 
tention and might develop busi- 
ness for the firms contributing. 
Such a model layout would be a 
perpetual business show in min- 
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iature and a standing example 
of what is best in modern office 
layout. Before the idea can be 
made effective, however, build- 
ing managements must be con- 
vinced that it will be a good 
thing for their own structures. 
The idea is one which apparent- 
ly is suitable for large office 
buildings having space avail- 
able for its presentation. Such 
a model office would constitute 
a standing invitation to visi- 
tors to other offices to inspect 
it, and would be a permanent 
publicity stunt not only for the 
building but for the firms loan- 
ing their equipment. 


Successful Plan for Selling Chairs 


In Which W. B. Sherrill Tells of a Sales 


SALES plan which has 

proved satisfactory with 
particular reference to office 
chairs has been developed by 
A. A. Keith, sales manager of 
the All-Steel-Equip Company’s 
Denver office. Mr. Keith took 
the exclusive distributorship of 
a nationally known health chair 
in the Rocky Mountain region 
some time ago. Under his plan 
of selling, one man is kept busy 
on full time and makes a com- 
fortable living selling chairs 
exclusively. 

This man calls daily on of- 
fices and converses with the 
stenographers. He points out 
that the chair he sells helps the 
user to maintain a correct pos- 
ture, permits full breathing, an 
unstrained nervous system and 
other desirable results. 

Simply talking about these 
points, however, does not sell 
any chairs, so he offers to bring 
a chair for every girl or man 
in the office who wants to try 
it out for a few days, there be- 
ing no obligation other than to 
sit in the chair and use it in 
daily work. This brings the 
statement from many that 


Plan Developed by A. A. Keith, Sales Man- 


ager of the Denver Branch Office of All- 


Steel-Equip Company 


while no obligation is attached, 
the salesman is certainly going 
to try hard to sell them a chair 
that they can’t buy individ- 
ually and which probably the 
boss will not buy for them. To 
this the salesman replies he 
won’t try to sell them a chair: 
but if they want one after us- 
ing it for a trial period, they 
can either buy it outright or 
rent it for something like the 
cost of a postage stamp a day. 
With this thought put over, he 
usually has no further trouble 
in installing trial chairs. 
When he calls back after a 
week he almost always finds 
the user enthusiastic over the 
qualities of the chairs. Mak- 
ing no attempt to close sales, 
he finds usually that one or 
more people in the office have 
decided to buy a chair usually 


on the time payment plan. Or 
rarely, the employer agrees to 
buy a full equipment for his of- 
fice. The salesman signs some 
of the prospects up, in fact, 
nearly all of those who remain 
on a rental basis of one dollar 
a month. He informs the rent- 
ers that they will eventually 
receive a bill of sale for their 
chairs, if their monthly rental 
payments reach the total of the 
sales price plus the carrying 
charges necessary in time pay- 
ment plans. 

It is stated that working on 
this plan the salesman aver- 
ages to sell three chairs a day 
or eighteen to twenty chairs a 
week. His commissions make 
him a very decent living and 
his work produces a satisfac- 
tory volume for his employer. 
—BS 











OFFICE APPLIANCES 


Office Efficiency Surveys 


Note.—Mr. Lehn, whose remarks 
are given in condensed form in 
the following article, was former- 
ly a certified public accountant 
and entered the employ of the 
Underwood Elliott Fisher Com- 
pany as an accounting engineer. 
He is thoroughly posted on up-to- 
date methods and efficiency sys- 
tems in factories and offices, and 
his observations are those of a 
man who knows what he is talk- 
ing about. He advanced rapidly 
in the Underwood Elliott Fisher 
organization to his present re- 
sponsible position. 


ET us begin the discussion of 
L office efficiency surveys by de- 
fining terms. The word office pre- 
cludes any discussion of factory 
methods except for helpful com- 
parison. Efficiency is defined by 
the dictionary as power or action, 
useful activity, economic produc- 
tivity. The word, survey, embraces 
analysis which in turn means re- 
solving the subject into its com- 
ponent parts. 

In making our approach, let us 
ask ourselves what, why and how 

The what and why of our gen- 
eral query may be conducted to- 
gether. A properly conducted sur- 
vey answers the following basic 
questions: 1. What is a job and 
why is it done? 2. How long does 
it take, how long should it take 
under normal operating condi- 
tions, and can it be done better? 

Finding what the job is and why 
it is done may be accomplished by 
a questionnaire or analysis. In the 
former, each employee and execu- 
tive are required to list, describe 
and substantiate the usefulness of 
their activities. This method in- 
vites a prejudiced viewpoint and 
is far less productive than the ana- 
lytical method which finds out 
how long the job takes, how long 
it should take under normal con- 
ditions and whether it can be done 
better. This task involves the in- 
terpretation and correlation of 
facts conducted impartially from 
time studies, motion and micro- 
motion studies. 

Several of the principles dis- 
covered by the Gilbreths in con- 
nection with their scientific job 
standardization work in the fac- 
tory are applicable to office work 
such as machine billing, bookkeep- 
ing and typing. The Gilbreths 


maintained that all operations can 


Excerpts from a Discussion Conducted by F. D. 


Lehn, Export Manager, Underwood Elliott 


Fisher Company, 


Before the February 18 


Meeting, Utica Chapter, National Association 


of Cost Accountants, and the February 
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Fred D. Lehn 


(Blank-Stoller Photo) 


be divided into some seventeen 
elements of a cycle of motions and 
they called these elements “ther- 
bligs’—a word not found in un- 
abridged dictionaries. The crudest 
analysis divides any operation into 
at least three elements—get ready, 
do or use, and clean up. We are 
also indebted to the Gilbreths for 
the rules of human motions, the 
most important of which are (1) 
Both hands should begin their ele- 
mentary motions simultaneously. 
2. Both hands should complete 
their elementary motions at the 
same instant. 3. Both hands 
should not be idle at the same 
time. 4. Arms should move in op- 
posite directions. 

A helpful device in survey work 
is the observation blank which de- 
scribes the job studied, equipment 
used and working conditions, and 
gives the result of all time studies. 
Another useful tool is the stop 
watch. 

A time study board provides for 
mounting a stop watch and has a 
movable clamp at the top to hold 
observation sheets. There is a 
pocket inside the board for blank 
Sheets and other data. A lock 
holder is provided for the watch. 


Still another tool for which we 
are indebted to Frank Gilbreth is 
the process chart—a detailed rec- 
ord showing the sequences of any 
process. The chart presents a 
wealth of information in con- 
densed form and is a device for 
visualizing a process as a means of 
improving it. It clearly shows the 
three divisions of any job— get 
ready, do and clean up—showing 
usually that there is more time 
consumed in the “get ready” and 
“clean up” than in the “do” part 
of any job. 

The speaker then went on to de- 
scribe the four types of process 
charts: the flow chart; the man 
and machine process chart; the 
operator chart, and the cost proc- 
ess chart. “We are now,” said 
Mr. Lehn, “ready to consider time 
study. In most offices, the stop 
watch produces excellent results 
in getting information. Various 
timing methods are available—the 
over-all timing, which means a 
mass timing of large groups of ele- 
mentary operations. There is the 
repetition timing, whereby each 
successive step is timed separately, 
the watch being started and 
stopped each time. Then there is 
the discontinuous timing whereby 
every other elementary operation 
is timed during the cycle, after 
which the remaining operations 
are timed in the same manner. 
Finally, there is continuous timing 
where the elementary operations 
are recorded in sequence without 
stopping the watch.” 

Whenever the elementary opera- 
tions are shorter than 5/100ths of 
a minute, each cycle timing is 
helpful. With cycle timing, suc- 
cessive groups of elementary opera- 
tions are timed and then the time 
of each individual operation in the 
complete cycle is computed by the 
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application of an algebraic for- 
mula. 

There is a method of connected 
two-watch timing whereby it is 
possible to start one watch and 
stop the other. This permits the 
watches to be read alternately. 


Motion Study 


The function of motion study is 
the elimination of useless motions 
and the improvement of neces- 
sary ones. When the operations 
are fairly simple, good results are 
obtained by the use of an obser- 
vation sheet only. This is divided 
into vertical and horizontal divi- 
sions, one side to be used for the 
motions of the right hand and the 
other for the motions of the left, 
with space at the top for informa- 
tion as to the date, operator’s 
name, machine used, if any, etc. 
Horizontal lines can be used to 
separate the operations into three 
classifications of “get ready,” “do” 
and “clean up.” For instance, un- 
der get ready would be recorded 
all motions required to find the 
proper ledger account and insert 
it in the machine. Under do, the 
actual posting operation would be 
considered, and under clean up, 
the motions necessary to remove 
the ledger account and refile it. 
One of the most beneficial results 
of simple motion studies is their 
tendency to make one motion- 
minded. Once we are in that con- 
dition, we need not confine our ef- 
forts either to the factory or the 
office in order to secure practical 
results. 

The Gilbreths used what they 
called the Cyclograph in making 
motion studies. This was done by 
means of small electric lights at- 
tached to fingers, elbows and head 
of the operator, when an ordinary 
time plate is exposed during a 
brief cycle of work. The path of 
each motion will appear on the 
plate as a streak of light, making 
a record in two dimensions. With 
the use of a stereoscopic camera, 
the third dimension can be ap- 
proximated and the record is 
called a Stereo-cyclograph. The 
time recording element may be 
added to show a line of time 
dashes instead of a continuous 
path of light. By controlling the 
current in the light circuit and the 
thickness of the lamp filaments, 
the small electric light bulbs can 
be lighted quickly and extin- 
guished slowly. The resulting dash 
on the record appears blunt in 
front and tapers toward the rear, 
with the result that the direction 
of the movement can be deter- 


mined. Still further refinements 
can be added by those so inclined. 

The measurement of many ele- 
mentary motions too fast for the 
eye to follow can be accomplished 
by photography. A good motion 
picture camera with an ultra-fast 
lens, some flood lights, an elec- 
tric clock, a good projector and a 
screen and a transfer sheet for 
noting various information, are 
the tools which are needed. One 
great advantage of micro-motion 
study is that the motion picture 
film can be projected one picture 
at a time and motions taking only 
1/1000th of a minute can be re- 
corded. We might add that there 
is also a simultaneous motion cy- 
cle chart prepared on cross section 
paper showing the work elements 
of both hands and any other mem- 
bers of the body. Various other in- 
formation can be entered upon this 
Simo-chart, as it is called. When 
several studies are made, the best 
portions of the various studies can 
be brought together in a single 
cycle and it is thus that the best 
way of doing work can be built up 
or determined. 

“IT would like to prophesy that 
the office efficiency survey will 
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soon embrace micro-motion study 
as the usual rather than the ex- 
ceptional procedure. Without doubt 
the same excellent results ob- 
tained in the factory by this means 
can be accomplished in the office, 
at least in so far as production 
jobs such as typing, machine book- 
keeping and filing are concerned. 

“Are office efficiency surveys 
worth while? 

“If properly conducted, the an- 
swer is ‘Yes.’ 

“Two accountants of my ac- 
quaintance made an efficiency sur- 
vey six years ago. In July, 1929, 
the expense of maintaining the 
accounting department which they 
analyzed averaged $4,987 per week. 
In March, 1933, even though addi- 
tional records were maintained, 
the expenses averaged $2,696, an 
annual saving in excess of $119,000 
in one department alone, as a re- 
sult of this efficiency survey.” 

Mr. Lehn in closing paid tribute 
to the work done by Frederick W. 
Taylor, father of scientific man- 
agement, and read the last para- 
graph of an article about Mr. 
Taylor, which appeared in the De- 
cember, 1933, issue of the maga- 
zine, “Esquire.” 


An Eggs-ellent Easter 


Display 


AX BLAU and Sons, office appliance dealers, Newark, N. J., in- 
jected a touch of magic into an Easter window and the legerde- 


main caught many eyes. 


The window background showed fifty eggs, quivering in the air, seem- 
ingly without support. Shoppers craned their necks in vain. The 
trick fooled them. How was it done? The displayman for this com- 
pany extracted the yolk and albumen from fifty eggs and strung them, 
lengthwise and equidistances apart, on five long, black threads, ten 
eggs to a thread, the eggs fastened to the threads with drops of glue at 
the perforations. Next the displayman enclosed the window with all- 
black background. From the top of the trim he projected five sticks, 
six inches in length, with an overhanging crepe paper valance hiding 
them. He suspended a thread of ten eggs from each stick and fastened 
the other end of the thread to an eye hook in the floorground. The 
black background rendered the black threads invisible so that the eggs 
appeared to be kept in suspension by some magic power. A small 
electric fan behind the background valance kept the eggs quivering 
while window shoppers tried to guess how it was done. 

The contents of the eggs were extracted by piercing the elongated 
ends with a long needle, then blowing through one hole. This forced 
the contents out the other hole, but it is necessary to stick the needle 
through the egg to pierce the yolk, otherwise, the yolk will clog extrac- 
tion. After cleaning out the egg shells, the displayman covered the 
holes with tissue tape, then threaded the eggs, holding them in place 
with a few drops of glue at each end.—_FM 
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A Woman's Experience in the 


T'ypewriter Business 


As Related to a Staff 
Member of Office 
Appliances by Mrs. 
Jessie Taylor, President 
of the Globe Type- 
writer Exchange, Inc., 


New York City 


™ OW did I come to be engaged 

in the typewriter business? 
Well, that’s quite a long story. 
Suppose you draw up a chair.” 
What would you do in response to 
such an invitation given by that 
charming person, Mrs. Jessie I. 
Taylor of the Globe Typewriter 
Company of New York City? 
That’s what we did—and with 
alacrity. 

“Really,” she went on, “I don’t 
know whether I want you to pub- 
lish what I am going to tell you. 
In the first place, it really would 
distress me to think that any reci- 
tation of what modest success I 
have had might influence or en- 
courage other women to attempt a 
career in the typewriter field. I 
believe a woman’s career should be 
in her home, in her children and 
their education and their prepara- 
tion to take their rightful places in 
a useful society. My career is es- 
sentially in my children and to the 
extent in which I am successful in 
them shall I find my gratification. 
Business and domestic obligations 
keep me very, very busy, but I have 
always found time to maintain ac- 
tive social contacts of the sort that 
would provide the proper back- 
ground and opportunity for my 
children. To my mind, this is one 
of the most important jobs a par- 
ent has. 














Mrs. Taylor 


“In the second place, my enter- 
ing the typewriter business was 
through force of circumstances 
pure and simple. If you insist, here 
is the story: 

“To begin with, ours was a type- 
writer family. Mr. Taylor was an 
expert mechanic. As such he was 
sent to London to establish service 
facilities and train mechanics for 
the London branch of one of the 
leading typewriter companies. 
That was shortly after our mar- 
riage, so accompanied him. While 
there he unfortunately contracted 
an illness from which he never 
completely recovered. When he 
was well enough, we returned. 
Later, differences of opinion 
caused Mr. Taylor to resign and 
set out for himself. 

“In 1919, Mr. Taylor and an as- 
sociate started the Globe Type- 
writer Company in New York City. 
Just twenty-one days after the 
doors of the new establishment 
were opened, Mr. Taylor again be- 
came seriously ill and was ordered 
to the mountains as his only hope 
for life. 

“There was I, my physical 
strength sadly depleted because of 
the extra duties of caring for Mr. 
Taylor and a family which had 
come along, mentally at my wits 
end because of the worry regard- 
ing the family and the dubious fu- 
ture. Mr. Taylor could not work. 
Although I had no business expe- 
rience whatsoever, there was noth- 


ing left for me but to jump in and 
do the best I could in the only line 
of endeavor with which I was even 
vaguely familiar. So I entered the 
typewriter business. 

“Just imagine my predicament: 
Without the slightest notion of 
what the inside of a man’s office 
looked like—without any technical 
knowledge of typewriters—hardly 
knowing one from another—with- 
out any selling experience, but 
with some brand new calling cards 
I had had printed, as my sole as- 
set, I set out to canvass. I remem- 
ber that day well. It was the 
twenty-sixth of July in 1919. I 
started in at the Battery and 
eventually called on offices in 
every office building from the Bat- 
tery to Forty-second street. 

“This very first day, with the 
celebrated beginner’s luck, I stum- 
bled into an office where a woman 
purchasing agent wanted to buy a 
No. 5 Underwood typewriter. She 
knew exactly what she wanted and 
so I made the sale. Wasn't that 
splendid? Had there been any 
questions to answer or explana- 
tions needed, I am sure my ignor- 
ance of the subject would have 
spoiled the sale. However, I was 
still ‘on the spot.’ The Globe Type- 
writer Company’s assets consisted 
of a jar of typewriter parts, a rack 
and not a typewriter of any de- 
scription in the place. But I had 
to have a No. 5 Underwood. To 
the rescue came Mr. Ramer of the 
Wholesale Typewriter Company 
So the machine was delivered— 
the collection made—all that very 
same day. And from that day to 
this, I have never failed to earn 
my week’s salary. 

“Through various business activ- 
ities I became acquainted with Mr. 
Hillard of the Hillard Typewriter 
Company from whom I engaged 
office space for quite some time. 

“Just sixteen months after I 
started in business, Mr. Taylor 
passed away and I was left with- 
out his comforting advice and 
counsel. 

“Six months later, I opened 
quarters at 253 Broadway. Soon 
afterward I purchased Mr. Hil- 
lard’s business, using my last 
nickel, as a serious operation had 
sadly depleted my funds. The 
business prospered. Along in 1922, 
Mr. Callahan entered the business 
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with me. Two years later we were 
joined by Mr. Carroll. We leased 
a new store on Church near Bar- 
clay street. There we went to con- 
siderable expense to make the ap- 
pointments and fixtures of the es- 
tablishment attractive. Just as we 
were about to complete the task to 
our Satisfaction, the city con- 
demned the property and we were 
forced to move back to 253 Broad- 
way, suffering another financial 
set-back. 

“Three years ago, we took our 
present quarters at 37 Murray 
street and here we are. 

“Looking back over the years I 
find my experiences ran the whole 
gamut. I was unceremoniously es- 
corted out of many a building. I 
was the victim of the beginner’s 
awe and fear of the large offices 
and organizations. Reception 
clerks were my particular night- 
mare. Finally I learned the gentle 
art of sneaking in the back doors, 


at which I became quite proficient 
as the days went by. 

“T recall one incident especially 
where, in presenting my card, I 
was admitted into the private of- 
fice of a purchasing agent who had 
neither interest in nor intent to 
buy a typewriter, but as he said, 
‘I just wanted to see what a lady 
who sold typewriters looked like.’ 
Fancy my embarrassment. 

“Contrary to the opinion often 
expressed, it always seemed to me 
that a purchasing agent was at a 
distinct disadvantage in dealing 
with women. Even though the 
service of my company was supe- 
rior—even though the suggestions 
I made were more valuable, it al- 
ways seemed as though purchas- 
ing agents were reluctant to deal 
with me because it left them open 
to criticism or jibes by their asso- 
ciates or superiors because of their 
inability to resist feminine charm.” 

Having had the pleasure of 
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knowing Mrs. Taylor for some 
time, and having observed her gra- 
cious and charming manner to all 
and having always thought her 
delightfully feminine, we were 
somewhat unprepared for her next 
statement. “You know,” she said, 
“during all these years my busi- 
ness required association with 
men almost entirely, I have lived 
in perfect abhorrence of develop- 
ing mannish forms of habits, 
dress and thought.” 

Mrs. Taylor is an active and en- 
thusiastic worker in association 
circles in both her business and 
social life. Her activities with the 
National Typewriter and Office 
Machine Dealers Association are 
well known to all the readers who 
follow the columns of this journal. 
She is a firm believer in co-opera- 
tive effort. Unquestionably her in- 
dustry, enterprise and enthusiasm 
are an inspiration to everyone— 
and a challenge. 


Building a Profitable Leather 


N prehistoric times, we are told, 

people made their clothing 
from the hides of animals that 
they killed for food. Perhaps this 
accounts in part for the fascina- 
tion among all persons exercised 
by articles made of leather. Even 
today we observe that some of the 
finest furniture, and chair, auto- 
mobile, train and aeroplane seats 
are covered with leather, while no 
other product equals it for the 
fabrication of shoes, certain ar- 
ticles of clothing, pocketbooks, 
portfolios, etc. 

The skins of the animals the 
meat of which we eat, such as 
cattle, sheep, pigs, deer, etc., and 
other hides from animals such as 
seals, ostriches, water buffalo, 
snakes, sharks, beavers, horses— 
to name but a few—are used by 
preference and sometimes by ne- 
cessity in the making of hundreds 
of articles for everyday use. 

I mention these facts to show 
that there is romance in such an 
apparently prosaic subject as 


*The author of the present article has spent 
over twenty-six years in the leather goods 
business, devoting his entire time to manu- 
facturing, selling and designing brief cases 
and portfolios. His long experience and 
broad understanding of the field qualify him 
to speak with authority on the portfolio re 
quirements of business and professional men 
teachers, salesmen and others. 


Goods Department 


By Leo Stein,* President, Stein Brothers 


Manufacturing Company, Inc., Chicago, 


Illinois 





Mr. Stein 


leather with which we come in 
contact every day of our lives. 

We live in a new age in which 
we see rapid changes in the de- 
signs of merchandise and in the 


methods of doing business. Many 
have failed to keep abreast of the 
times. Correct merchandising 
methods are a prime requisite for 
success in modern competitive 
business. We all know that to 
stay in business and prosper we 
must make a profit. To do that 
we must determine what kind of 
articles and what manufactured 
lines will bring us the most profit- 
able returns, and which firms will 
give one, if he is a dealer, the 
closest cooperation and the most 
effective aid in solving merchan- 
dising problems. 

Retail stationers are the most 
logical outlet for leather goods. 
They sell a large part of the ar- 
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ticles which are customarily car- 
ried in leather containers, hence 
it is logical for them to sell the 
containers too. This applies to 
brief cases, containers for business 
documents, samples and a hun- 
dred other articles. 

Not every store can carry the 
same quality of merchandise. A 
close study must be made of loca- 
tion, class of regular and tran- 
sient trade, etc., that comes into 
the store so that the dealer can 
choose the quality as well as the 
quantities to be stocked. I have 
found that the most successful 
dealers in leather goods are those 
who themselves like such goods or 
employ some person who has a 
liking for them. One person is 
usually assigned to the duty of 
taking care of the stock, display- 
ing it and looking after leather 
goods sales and inventories. 

Many dealers during the last 
two years have been able consid- 
erably to increase their leather 
goods business by careful plan- 
ning, effective display of goods 
and the use of mailing stuffers in 
correspondence, billing and ship- 
ping; printing one or more elec- 
tros on stationery, blotters, circu- 
lars, the backs of letterheads, etc.., 
etc. The foregoing and many 
other ways to get a good volume 
of leather goods business are 
available to the wide-awake 
dealer. 

Few people today would ride on 
a stage coach, and the same 
thought is becoming more and 
more applicable to such articles 
of personal equipment as port- 
folios, etc. I consider that a busi- 
ness man’s portfolio is one of his 
most valuable sales assets when 
he goes to call on the trade. His 
expensive automobile, his high so- 
cial standing, all his achieve- 
ments, are left outside when he 
calls on a customer. What the 
customer first sees is his visitor’s 
personal attire and second, his 
portfolio. If it is of good quality 
and his wares are attractively set 
out, one naturally regards him as 
a successful selling person. If, on 
the other hand, he has a good 
line, but shows it in a cheap en- 
velope or brief case, the custom- 
er’s first impression is that the 
line is not successful enough to 
afford anything better. My ad- 
vice is, make the public quality- 
portfolio conscious. 

In this age, one of the necessi- 
ties for retail success is a good 
knowledge of merchandising and 
of human nature. We buy new 


things from eye appeal and for 


their usefulness. We generally 
tire quickly of the articles we have 
and are continually looking for 
something new and better. In of- 
fering, therefore, new portfolios 
and business man’s cases, the 
dealer is presenting an article 
that is attractive, modern, and 
quickly accessible—one that has 
everything in its place, nicely dis- 
played and offers greater conven- 
ience than was ever possible in 
the old-fashioned brief cases. 

A careful study of merchandise 
and human nature make the best 
combination for retail selling. 
First, one should know the quality 
of leather goods most salable in 
his locality and the type of clien- 
tele that comes to one’s store. 
After these are determined, select 
the leather goods line that is be- 
lieved to be most reliable and has 
the style and features that cus- 
tomers will like. Give considera- 
tion also to the lines that offer 
these things and give the best 
dealer’s help. In selecting num- 
bers it is desired to handle, deal- 
ers are advised to select such as 
will sell quickly in a complete 
price range. Do not buy conflict- 
ing numbers where the price 
range will overlap. Retail prices 
such as $2. $3, $4. $5, $7.50, $10, 
$12.50, $17.50 and $20 are the ac- 
cepted and most staple retail 
leather goods prices. 

The dealer is advised to buy a 
model stock and set up a perpet- 
ual inventory, reordering once or 
twice a month. In this way he 
will have a small investment, 
styles are not overbought or over- 
lapped and prices are right. Fur- 
thermore, the stock is complete 
and the dealer is bound to make a 
good profit. The dealer’s mark- 
up depends, of course, on his lo- 
cation and the kind of competi- 
tion he has to encounter. 

The most successful manner of 
retail selling is to tell the public 
what one has for sale and show 
them what the articles are. 
There are almost countless differ- 
ent ways of doing these things, 
but what the writer considers the 
most successful method is first to 
make an attractive display in the 
showcase, opening up the most at- 
tractive portfolios, fitting them 
out with books, magazines. sta- 
tionery, etc., so that the onlooker 
can see instantly for what the 
cases are used. Clothing is more 
attractive when it is fitted on a 
model than when hanging on a 
hanger. Similarly, portfolios look 
better when fitted out with books, 
magazines, stationery, etc., demon- 
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strating actual usage. Then at in- 
tervals make a complete window 
showing, getting whatever display 
signs can be furnished, or let the 
dealer have his artist make them. 
Show the hides of leather, put- 
ting a sign on them telling the 
kind of animal, the quality and 
the embossed grain. For a back- 
ground, use bright colored velvet 
or crepe papers. Attractive dis- 
plays on counter tops are also use- 
ful in selling as every customer is 
attracted by them and is able ac- 
tually to handle the portfolio. In 
many cases these goods are bought 
by customers who did not come 
into the store with such an inten- 
tion. A handsome portfolio of- 
fers an invitation to others to ex- 
amine it. Consequently, one cus- 
tomer makes others. 

The best way to bring custom- 
ers into the store is to advertise 
through local newspapers, mailing 
stuffers, catalogues, blotters and 
postal cards, letter heads, etc. 
Consistent plugging by these 
methods always brings results, as 
sooner or later the public is at- 
tracted and investigates. 

If the dealer has something that 
is good and if it is unusual, tell 
the general public, which is one 
way of making new friends and 
bringing them into the store for 
other merchandise. Do not han- 
dle portfolios because every sta- 
tioner has them, but handle them 
only if you are convinced you can 
sell them in good quantities. Get 
a quick turn-over and make a 
good profit. You must consider 
that unless you can give them the 
proper attention they will not pay 
for the time and space and cost 
required in handling them. I/f the 
job is worth doing, it is worth 
doing well. , 

The results of successful mer- 
chandising of modern zipper brief 
cases and portfolios depend whol- 
ly upon the effort, confidence and 
enthusiasm one puts into the 
work. Hundreds of thousands of 
people are changing from the old 
type of cases to the new ones and 
it is up to the dealer to tell them 
what he has and supply them with 
suitable containers to fit their re- 
quirements. The next few years 
should be the best in the history 
of portfolios and no retail sta- 
tioner should overlook these prof- 
itable lines. Careful campaigns 
should be built up and nothing 
left undone to make retail sales 
successful. Remember that peo- 
ple are judged by the portfolios 
they carry. 





APRIL, 1935 29 














Peter B. Kyne Purchases Another Underwood.—Mr. Kyne is the famous author of 
stories of the great West and the wide open spaces. Copies of his book, The Go- 
Getter, were presented to Underwood Elliott Fisher all-star salesmen a few years ago. 
Mr. Kyne is shown handing the Yu-Hoo pen to J. H. Young, the salesman. The third 
gentleman present is J. C. Young, San Francisco branch manager, and rightful owner 
of the Yu-Hoo pen. The editor of the UEF News is authority for the statement that 
Mr. Kyne is a typist of the Columbus school, “discover and land.” As a three-finger 
operator, he is reported to be very speedy. 





The New Store of E. H. Sell & Company, Columbus, Ohio.—Reference to the removal of the Sell business to new 

quarters was made in the February issue on page 27. At the top left is the exterior of the building. At the 

top right is a view of the company’s display of executive furniture. The bottom left picture is of the general 

furniture display. The remaining picture shows a portion of the retail department with a special furniture dis- 
play in the foreground. 
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NCR Host to Office 
Equipment Manu- 


facturers Institute 


(A general picture taken at the Institute meeting 
appears on the frontispiece of this issue, page 10) 


With the largest attendance in its history, and prob- 
ably its most interesting program, the Office Equip- 
ment Manufacturers Institute held its regular quar- 
terly meeting, March 13 and 14, at Dayton, Ohio, the 
first day being spent at the plant of The National Cash 
Register Company, and the evening at the home of 
its affable president, Frederick B. Patterson. Nearly 
all of the thirty-two manufacturing companies which 
comprise the Institute were represented by one, two or 
three officials. 

M. S. Eylar, vice-president, Underwood Elliott Fisher 
Company, had returned to New York the day before 
the meeting from a South American trip. Because of 
his interest in the program provided, he kept right on 
to Dayton, without taking time first to go to his home. 

The first day was NCR from arrival in Dayton until 
late in the evening. National Cash Register hospital- 
ity was encountered the moment the visitors stepped 
off the trains. They were taken in company cars and 
company paid taxicabs to the Van Cleve hotel and 
later to the plant. The company entertained its vis- 
itors at luncheon; its president entertained them at 
dinner. Throughout the day interest in the conven- 
tion activities proceeded in high gear without a single 
dull moment. 

In honor of the occasion flags were hoisted over the 
company buildings, while in front of the principal 
entrance large flags were draped, with an attractive 
sign which read, “Welcome, Office Equipment Manu- 
facturers Institute.” 

The meeting was called to order in the NCR offices 
by H. R. Russell, who, in addition to being a member 
of the NCR organization, is president of the Institute. 
He expressed his gratification at the large attendance. 
He remarked also that two of the founders of the In- 
stitute were present—W. K. Page of Addressograph- 
Multigraph Corporation and J. C. Nevins of Felt & 
Tarrant Manufacturing Company. He then introduced 
S. C. Allyn, vice-president and general manager of the 
cash register company, who welcomed the visitors on 
behalf of the company. 

Mr. Allyn remarked that it was particularly appro- 
priate that his company should receive the Institute 
at this time which marked the first year of the com- 
pany’s second half century. He expressed the disap- 
pointment of all that two invited guests who had had 
training in the National Cash organization had found 
it impossible to be present. One was T. J. Watson, 


president of International Business Machines Corpor- 









Some Snapshots Taken at the Institute Meeting in Dayton. 
Top row, left: H. R. Russell of the National Cash Register 
Company, president of the Office Equipment Manufacturers In- 


stitute. Right: Three jolly officials of N.C.R.—Frederick B. 
Patterson, president, in the center, with L. H. Thompson, vice- 
president in charge of domestic sales, left, and S. C. Allyn, vice- 
president and general manager, right. Center row, left to right: 
Thomas F. Burke, chief, Specialties Division, Bureau of Do- 
mestic and Foreign Commerce; Nelson Durand, vice-president 
Thomas A. Edison, Inc.; J. Lee Sweeney, executive secretary 
of the Institute. Bottom row, left to right: L. C. Stowell, presi- 
dent Dictaphone Corporation, and director of the Institute; 
K. M. Henderson, Ditto, Inc.; J. C. Nevins, vice-president Felt 
& Tarrant Manufacturing Company; and Frank Nuttall, Postage 
Meter Company. 


ation, who had planned the trip but suddenly had been 
called to Washington on business. The other was J. E. 
Rogers, president of Addressograph-Multigraph Cor- 
poration, who was detained on account of illness. He 
stated that these two men had contributed much to 
the selling possibilities and progress of the company. 

Mr. Allyn introduced Frederick B. Patterson, who 
spoke briefly, having visited personally with most of 
the members before the meeting commenced. Mr. Pat- 
terson introduced Dr. F. G. Barr, director of industrial 
relations of The National Cash Register Company and 
former companion of John H. Patterson, the man who 
founded the business and conducted it until his pass- 
ing in 1922. Dr. Barr’s subject was “John H. Patter- 
son.” 

By means of charts and pictures, Dr. Barr reviewed 
many activities in the life of Mr. Patterson. He used 
slides which dated back to the early years of the com- 
pany, and others out of current files. He remarked 
that Mr. Patterson never taught without illustrations. 
He believed in teaching through the eye. He used 












































Top row, 
J. M. Hackney, vice-president Wood- 
stock Typewriter Company; Evan Hansard and Robert Buehler 


More Pictures from the Institute Meeting in Dayton. 
left: Three Chicagoans 


of Victor Adding Machine Company. Right: C. R. Strohm, 
vice-president Underwood Elliott Fisher Company, secretary of 
the Institute. Center: The directors. Standing, left to right 

L. C. Stowell, Dictaphone Corporation; Ward R. Hickok, 
Stromberg Electric Company; W. R. Greenwood, Postage Meter 


Company. Seated—W. M. Cooper, American Sales Book Com- 
pany; H. R. Russell, National Cash Register Company; L. H. 
LaMotte, International Business Machines Corporation. (The 
seventh director, P. D. Wagoner, of Underwood Elliott Fisher 
Company, was not present.) Bottom row, left to right: Merrill 
D. Sands, Dictaphone Corporation; Ward R. Hickok, Stromberg 
Electric Company: M. S. Eylar, vice-president Underwood 
Elliott Fisher Company; W. R. Greenwood, Postage Meter 
Company. 


slides in building up efficiency and cooperation in his 
plant, his sales organization and his offices. He used 
them so extensively that he acquired a library of more 
than one hundred twenty-five thousand which he had 
used in teaching and training. One slide showed the 
first primer or sales manual which was brought out 
in 1887 

Mr. Patterson was particularly gifted, Dr. Barr ex- 
plained, as a teacher in the art of selling. He had ac- 
quired and developed a specialty which no one wanted 
and had to create a market for it. His success is an 
outstanding chapter in the history of American busi- 
ness. 

Dr. Barr thought it timely that the cash register in 
its early years should be contemporary with the 


phonograph brought out in 1878, the Bell telephone in 
1876, the Burroughs adding machine in 1882, the first 
typewriter with small letters in 1872, and the Ford au- 
tomobile in 1887. 


All these contributions to the busi- 
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ness world went through their struggling days together 
and emerged as widely accepted business necessities. 

One feature which Dr. Barr dwelt upon particularly 
was Mr. Patterson’s obsession of accuracy. He de- 
manded it in all divisions of his business. 

At luncheon in the dining room of The National 
Cash Register Company each visitor was given a copy 
of a special edition of “The NCR,” which was known 
as the Office Equipment Manufacturers Institute edi- 
tion. The NCR is a company publication which was 
established in 1887. This special issue welcomed vis- 
itors to NCR and carried personal messages of welcome 
from Mr. Patterson, the president, and Mr. Allyn, the 
vice-president and general manager. Also at this 
luncheon were distributed fine stainless steel paper 
knives with the name of the Institute and the date of 
the meeting on one side of the handle and “Compli- 
ments National Cash Register Company” on the other. 

The afternoon sessions were held in the famous NCR 
school house. The school house has a principal audi- 
torium which seats 2,300 people, and others of lesser 
capacity. It is used for conventions, for noon movies 
held daily for the employees; also for employees’ pro- 
ductions and to some extent for use by outside groups. 

The presiding officer at the afternoon meeting was 
Mr. Allyn. He read wires and letters from Mr. Rogers, 
Mr. Watson, Charles Edison and P. D. Wagoner. He 
then called upon Mr. Patterson, who introduced L. H. 
Thompson, vice-president in charge of domestic sales. 
Mr. Patterson told of Mr. Thompson’s starting with the 
company in 1901 as a sales agent and of his advance- 
ment to his present position. 

Mr. Thompson’s subject was, “Sales Education in 
NCR.” He went over the history of the company’s 
sales training from the beginning to the present. He 
told of the first sales schools over forty years ago and 
stated that a total of one hundred eighty-one schools 
have been held with more than seven thousand pupils. 
He remarked that business and selling are always 
teaching. The National Cash Register Company was 
constantly teaching its salesmen that they may prop- 
erly teach their prospects. The greatest sale ever 
made, he said, is the sale the salesman makes to him- 
self on the machine or system he has to sell. 

L. O. Rickey, head of sales education of The National 
Cash Register Company, spoke on “The NCR School 
and NCR Sales Training.” He told of the selection of 
new salesmen, of six months’ training in the field, 
after which the salesman is called to Sugar Camp, the 
company’s sales training camp located on wooded hills 
not far from the plant. The subjects taught are clas- 
sified as need for product; the product itself and what 
it does, and selling methods. Methods of teaching are 
divided into practice, lecturing and question and an- 
swer. He told of post graduate schools for agents and 
salesmen. Supervision of field education, which in- 
cludes the attention given to a salesman after he has 
gone back to the field from the school, was brought 
out as one of the most important factors in the entire 
sales program. 

Leo Shoemaker, a member of the NCR staff, spoke 
on “Sales Promotion and Selling Helps.” He used 
charts showing the full line of selling helps used by 
the selling organization. He also used charts show- 
ing how selling helps are used in connection with the 
salesmen’s efforts on eight different types of prospects 
and conditions. He told of the merchants’ service di- 
vision, which compiles data on various subjects, writes 
special letters to prospects and sends duplicates to the 
men in the field. The efforts of this department, he 
said, save time, are very effective, keep the prospect 
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interested and enable the salesman to have a greater 
number of live prospects. 


NCR Employees Give Play 

Following the regular part of the program, the cur- 
tain on the large stage of the auditorium was raised 
and revealed the entire cast of The Vagabond King, a 
play which employees of the company were to give for 
several evenings in the school house. There were more 
than eighty people on the stage. Several numbers 
were sung for the benefit of the Institute party and 
well merited the encores they received. 

Dinner was served in the home of President Fred- 
erick B. Patterson. Each man found at his place an 
attractive leather bound memo book with his initials 
in gold on the cover. To complete the surprise, inside 
the front cover was found a print of a picture of the 
entire group taken before the plant earlier in the day. 

After dinner, the guests were comfortably seated in 
another room to see Mr. Patterson’s African pictures, 
but were pleasantly surprised to see first a reel show- 
ing the different members of the party as they arrived 
at the hotel and of the entire group as it entered the 
plant during the forenoon. A very efficient photo- 
graphic crew took the pictures, completed the reel, 
showed a preview, made corrections and had the entire 
job finished in a remarkably short time. The Institute 
pictures were followed by the motion pictures of Mr. 
Patterson’s extended hunt, mostly by camera, in East 
Africa several years ago. They included thrilling close- 
ups of beasts some of us hesitate to approach even 
when the animals are restrained by iron bars. 

Following the pictures, the group adjourned to Mr. 
Patterson’s trophy room, on the walls of which are 
mounted heads of numerous African animals. 


Second Day’s Meeting 

The sessions of the second day were held in the Van 
Cleve hotel. 

M. S. Eylar of Underwood Elliott Fisher Company 
and J. L. Stewart of Burroughs Adding Machine Com- 
pany, spoke on subjects of particular interest only to 
Institute members. 

Mr. Page of Addressograph-Multigraph Corporation 
spoke on the subject, “How Can Direct Mail Adver- 
tising Place Leads to Live Prospects in the Hands of 
Our Salesmen?” He had charts which showed how 
his company was obtaining numerous leads for its 
salesmen at relatively low cost through the judicious 
use of direct mail work. 

At the luncheon held in the hotel, Thomas F. Burke, 
chief of the Specialties Division of the Bureau of For- 
eign and Domestic Commerce, Washington, spoke on 
the subject, “Reflections of an Honorary Member.” 
Talking extemporaneously, he dwelt upon the necessity 
for greater cooperation of the industry and of the In- 
stitute with his department, suggesting that by this 
cooperation manufacturers could do much to help 
themselves. He told of reciprocal tariff negotiations 
with several foreign countries and the benefits which 
they opened to American manufacturers. He quoted 
export figures showing that our foreign volume is en- 
larging. A discussion followed. 

In the afternoon, M. A. Seely of Underwood Elliott 
Fisher Company spoke on “The Office Equipment Buy- 
ing Power Index.” He covered his subject with a thor- 
oughness which indicated extensive study. 

K. M. Henderson of Ditto, Inc., spoke on “Sales Data 
Books for the Salesman to Carry.” He had samples 


of his own and from other companies, and brought out 
the important ideas which the several books were de- 
signed to convey. 
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GLOBE-WERNICKE EMPLOYEES HOLD HOBBY 
FAIR 


On March 13, 14 and 15, the employees of The Globe- 
Wernicke Company held a hobby fair in the plant at 
Norwood, which is just beyond Cincinnati. The total 
space occupied by the exhibits was in excess of twenty 
thousand square feet. When the plan first was 
broached to the officials, they approved it whole- 





Jerry Sprott, President, The Globe-Wernicke Com- 


pany, and Fred A. Schmitz, Vice-president in 

Charge of Production, Showed Great Enthusiasm 

Over Many of the Exhibits, Which Revealed a 

Surprising Amount of Talent in the Globe-Wer- 
nicke Organization. 


heartedly and participated to the extent of offering 
twenty-five cash prizes of $5 each for best exhibits in 
various classifications, also a $15 grand prize for the 
best exhibit and a $10 special prize for the most un- 
usual hobby. 

Admission was by invitation. Ten thousand tickets 
were mailed to a selected list and most of them were 
used. Visitors included prominent business leaders in 
southern Ohio, officers of important manufacturing 
concerns and government officials. A number of deal- 
ers in Cincinnati and nearby cities also viewed the ex- 
hibits. A representative of Office Appliances had the 
pleasure of attending the exhibit in the company of 
Clarence J. Brown, president of The Brown Publishing 
Company, which publishes a number of weekly news- 
papers in Ohio. Mr. Brown last year was candidate 
for governor and for several terms served as secretary 
of state. 

The exhibits ranged from needlework to locomotives 
and flying machines. One locomotive, which was sev- 
eral feet in length, operated under steam or com- 
pressed air. A Fisher body coach was exhibited with 
ribbon medals it had won at other exhibits. A collec- 
tion of fishing tackle was valued at several hundred 
dollars. Comforters and other needlework were shown 
that would grace the finest homes. One employee 
showed a motor boat of his own manufacture. There 
were numerous fine carvings in wood and other ma- 
terials, indicating a high degree of artistic skill and 
patience. One exhibitor displayed a bedroom suite. 
Other products shown included curios, cakes, candies, 
cabinet work, wood, metal and paper novelties, taxi- 
dermy, paintings, drawings, relics, etc. 

In addition there were elaborate displays of the 
major items in the Globe-Wernicke line of products. 
These exhibits featured steel office furniture, station- 
ers’ products, visible record equipment, wood office fur- 
niture, library equipment, steel shelving and special 
steel equipment. 

The show was sponsored jointly by the management 
of the company and the elected representatives of the 
employees. C. W. Hamilton, Globe-Wernicke adver- 
tising manager, was chairman of the committee in 
charge of the affair. 

The principal executives of the company, including 
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J. S. Sprott, president; H. H. Wittstein, D. B. Morrow 
and F. A. Schmitz, vice-presidents; J. E. Blaine, Jr., 
treasurer; C. W. Hamilton, advertising manager; P. D. 
Carr, manager of contract sales; W. F. Gammage, ex- 
port manager; Nevin Roberts, visible records systems, 
and Harry Anderson, C. R. Miller, Charles Finke, 
Walter Finke, Jack West, D. F. Walker and Elmer Rahe 
of the sales department, together with G. W. Vosmer, 
George Ott and other factory superintendents and 
foremen, and members of the employees’ representa- 
tives were active as hosts in greeting the thousands of 
guests and explaining the features of the many ex- 
hibits. 

The company officials were impressed with the re- 
markable enthusiasm with which the employees went 
into this undertaking. A by-product was the dis- 
closure of hitherto unknown talent, which applied 
particularly in art work, skill and originality in design 
and the capacity to solve mechanical problems with- 
out outside assistance. 

The second evening the attendance was so great 
that for a while it was necessary to close the doors. 
The high point in attendance and interest, however, 
came the third evening, at which time in an adjoining 
building, also part of the plant, the employees’ ath- 
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letic council held a card party and dance which sev- 
eral hundred attended. The show was considered the 
largest and most impressive combination of hobby and 
industrial show held by any concern in the Cincinnati 
area. 

The committee of judges which awarded the prizes 
was headed by Mayor A. C. Roudebush of Norwood. 
The other members were Professor Charles Joerger; 
Mrs. S. E. Spicer of the Cincinnati Enquirer, and Miss 
Phyllis Hauck, supervisor of home economics, Norwood 
High School. 

As a grand finale, members of the employees’ athletic 
association staged a dance and card party in the ad- 
joining office building on Friday night. It was a gay 
party, attended by hundreds of guests—Globe- 
Wernicke officials, directors, executives, office and 
factory employees, their families and friends. 

—_—_——_—_—_ 
EDUCATORS WATCH TYPEWRITER SPEEDSTERS 

Many of the delegates attending the convention of 
the National Educational Association at Atlantic City 
some weeks ago were entertained by the Woodstock 
Typewriter Company. At this display they saw world’s 
champion school typists of 1933 and 1934—Misses 
Marie Thiem, Dorothy Dow and Reecie Hidgson. 





SCENES AT THE GLope-WerRNICKE Hospsy SHow anp G-W Propuct DispLay 


The three pictures at the left are of the Hobby Show. The 
other photographs show exhibits of Globe-Wernicke products. 

At the top, left: Many interesting examples of art work were 
exhibited by Globe-Wernicke employees. They included oil 
paintings, sketches, drawings in water color, and color photo- 
graphs. Many of the exhibitors showed unusual talent. 

Center, left: Another view of some of the exhibits at the 
Globe-Wernicke Hobby Show and Products Exposition. In the 
background at the left may be seen the display of visible record 
equipment made by this company. 

Bottom, left: This general view shows some of the hundreds 
of exhibits of the hobbies and handicraft of Globe-Wernicke 
employees. Nearly 20,000 square feet of floor space were re- 
quired for this exposition. 

Top, right: The illustration shows part of the steel office 
furniture exhibited at the Globe-Wernicke Hobby Show and 
Products Exposition. In the background at the right may be 
seen some of the movable steel and glass partitions made by 


this company. Steel office furniture produced by Globe-Wer- 
nicke includes filing cabinets, desks, tables, storage cupboards, 
sectional bookcases, partitions, railings, counters, high line and 
document files, card index cabinets, waste baskets, tabulating 
card units, Cello-Clip map and plan files. 

Center, right: This display featured more of the steel equip- 
ment made by Globe-Wernicke, examples of wood graining on 
steel, etc. At the right is seen some of the new, improved 
steel shelving recently announced by this company and which 
is proving a profitable addition to the large Globe-Wernicke 
line of products sold by their dealers. 

Bottom, right: This exhibit features wood office furniture and 
library equipment made by Globe-Wernicke. At the left may 
be seen a wood and glass sectional and movable partition, while 
in front of it are library racks and tables. In the foreground 
are several of the beautiful, new wood filing cabinets recently 
announced by Globe-Wernicke, and their well-known sectional 
bookcases are in the right background. 
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ROYAL INTRODUCES TWO NEW PORTABLES 

The Royal Typewriter Company, Inc., New York, 
N. Y., announced two new Royal portable typewriters 
an “A” model retailing for $60.00, and an “O” model 
retailing for $49.50, both equipped with its sensational 
new improvement, “Touch Control.” The first presen- 
tation of the machines to the American dealers was 
made through a national radio sales conference March 
4, when A. W. Metzger, manager of the portable divi- 





The New Royal Portable with Touch Control 


sion, spoke on a coast to coast network of the Columbia 
broadcasting system. Simultaneously a conference of 
several of the country’s foremost dealers, and all of the 
Royal field men, was held in New York to see the new 
machine. 

The new Royal machines present highly advanced 
modern development in portable typewriter engineer- 
ing, incorporating fifty outstanding characteristics, all 
designed and planned to offer an ideal typewriter for 
personal use. Outstanding among the features of the 
new Royal is touch control, the improvement which is 
bringing into the typewriter field the new concept of 
fitting a typewriter to the writer’s touch, instead of fit- 
ting the touch to the machine. Exclusive with Royal, 
touch control was introduced on the Royal “Victory” 
model for the office last July, and now appears on the 
portable. 

Touch control is secured through a small lever in 
front of the new Royal portable, and moved conven- 
iently along graduated scales, adjusts the keys to vary- 
ing touches, thus quickly adapting the machine to the 
individual requirement of every member of a family. 

The new Royal portable has been redesigned com- 
pletely to meet the trend for modern design. It has a 
type of beauty which conceals mechanical details and 
removes from the operator’s vision the many mechan- 
ical moving parts which distract the eye. 

There are no rough or sharp edges on the machine, 
as these have been replaced with flowing, curved lines, 
with the symmetrical arrangement of all controlling 
parts. 

Another modern feature is the placing on the new 
Royal portable of Royal's “finger comfort keys.” These 


glass covered, non-glare keys, with white letters on 
black background, not only add to the appearance of 


NEW MACHINES AND DEVICES 





the machine, but are also a convenience feature in 
eliminating glare from the keys. Also, the key rims 
have been flattened so that there are no curbs to break 
the fingernails or catch the fingers. The escapement 
of the machine has been quieted greatly, and moves 
easily on gear controlled ballbearings traveling in par- 
allel rails. This makes the carriage return much easier 
than ever before. 

The shift key has received its share of attention, 
and has been so improved that the carriage shifts eas- 
ier to the upper case position and is securely locked 
in both upper and lower case position. 

The carrying case for the new portable has not been 
overlooked in making this the most striking machine 
on the market. The new grained covering is a shiny 
black; all metal parts such as locks, handle posts, etc., 
are plated in gleaming chromium, making the carry- 
ing case an attractive piece of luggage. Likewise pro- 
tection against weather, dust and moisture save the 
interior of the case from damage from outside. 

Many other features on the Royal portable which are 
expressive of this latest advance in portable typewriter 
construction attract interest. For example, the new 
hinged top plate adds not only to the beauty of the 
machine, but protects it from dust and dirt, shielding 
the ribbon spools and type; another feature is the new 
quiet escapement—further improvements are the new 
paper lock and longer line space lever on the “A” 
model. To list all innovations would take more space 
than is available here. 

All in all, the new Royal portable with touch control 
represents a significant and important advance in per- 
sonal writing machine construction. With touch con- 
trol bringing to the machines the newest development 
in typewriter thought; with every feature of the ma- 
chines, from the smallest to the largest carefully de- 
signed and constructed to produce a machine which 
offers the dealer more to sell and gives the user more 
for his money—these Royal portables are destined to 
earn a conspicuous place in the portable typewriter 
field. 

pscetciliiallleatiicnati 
NEW RAND VISIBLE NAME SYSTEM 


A new visible filing system embodying features of sim- 
plicity and flexibility has been announced by The Vic- 
tor Safe & Equipment Company, Inc., North Ton- 
awanda, N. Y. 

Named the “Rand Visible Name Filing System,” it is 
said to be a brand new idea combining common sense 
with filing logic. 

The Rand “Visible Name Filing System” is geared to 
reading habits. Tabs are staggered consistently from 
left to right, just the way the human eye naturally 
proceeds. No zigzagging is necessary—no doubling 
back. Easy-to-read, colored Rand angle tabs mark all 
important subdivisions. These tabs have changeable 
index inserts, permitting easy adaptability to any filing 
condition. 

The flexibility of this new system is pointed to as 
meriting considerable attention. Over-crowded sec- 
tions can be conveniently and logically divided up, con- 
gestion easily avoided—and all at a small cost. The 
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system as a whole can be expanded indefinitely to keep 
pace with filing volume. 

Another feature of the Rand “Visible Name Filing 
System” is the angle tab miscellaneous folder. This is 
an innovation. Probably the “busiest” sections in any 
filing system are the miscellaneous ones. Filing logic 
would seem to indicate a quick reference tab here and 
satisfactory facilities for taking care of the rapidly 
growing volume and constantly changing conditions 
of this particular folder. This is one of the many spots 
where the new Rand “Visible Name” system steps up 
filing speed and efficiency. 

Dealers wishing a more complete story on this new 
system are requested to write direct to the Victor Safe 
& Equipment Company, Inc., North Tonawanda, N. Y. 


~~ 
HIGGINS ANNOUNCES NEW COLORS 
Charles M. Higgins & Company, Inc., 271 Ninth 
street, Brooklyn, N. Y., have announced the advent of 
three new colors to their line—blue green, light brown 
and lemon yellow. Coincident with the addition of 
these new colors, the company has changed the name 
of some of the old colors as follows: green to emerald 
green, brown to dark brown, yellow to chrome yellow 
all with no change of hue. The company is pre- 
pared to furnish color cards showing the new colors 
with the dealer’s imprint on the card which will be 
sent without charge to the customer's prospect list. 
The company will also supply counter display cards 
showing the new colors. The company will be pleased 
to correspond with dealers who may be interested. 


<itiimmne 
FIBROIN INTRODUCES NEW STENCIL 

The Fibroin Stencil Corporation of Jacksonville, Fla., 
is introducing the Penguin popular priced dry stencil, 
which will produce, it is declared, exceptionally fine 
stencil printing. The corporation has been experi- 
menting for more than a year in their laboratory, also 
giving the products the test of daily use. The results 
of these tests have convinced them that the Penguin 
will do all that is claimed for it and that they can offer 
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Reduced Reproduction of Front Cover of Penguin Stencil 


Package 
it under the same guarantee of satisfaction that covers 
all the corporation’s products. 

The Penguin will be offered both in blue and white. 
It is easily cut, either with typewriter or stylus, and is 
guaranteed not to fade or deteriorate in stock. The 
corporation is making an unusual introductory offer, 
the details of which will be furnished dealers who care 
to address the Fibroin Stencil Corporation, 306 West 
Adams street, Jacksonville, Fla. 
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THREE NEW ACE FASTENERS 


The Ace Model No. 109 adjustable bag fastener is said 
to be one of the most useful vertical stapling machines 
for fastening bags. It is easily adjusted for any size 
bags to be stapled and the operator is not required to 
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Twelve-inch Reach Ace Fastener 
No. 412 


lift or tip the bag, but merely slide it under the ma- 
chine. It is declared that manufacturers of potato 
chips, popcorn, coffee and similar articles will find this 
device a time saver. 

Another Ace product is Model No. 111 pedestal foot 
power machine. This easy action machine, it is said, 
will increase production and save a large proportion 








Two Ace Fastener Applications.__At the left is the No. 111 


pedestal foot power machine. At the right is No. 109 adjustable 
bag fastener. 

of time in stapling. It has a clearance space of four 

inches and loads two hundred ten staples. 

Pilot No. 412 is a twelve-inch reach fastener and is 
declared to be a first-rate machine in its price range. 
It is suitable for card work, printers’ layouts, etc. It 
loads with two hundred ten staples. If desired, an 
eighteen inch reach may be had. This is known as 
Model 418. 

Dealers interested in the foregoing are invited to 
write to the Ace Fastener Corporation, 3415 North Ash- 
land avenue, Chicago. 

audinhaiitiieaiinn 
NEW WEEK-AT-A-GLANCE DESK CALENDAR 
ANNOUNCED 


The new style of desk calendar known as Week-At- 
A-Glance which was received with approval when in- 
troduced last fall, now appears in a new dress both in 
the undated editions for immediate sale, and with 1936 
dates for year-end delivery. The spiral binding used 
last season has been replaced with a new development 
in wire binding—the integral one piece cover semi- 
concealed wire binding. 

This is a newly patented feature which marks an- 
other step forward in calendar and bookbinding. We 
are told that it has not been shown heretofore. 

Week-At-A-Glance is an all-purpose desk item com- 
bining six items in one—a desk calendar, memo pad, 
appointment book, diary, address book and telephone 
index. It is supplied in standard editions at moderate 
prices and in refillable deluxe editions in full leather 
for somewhat higher prices. 

This new idea in desk calendars, the supply of which 
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went short of the demand last season, is now com- 
pletely redesigned and is being presented to dealers 
early enough to permit a more thorough distribution. 
In addition to the new design for 1936, the book is also 
supplied undated, making it appropriate for sale every 











The New “Week-At-A-Glance” Desk Calendar 
month in the year. Fillers for the deluxe editions 
having been designed to interchange with all covers, 
can, when undated, be removed during seasonal pe- 
riods and replaced with dated fillers. This inter- 
changeable feature is said to be new and should make 
a particular appeal to distributors who have found 
themselves stuck with a surplus inventory of calen- 
dars. 

The new Week-At-A-Glance desk calendars are said 
to have practical utility and distinct eye appeal. The 
publishers are the Nascon Service, Inc., 60 East Forty- 
second street, New York City. 

> 
GENERAL DUPLICATOR ANNOUNCES 
STENCIL MACHINE 

The General Duplicator Corporation, 270 Lafayette 
street, New York, N. Y., has brought out a new stencil 
duplicating machine known as Model No. 35, designed 
to meet definite requirements in the duplicating ma- 
chine world. Materials and workmanship are declared 
to be of the finest and the machine is attractively and 
enduringly finished. 

Following are some of the specifications: 


NEW 


Printing 


Model No. 35 General Duplicator 


surface, eight by fourteen inches; mechanical ink dis- 
tribution, no hand brush required; printing range ad- 
justment, lowering or raising of position; unique paper 
stop arrangement; speed of fifteen hundred to two 
thousand copies per hour; accurate registration; feed 
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board takes one hundred to two hundred sheets at one 
time; adjustable receiving tray, rigidly attached; 
postal cards without extra printing guides. 

This machine, it is said, is backed by thirty years of 
duplicating machine engineering experience. 


a 
NEW PAPER FASTENER INTERESTS TRADE 


The Josephson Manufacturing Company, 401-403 
West Fourteenth street, New York City, announce the 
“SlideLok,” a new paper fastener which is said to have 
unique and useful features. Patents on this device are 
pending. Characteristic points about this fastener may 
be mentioned as follows: 

Finger pressure slides the locking bar top to one side, 
freeing both prongs simultaneously. 

Despite easy operation, the locking bar binds both 
prongs securely, making accidental opening impossible. 

The entire face of the SlideLok fastener closes com- 
pletely, with no operating parts exposed to catch or 
tear other papers. 

SlideLok prongs and compressors are made of fine 
metal and will give long service. 

The device is priced advantageously. Deliveries are 
now being made. pistes may be had on request. 


SPEEDBALL LINOLEUM 












EASY LOADING HANOLE 
HOLOS CUTTERS FIRMLy 


Linoleum Cutters and Handle, as Made 
Camden, 
N. J. A Description of this Convenience for Illus- 


“Speedball” 
by the C. Howard Hunt Pen Company, 


trators working on Linoleum Appeared on Page 
36 of the March issue of Office Appliances. 
nd ale 
NEW AND ATTRACTIVE TYPEWRITER TYPE 
The Royal Typewriter Company, Inc., New York. 
N. Y., announces in the current issue of the Royal 
Standard, the company’s excellent house organ, the 
perfection of a modern pica type said to be a fitting 
companion to the lines of the new Royal itself. 
Modern pica type is a new Style of type face said 
to meet the need for a type distinctive in appearance 
and of practical value. The letters are a little more 
rounded in form than in other types and the spaces 
in such letters as E and O are larger, tending to pre- 
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vent the letters from filling up, and improving mani- 
folding and stencil cutting qualities. The impressions 
of the type are clear and sharp. 
ee 
AN INNOVATION IN PAPER WEIGHTS 

C. D. Satterfield, 1607 Jefferson street, Madison, Wisc., 
has put on the market the Oh Kay automatic paper 
weight on which patents have been applied for. The 
illustration shows how the device works. It has a ca- 
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(Patent Applied Fer.) 
The Satterfield Paper Weight 


pacity of four inches and, it is claimed, will hold papers 
securely in the stiffest breeze. The device is finished in 
chrome metal and is said to be ornamental, durable and 
useful. The bottom is counter-bored for the insertion 
of the felt shoe. This obviates the tendency of the felt 
to pull off at the edges. 
-——— <> — 
CONVENIENT NEW FILE 

The attractive personal file illustrated here is a new 
product of The Globe-Wernicke Company, Cincinnati. 
It is known, says H. H. Wittstein, vice-president, as the 
“Steelguard Junior File” and offers a convenient 
method of filing personal records in home and office. 





The New Globe Wernicke Personal File 


The expanding front permits quick filing and instant 
accessibility to contents. 

The Steelguard Junior File is substantially con- 
structed of steel to give dependable service for a long 
time. All edges are folded to protect the user and the 
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contents of the file from sharp corners. It is equipped 
with a serviceable lock, and may be had with or with- 
out supplies. It is available in attractive green crinkle 
finish and walnut and mahogany grained finishes, in 
letter size only. 
ae 
STURGIS BRINGS OUT NEW POSTURE CHAIR 


No. 850-D.S. is the designation of a new posture chair 
recently perfected and put on the market by the Sturgis 
Posture Chair Company of Sturgis, Mich. The chair 
has a new Sturgis double suspension back which al- 
ready has met with a favorable reception by users. 
The new chair, because of its many desirable features, 
has been given to Sturgis dealers as a leader to interest 
their prospects in posture chairs. 

No. 850-D.S. is easily and quickly adjusted without 
tools. Provision is made for permanent adjustments 
if such are desired. The chair is without unsightly 
features, it is said, and will not tear the clothing of 
the operator, nor will its normal use mar other furni- 





Sturgis Posture Chair No. 850 D.S. 


ture. The comfortable seat is eleven by sixteen inches. 
The back is also form-fitting and is five by fourteen 
inches. Both seat and back are upholstered in brown 
imitation leather over curled hair pads. All other 
Sturgis posture chairs have genuine leather upholstery. 

The vertical adjustment is four inches and is made 
without tools. “Faultless’” one and five-eighths inch 
casters are provided. 

The new chair may be had in olive green, walnut, 
mahogany or black DuPont enamels on metal parts. 


— 
NEW GOTHIC TYPES FOR GERMAN TYPEWRITERS 


Several of the German state offices have decided to 
use Gothic letters in connection with typewritten work. 
The letters of this type hitherto known and used were 
blamed for destroying too quickly the ribbon and for 
not giving clear copies or satisfactory work for stencil 
cutting. 

The German special type founders, Messrs. Alfred 
Ransmayer and Albert Rodrian of Berlin, have created 
three new types of Gothic letters which overcome the 
objections heretofore put forward. They will be deliv- 
ered in three different characters or spacing.—ERB 








NEW ZIPPER TYPE ENVELOPE 
The National Brief Case Manufacturing Company, 
512-532 South Peoria street, Chicago, are offering a 
new zipper type envelope having eight pockets. The 
leather composing this container is of genuine top 
grain cowhide. The grain is shark or baby walrus, 
black or mahogany in color. Gussets are top grain 





National Zipper Envelope with Eight Pockets 
PI I 


cowhide two inch expansion. The talon hookless zip- 
per fastener operates around three sides of the case. 
The lining is of good quality leatherette. There are 
siiding handles to match the outside of the case built 
over a flat wire band. The size is fifteen by eleven 
inches. 

A handsome new catalogue illustrating and describ- 
ing the entire National line of leather goods, including 
the zipper envelope referred to above and several other 
new items, is available to dealers on request 

oe 
NEW ALLEN PORTABLE OFFERS 
DIRECT SUBTRACTION 

Leading the new R. C. Allen line of portable adding 

machines is the Allen “95"—a seven-bank, heavy duty 





The Allen “95” Portable 

portable featuring direct subtraction. This is said to 
be a remarkably efficient machine at a new low price. 
The machine has great versatility, it is said, including 
adding and subtracting, repeat, correction, non-print, 
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sub-total and total, plus visible dials and patented 
double-automatic clear signals. 

The machine is the result of careful designing, eco- 
nomizing only on space and non-essentials. Every 
essential operating part is of the same design and 
gauge of steel that are used on the larger, more expen- 
sive line, therefore the new machine had proved its 
component parts in active use a long time before it was 
built. 

In addition to the “95” there is the Allen “75”—a 
straight seven-bank adder, and finally, and also for the 
first time, it is said, a heavy duty, low capacity portable 
of six columns—the Allen “66.” 

Further information concerning these new machines 
may be obtained by writing to Allen Calculators, Inc., 
40 Rector street, New York City. 

aio 

STAINLESS STEEL LEGS FOR STEEL CABINETS 

An attractive stainless steel leg base for use with 
metal filing cabinets has been developed by The Globe- 
Wernicke Company, of Cincinnati. 

According to H. H. Wittstein, vice-president in 
charge of sales, the new leg base has many distinct ad- 








Equipped with Stainless Steel Legs 
(See insert) 


Clobe-Wernicke Cabinet 


Stainless steel is easy to keep clean, bright, 
and sanitary. It will not rust or corrode, and always 
retains its original lustre and finish. This base can- 
not chip or crack, and it adds to the appearance of 
steel filing equipment. 

The new stainless steel leg base is illustrated here 
with a Globe-Wernicke GiobeArt file, with green en- 
amel finish. The insert provides a close-up view of the 
new product. 


vantages. 


~ 
NEW LYON STEEL FOLDING CHAIRS 

Lyon Metal Products, Inc., of Aurora, Ill, announces 

that they are marketing a new curved seat steel fold- 

ing chair, designed for comfort, portability and good 

appearance. The chair is form-fitting, has an opera 

type seat, and the rounded back and seat are uphol- 
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stered to offer the comfort of a more expensive chair. 
The channel-steel frame is braced for rigidity and 
pinch-proof hinges fold and unfold easily and quietly. 
It may be obtained with or without arms. 

This same curved seat chair is available in steel 





Lyon Curved Seat Steel Folding Chair 


imitation cane seats and backs. An excellent chair for 
both indoor and outdoor use. 

Direct factory branch offices cooperate with dealers 
in the sale of the complete line of the folding chairs 
made by this company. 

~~ 


NEW ITEM IN OXFORD LINE 


The Oxford Filing Supply Company, 340 Morgan ave- 
nue, Brooklyn, N. Y., is offering a new expanding 
folder which is here illustrated. This folder is made 
like a file pocket, but the material used is a first-grade 
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Oxford “Expand-Inch” Folders with Side Gussets 


eleven-pound Manila instead of red fibre. The use of 
this less expensive material together with a simplified 
one-piece construction permits a lower list price. 
The side gussets extend half way up the folder; they 
are specially die-cut at the top, and are reinforced 
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with blue cloth to prevent ripping. The front flap is 
scored for easy access to contents. Two styles are 
available—No. W1562 straight-cut folder high, and 
No. W1565, two-fifth cut right position, guide high. 
Samples will be sent to all stationers who write for 
them. 

> 


NEW AMES DEALER MANUAL 


The Ames Supply Company of Chicago recently is- 
sued the Ames Dealers’ Manual of Platens, Ribbons and 
Carbon Paper. It is a thirty-six page booklet with over 
one hundred specimens of typewriter impressions pre- 
senting the subject of typing and copying in what is 
said to be an entirely new light, specifying the several 
conditions necessary to achieve a satisfactory result 
and indicating the how, what and why of satisfaction 
in typewriter output. This manual is declared to be a 
practical and technical education in ribbons and car- 
bon paper and the effect of the platen on the results 
achieved. It is planned to prove an effective selling 
aid for the typewriter dealer handling True Mark type- 
writer ribbons and carbon paper. In other words, 
“Ames Means Excellent Service” which gives the dealer 
the benefit of scientific efforts to help him get his 
share of the business. 

When typewriters cease to function properly, the 
owner calls in the typewriter dealer in whom he has 
confidence. He assumes that the dealer, knowing the 
typewriter and the operator, should be in a position 








H. Ames 


Ed Staats ol 


first to adjust the machine satisfactorily and then to 
recommend the correct platen, ribbon and carbon 
paper from which to obtain the best results. 

Realizing the demand for clear and lasting impres- 
sions and with the Amesco platen already at the deal- 
er’s disposal, C. H. Ames of the New York office of the 
Ames Supply Company, and his able assistant, Ed. 
Staats, decided to produce an exceptionally fine type- 
writer ribbon. At this work they put in months of re- 
search, discovering the right cloth and combining it 
with an ink formula which is declared to be non-dry- 
ing, free flowing and easy erasing. These ribbons are 
made to the Ames specifications and the new line is 
known as the True Mark. The materials are selected 
and supplied to produce something for individual use, 
giving consideration to the condition of the typewriter, 
the density of the platen, strength of impression pre- 
ferred and the kind of paper used. 

It is stated that the Ames plan heretofore described 
enables the dealer to evaluate and adjust the several 
details which affect the quality of typing and that 
concentration upon one source of supply is, therefore, 
a subject to be given serious consideration. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, March 7, 1935. 

The British Industries Fair (except the Heavy In- 
dustries section) is over. This huge yearly exhibition, 
organized by H. M. Government, has had increased 
patronage from exhibitors and visitors. Newspaper re- 
ports were glowing. They always are. But I went 
round and spoke to friends in various trades. It really 
was a successful show. One man—making high class, 
hand made leather goods—told me he reckoned they 
had sufficient orders to keep their factory, employing 
several hundreds, going for the next eight months. 
The office appliance section was small, naturally. Few 
members of the trade are eligible for entry in this 
show of British made goods. Prominent exhibitors 
were Gestetner duplicators, Gledhill-Brooks time re- 
corders, Imperial and Barlock typewriters, and Tan 
Sad chairs. Here, the reports from responsible people 
were cheering. 

Indeed, trade returns generally continue to be good. 
The financial news in any daily or evening paper 
makes good reading—oversubscribed new issues, com- 
pany reports of good dividends and record trading. 
True, the pound sterling has been changing its value 
abroad considerably. It is still worth twenty shillings 
in this country. And it buys very good value. It will 
buy quite a good hat or a pair of shoes—a couple of 
shirts or an excellent dinner, with wine, for two. Yes, 
we’re not overworried over these sterling fluctuations. 

Personally, whether coincidence or not, I have been 
in touch with more mechanical book-keeping installa- 
tions this last week or two than usual—dquite a “rush” 


in fact. 
This month’s Office Appliance Trades Association 


luncheon was followed by a business meeting to enable 
the chairman and executive to give an account of their 
stewardship. Unfortunately, the chairman, Mr. E. C. 
Rylands, was rendering an account to the doctor in- 
stead. He was in bed with a “flu” cold. His place was 
taken by last year’s chairman, Mr. W. E. Desborough, 
O.B.E. Three new members were reported. 

Exhibitions seem to have occupied a deal of the gen- 
eral executives’ time. This is a continual contro- 
versy! The chairman (Mr. Rylands) in his written 
report gave it as his opinion that‘with that excellent 
form of massed publicity, a business exhibition, too 
much emphasis has been placed in the past on office 
efficiency. He suggested an appeal to works managers 
and directors. He would like a change of name (the 
O. A. T. A. call them “Business Efficiency Exhibitions”’) 
and he called for the ultimate objective being Clympia. 
(I should explain that Olympia is the biggest and finest 
London exhibition hall. We're badly off for convenient 
halls of any size in London.) 

Mr. H. E. Stiles (L. C. Smith & Corona), as chairman 
of the advertising and development sub-committee, 
slated the members for their poor response to a recent 
questionnaire. Thirty per cent of the members failed 
to reply. Mr. Stiles rightly pointed out that this com- 
mittee cannot do its job of work properly unless the 
members provide the data. On the whole, the replies 
seem to indicate a majority in favour of continued ex- 
hibitions with a wider variety of exhibits. This com- 
mittee is in favour of considering change in title of 
association and exhibitions. 

Mr. Edgar Smith (Block & Anderson, Ltd.) spoke as 
chairman of the trade relationship committee. They 
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have a delicate and difficult task—impartially investi- 
gating grievances to see whether complete harmony 
cannot exist between competitors. In response to a 
questionnaire, seventeen members replied that they 
had a complaint against a competitor for “unfair trad- 
ing’—such as price cutting, and excessively long period 
guarantees. Most of these seventeen were perfectly 
willing to meet their competitors at a round table con- 
ference. Splendid—that’s the spirit. As to whether dis- 
ciplinary action can be taken in the event of continued 
misdemeanor is a debatable point. The trouble is ar- 
riving at a standard of value to work to. However, it 
shows there is in existence a definite desire to co- 
operate to mutual advantage. 

Mr. W. G. Gledhill (Gledhill-Brook time recorders), 
chairman of the education sub-committee, told us that 
the London County Council had responded to the re- 
quest of commercial teachers for more specialized 
modern office training by placing accommodation at 
the London County Hall at the disposal of the Office 
Appliance Trades Association for a certain period. The 
idea was to organize an exhibition of office appliances 
and to provide adequate staff as an information bu- 
reau to commercial teachers and students. Except for 
isolated cases (I myself have lectured at one or two 
centres) no mass action has been taken by education 
authorities to enlist the help of the trade. Commer- 
cial training has followed orthodox lines, and young- 
sters entering an up-to-date office find themselves 
confronted with numerous office appliances they were 
quite unaware of. The chief snag seems to be the un- 
willingness of the authorities to seek the assistance of 
business men outside the professional teaching staff 
except at such remuneration as is unattractive. One 
cannot expect capable business men to give time and 
thought for a series of lectures for some nominal fee, 
such as evening school teachers are offered. How- 
ever, these negotiations of Mr. Gledhill’s are in the 
right direction. They are in capable hands, for Mr. 
Gledhill himself is an M.A. with knowledge of a teach- 
er’s qualification as well as of our trade. 

After reference to the ladies’ evening arranged by 
the association for March 8 (Mr. Cummings of Gestet- 
ner made an excellent case for this annual social 
event), Mr. Desborough had the unpleasant task of re- 
porting the death of Mr. W. T. Tebbs, an executive of 
the Remington Typewriter Company. Mr. Tebbs was 
killed in a motor accident recently. 

The chairman and executive of the Typewriter 
Trades Federation kindly sent Mrs. Jackson and my- 
self an invitation to their Twefth Annual Dinner and 
Dance. Unfortunately business prevented my attend- 
ance though I had accepted. The Federation’s secre- 
tary, Mr. Harry Crafts, kindly sent me the programme 
and reported a successful evening. Over 200 guests 
were present. The list of toast makes good reading. 
Commencing with The King, by the chairman, Mr. A. 
W. Thomas (Royal typewriters), “The Federation,” 
“The Visitors,” “The Ladies” and “The Chairman” were 
proposed and responded to, amongst others, by two 
aldermen and justices of the peace, whilst the chair- 
man of the Office Appliance Trades Association, Mr. 
E. C. Rylands, replied for “The Visitors.” The Federa- 
tion certainly put up some distinguished speakers! 
And, incidentally, the official report states that “the 
speeches were short!” By the way, I see that Mr. A. 
W. Thomas has been re-elected chairman of the Fed- 
eration for the ensuing year. Congratulations, Mr. 
Thomas! 

In another issue I would like to summarize some of 





41 


the activities set out in the Federation’s annual report. 
Although the first secretary and a life honorary mem- 
ber of the Office Appliance Trades Association (and 
therefore I have a great regard for the O. A. T. A.), I 
have nevertheless a great admiration for the Type- 
writer Trades Federation. They certainly keep things 
going very well. 

I have just heard that our good friend, Mr. J. Adams 
Keene (National Loose Leaf Co., Ltd.), has been re- 
elected chairman of the Office Appliance Section of 
the London Chamber of Commerce.—VEJ 

~~ S 
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Diploma Given to the House of Karel Vagner of 
Brno, Czechoslovakia, Recently, Commemorating 
the Company’s Twenty-Fifth Anniversary as Un- 
derwood Dealers in that Country.—Simon Sur- 
magne, general Underwood representative in 
central Europe, made the presentation. Of the 
original firm of Karel, Jan and Frantisek Vagner, 
only the last named gentleman survives. He is 
ably assisted by his son and by Messrs. Poici and 
Kment and their sons. 


—_—-——<_—_— 
SOME EXHIBITORS AT LYONS FAIR 
Methodes (Paris) published an advance list of man- 
ufacturers of office machines and supplies who ex- 
hibited at the Lyons International Fair March 10-17. 
The following American manufacturers were included 
in the list: Addressograph Company (Paris); Elliott- 
Fisher Company (Paris); The Gardner Company 
(Orange, N. J.); Monroe Calculating Machine Com- 
pany (Orange, N. J.); Multigraph Company (Cleveland, 
Ohio); Royal Typewriter Company, Inc. (New York, 
N. Y.); Woodstock Typewriter Company (Chicago, 
Tll.). 


eee 

FRANT. VAGNER PASSES SIXTIETH BIRTHDAY 

On February 22, Frant. Vagner, proprietor of the firm 
K. Vagner, Brno, Ceskoslovenska, reached his sixtieth 
birthday. According to his son, Zdenek Vagner, the 
father is as “hale and sound as ever.” 

Among other office equipment lines, Mr. Vagner’s 
company has distributed Underwood typewriters for 
more than twenty-five years. 


——$a—_____ 
SOURCE OF BULGARIAN TYPEWRITER IMPORTS 
Biiro-Bedarf Rundschau, Berlin, Germany, states 
that Germany is the source of sixty-five per cent of 
the Bulgarian imports of typewriters. 
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BOOK OF THE WANDERER-WERKE 
From the Wanderer-Werke, formerly Winkelhofer & 
Jaenicke Akt. Ges., Schéneau, Chemnitz, Germany, 
comes an anniversary book of 184 pages and cover, 
commemorating the fiftieth anniversary of this busi- 
ness. This book, prepared by Prof. C. Matschoss, offers 





Richard Stuhlmacher Hermann Klee 


an abundance of material concerning the inception and 
growth of this industry, which had its origin in a 
modest plant producing the high bicycle of the ‘eight- 
ies. This branch of the business expanded with the 
growth of the bicycle, and developed also motorcycles 
and automobiles. An important branch of the busi- 
ness is the manufacture of machine tools for produc- 
tion work. In 1864 the company’s production was ex- 
panded to the typewriter field, its model based on the 
typewriter of Peter Mitterhofer (1822-1893). From this 
primitive machine Wanderer-Werke has expanded its 
facilities for the manufacture of writing devices. This 
development includes the “Continental” correspond- 
ence typewriter, the “Continental” adding and book- 
keeping machine and the “Continental” portable type- 
writer. The “Continental-Silenta” is an outstanding 
quiet typewriter of European production. Adding ma- 
chines were included in this line in 1916. 

A chronology of the Wanderer-Werke is given, be- 
ginning in 1885, and ending in 1934. The book is 
dramatized liberally with views of the machining and 
assembly of the parts embodied in the office appliances 
produced in the plant. 





Malleson in Port Said.The above group includes W. A. 
Said of the Standard Stationery Company, Cairo, Egypt: a 
Barbary with two Royal portables: George Manoley, man- 
ager of the typewriter department of Simon Artz Company. 
and T. T. Malleson, foreign sales director of the Royal Type- 
writer Company, Ine. W. A. Said is head of the Royal 
representatives in Port Said and is active in the typewriter 


field. 
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BRITISH JUBILEE STIMULATES STATIONERY 
TRADE 
This is the silver jubilee year of King George and 
Queen Mary, and the English people are celebrating 
the anniversary at various gatherings. Stationers in 
England have the opportunity of selling decorative 
material in connection with the jubilee, as well as com- 
memorative mechanical pencils, correspondence, play- 
ing cards and other miscellany of the social stationery 

class. 
> 

TWENTY-FIVE YEARS WITH SMITH-CORONA 

Norbert Piesen, director in charge of sales of Gibian 
& Company, Prague, Czechoslovakia, recently cele- 
brated the anniversary of his twenty-five years’ con- 
nection with the sale of the L. C. Smith office type- 
writer and the Corona portable typewriter. Mr. Piesen 
began his career in the typewriter business March l, 
1910, with the branch offce of the Rex Company in 
Prague. At the end of the war Mr. Piesen became as- 
sociated with Gibian & Company, also of Prague. 

The month of March was designated a sales month 








Norbert Piesen 


in honor of Mr. Piesen. His many friends wish him 
success, and hope that there are many more years of 
successful activity before him. 

ae 

GRANDDADDY OF VACUUM FILLER PEN 
The South African Printer and Stationer commented 

on the rediscovery of the book, “Recreation Hours,” 
written by the German mathematician and poet, 
Daniel Schwenter, in 1685. This described a number of 
simple experiments. Included was a fountain pen, 
fashioned from a wooden penholder. To fill the pen 
the user placed the lower end in an inkstand, and 
sucked at the top until the pen was full. Then he set 
a wooden cap over the top opening, to prevent the ink 
from running out at the bottom. Schwenter wrote: 
“The described pen is very useful to students.” 

> 


GERMAN MANUFACTURER OFFERS SIGHT FILLER 
F. Sonneken, Bonn, Germany, has placed on the mar- 
ket a fountain pen with a “window” in the barrel which 
permits the user to determine the quantity of ink re- 
maining. This is an adaption of the American type 
of fountain pen offering the “sight” feature. 
sittin 
TORPEDO TYPEWRITER MODEL “S” 

Die Buro Industrie (Berlin) reports that the Tor- 
pedo-Werke A.-G., Frankfurt a. Main-Rodelheim, has 
brought out a simplified model of its portable type- 
writer “S.”. This machine has a one-color ribbon, and 
is said to be effective when used for cutting stencils. 
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NEW STORE IN OSLO, NORWAY 

Jorgensen & Gijessing, Storgaten 12, Oslo, Norway, 
manufacturers’ agents representing several United 
States manufacturers in Norway and Sweden, recently 
established a retail store in a favorable location in 
Oslo which, they report, is making capital progress. 

The retail store, managed by Mr. Jorgensen, and in 
which four outside salesmen are employed, is inciden- 
tal to the firm’s business of establishing the lines 
represented with the principal retail distributors in 
the countries mentioned. 

Mr. Gjessing and one assistant are the firm’s trav- 
elers. They make frequent calls upon the dealers in 
the principal towns and cities of the two countries. 

Mr. Gjessing is a young man who spent several 
years in the United States as traveling representative 
of one or two manufacturers in the stationery field. 
Following that experience, he was manager of a sta- 
tionery store in Texas for a few years. Returning to 
Norway something more than two years ago, he and 





Stockroom for Carbon Paper and Stencils in the New Retail 
Store of Jorgensen & Gjessing, Oslo, Norway. 


Mr. Jorgensen established the business they now 


carry on. 

Among the companies represented are the Joseph 
Dixon Crucible Company and The Carter’s Ink Com- 
pany. Some other non-competing lines of office 


Dinner Tendered Office Staff and Some 
Personal Friends by Sophus Noreger, Di- 
rector, S. Garmann Clausen A/B, Oslo, 
Norway, in Celebration of the Twenty- 
Fifth Anniversary of the Founding of His 
Business.-A detailed account of the an- 
niversary appeared in the February issue 
of Office Appliances on page 40. In the 
March issue on page 46 reference was 
made to the change in Mr. Noreger’s fam- 
ily name from Clausen to Noreger. Seated 
at the head of the table in the accompany- 
ing picture from left to right: Mr. H. Hal- 
dorsen, Bergen; Mrs. Lars J. Nielsen. 
Oslo; Mr. S. Qwarnstrom, Stockholm; 
Mrs. Sophus Noreger, Oslo; Mr. Sophus 
Noreger, Oslo; Mrs. S. Qwarnstrom, Stock- 
holm; Mr. S. Clausen, Berlin, and Mr. 
Lars J. Nielsen, Oslo. 
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An English Girl Typist, Miss Hoby, When a Fire Broke 
Out in Camden Town, England, Seized the Cash Box and 
Her Underwood Typewriter and Carried Them to Safety. 


utilities are to be added. The company invites cor- 
respondence with such manufacturers who are not now 
cultivating the Scandinavian market. 


> 
OUR THANKS FOR A POPULAR SOUTH AFRICAN 
PAPER 


Office Appliances is in receipt of a copy of The Out- 
span, which is said to be South Africa’s weekly paper 
for everybody—the paper that is read from the Congo 
to the Cape. 

For this copy of The Outspan, we are indebted to 
Arthur Tunley of Tunley’s at Johannesburg. 

The journal contains eighty pages with covers and 
is eleven by fifteen inches in size. It covers South 
Africa, its vistas and its resources, presenting general 
news, educational news, society items, pictures, sports, 
children’s games, child welfare and general welfare in- 
terests. It is a fine example of a newspaper of its type. 











LOOKING BACK ON SIXTY-TWO YEARS 
Stationery Business Founded by “Petroleum V. Nasby” 
Flourishs Through More than Six Decades 

Every once in a while Office Appliances has occasion 
to announce the twenty-fifth and the fiftieth an- 
niversaries of concerns in this field. Here, however, is 





David R. Locke 


(Petroleum V. Nasby) 


a commercial stationery, office equipment and printing 
company—The Blade Printing & Paper Company of 
Toledo, Ohio—which this year passes its sixty-second 
milestone—not the oldest concern in the field, but one 
which has passed with honor well into its second half- 
century. 

There are several facts about this company’s history 
and development which are of special interest to those 
who have passed the meridian of life. A number of 
years prior to the organization of The Blade Printing 
& Paper Company, The Blade Publishing Company 
came into existence as publishers of The Toledo Blade, 
first a weekly and later a daily newspaper. The com- 
pany was organized by David Ross Locke and John 
Paul Jones, and Mr. Locke was the paper’s first editor 
and for years its principal contributor under the pseu- 
donym of “Petroleum V. Nasby.” The “V” stood for 
“Vesuvius.” He was a political satirist of the first 
order, and as such he became known and admired all 
over the United States. He wrote not only the Nasby 
Letters, but ‘“Nasby in Exile,” “Andersonville” and many 
other productions, the whole running into many edi- 
tions. Not only was Mr. Locke a satirist and a humor- 
ist—he was also a poet and occasionally contributed 
poems of merit and deep feeling to the columns of 
The Blade. Comparatively few, however, were aware 
of this facet of a brilliant and sympathetic mind. 

One of the interesting incidents of Mr. Locke’s career 
was the presentation to him of a beautiful rapier—a 
genuine Toledo blade—by the mayor of the historic 
city of Toledo, Spain. In centuries long past when the 
sword was the accepted weapon of gentlemen, a blade 
from Toledo, Spain, was a cherished possession, for 
nowhere else could a sword of such wonderful temper 
and dependability be obtained. Mr. Locke took much 
pride in this gift because of its source and its histori- 
cal suggestions. 

The Toledo Blade newspaper was owned by Locke 
and Jones. In those days nearly every newspaper 
conducted a job printing plant and a stationery de- 
partment. In 1873 they decided to separate the busi- 
ness into its two leading parts, The Toledo Blade Daily 
and Weekly, and the job printing and stationery de- 
partment. The Blade Printing & Paper Company was 
accordingly incorporated by D. R. Locke, John P. Jones 
and others, and Mr. Locke became president of the new 
company. In March, 1875, Mr. Locke sold his interest 
in The Blade Printing & Paper Company to his long 
time partner and associate, John Paul Jones, but re- 
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tained the presidency and editorship of The Toledo 
Blade. 

Mr. Locke was born in Vestal, Brome county, New 
York, in 1833. He died in 1888, ending his days as 
editor of The Toledo Blade which he had founded and 
developed to a position of national importance. Presi- 
dents Lincoln and Grant repeatedly tried to honor 
Mr. Locke by appointment to public office, but he stead- 
fastly declined all such offers. 

In his boyhood, Mr. Locke became a printer, then 
a journalist and novelist. He was of versatile mind 
and rare humor, and was probably best known for his 
work under the Nasby pseudonym. 

All of the presidents of The Blade Printing & Paper 
Company have been men of solid attainments, who 
were greatly admired and respected by their fellow 
citizens. Following Mr. Locke came John Paul Jones, 
who, in 1867 had become half owner of The Toledo 
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Establishment of the Blade Printing & Paper 

Company, 232-234 Superior street, Toledo, Ohio. 

Founded in 1873 by D. R. Locke (Petroleum 
V. Nasby), John P. Jones and others. 


Blade in partnership with D. R. Locke. He became 
president of The Blade Printing & Paper Company in 
1875 and gave up the duties of that office in 1879. 
Samuel Andrews, the next president, served from 1879 
to 1881, but he remained on the Board until January, 
1884, when he sold out. He died in Toledo in August, 
1917, aged ninety-one years. 

Thomas J. Brown succeeded Mr. Andrews as presi- 
dent in 1881. He was succeeded the following year 
by Samuel M. Young, Mr. Brown taking the post of 
vice-president until January, 1897, when he was re- 
called to the presidency, serving faithfully in that 
office until the time of his death in the fall of 1899. 
Morrison Waite Young followed Mr. Brown as presi- 
dent, and served faithfully until his demise in 1932. 
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During this long period the company enjoyed great 
prosperity under the management of Charles H. 
Shields, vice-president and general manager, who suc- 
ceeded to the presidential office after the death of 
Mr. Young. Except for one year the company has a 
dividend-paying record of over forty years. 

Mr. Shields is widely known and highly respected in 
the commercial stationery, printing and office equip- 
ment field. 

The Blade Printing & Paper Company has weathered 
every storm, and emerged from each stronger and bet- 
ter seasoned to endure the buffets which the future 
may hold in store. 

The Toledo Blade is still going strong. It is widely 
quoted, and has preserved throughout the years the 
traditions of truth and fearlessness established by the 
distinguished founder. 

_— 
ALLEN LINE LATEST PRODUCT OF MODEL PLANT 


Out of what is said to be one of the finest manufac- 
turing plants in the office machine industry comes 
another development from the hands of Ralph C. 
Allen, pioneer builder of adding machines. Mr. Allen 
has been known for thirty years as an executive of the 
Burroughs Adding Machine Company, then as presi- 
dent of Allen-Wales and more recently as president of 
Add-Index and Allen Calculators, Inc. He has now 
introduced an additional line of machines intended 
to meet the practical needs and budgets of present day 
business. According to Mr. Allen, the leader of the 
new line, known as the “Allen 95”, has many valuable 
characteristics, including a seven-bank direct subtrac- 
tor with all the usual features plus visible dials 
and patented double automatic clear signals. This, Mr. 
Allen believes, covers a great variety and volume of 
adding machine work per dollar of cost. 

Mr. Allen also offers the same machine without sub- 
traction at a lower price, and finally, he presents a 
sturdy, heavy duty low capacity model—a desk ma- 
chine—known as the “R. C. Allen No. 66,” to retail at a 
still lower price. The last named machine adds up to 
one million units or ten thousand dollars and all its 
operating parts are of the same design and gauge of 
steel that are used on the larger, more expensive 
machines of Allen manufacture. 

The machines are produced, we are told, in a plant 
both modern and beautiful, located in Grand Rapids, 
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Mich. Full mechanical specifications and merchandis- 
ing details were released last month from the execu- 
tive offices of Allen Calculators, Inc., 40 Rector street, 
New York City. 

— —— —~e— --- — 


DUPRE ON TRIP EAST OF MISSISSIPPI 


Arthur L. DuPre, general sales director of the Fibroin 
Stencil Corporation, Jacksonville, Fla., is on a trip con- 
tacting Fibroin dealers in all the states east of the 
Mississippi river. His purpose is to acquaint his many 


— 








Arthur L. DuPre 


friends in the trade with the new popular priced 
stencil known as the Penguin which the corporation is 
introducing to the dealer trade in April. 

Mr. DuPre is known for his genial personality, his 
ability as a salesman and his expertness at golf. 

—_—>———_ 
OFFICE EQUIPMENT HOUSE WINS AWARD AT 
MOTOR SHOW 

First prize of $10 for the most attractive display at 
the Lions Club automobile show and home appliance 
exposition recently held in the American Legion build- 
ing at Iowa City, Ia., on February 18, 19 and 20, was 
awarded to Williams Iowa Supply Company of that 
place. The winning display included office equipment 
and machinery, athletic goods, games, etc. Musical 
typewriters were featured having sounding bars which 
when tapped by keys emit sounds similar to those of 
a xylophone. The Royal Typewriter Company, we are 
told, displayed a talking typewriter like that shown at 
the big Chicago exposition. 


Attractive Display Featuring Royal Type- 

writers, Shown by the Williams Iowa Sup- 

ply Company, Iowa City, Ia., at the Auto- 

mobile and Business Show Held in Iowa 
City, February 18 to 20. 
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“STAGING” A NEW PORTABLE TYPEWRITER 

But a few years ago typewriters were seldom men- 
tioned after business hours. Most people agreed that 
the office machines were important cogs in business, 
but generally speaking, this was taken for granted. 

Within the last ten years the Royal Typewriter Com- 
pany, Inc., with the aid of effective advertising, has 
done much to establish the typewriter as a home util- 
ity. The typewriter has freed authors, professional 
men and women, students, teachers and parents from 
the many limitations imposed by handwriting—hosts 
have adopted typewriting as the speedier and easier 
way to put their thoughts on paper 

Much credit is due Royal for its aggressive tactics 
and for the ingenuity of its engineering staff, which 
chalked up for Royal an impressive array of 
“firsts.” The company was early in recognizing the 
full scope of the portable typewriter market—to real- 
ize that the portable had a place in the home; the first 
to feature color finishes and first with duotone color- 
ing blending. It was first with “Vogue’’—the distinc- 
tive type face for personal correspondence; first with 
the “Duo-Case,” a perfected carrying case for port- 
ables. Now the new 1935 Royal portable is first with 
“Touch Control.” This is an exclusive feature which 
permits the user to regulate the tension of the type- 
writer keys instantly. One Royal portable can be ad- 
justed to the individual typing of each individual who 
operates it, regardless of age, sex or physique. 

The market for portables comprises every literate 
family of sufficient income to justify a $49.50 purchase 
This army includes authors, professors, grammar, high 
school and college students. Roughly it is put at ap- 
proximately 7,000,000 individuals annually 

To announce to users the new Royal portable with 
“Touch Control,” a wide selection of magazines was 
determined. Among these were the Saturday Evening 
Post, Collier’s, Literary Digest and Esquire. To reach 
newspaper readers This Week was chosen. As a sup- 


has 


porting campaign smaller space is being used in: 
American Boy, Pathfinder, Popular Mechanics, In- 
structor, American Girl, Boys’ Life, Grade Teacher, 
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Literary Digest, Modern Mechanix, Popular Science, 
Scholastic, Scientific American, True Confessions, St. 
Nicholas, Grit. 

To stage a background of suspense to the distribut- 
ing organization, as well as to concentrate attention on 
the initial announcement, giant telegrams were sent 
out to all Royal portable dealers urging them to listen 
in on a special radio coast-to-coast broadcast Monday, 
March 4. Nothing was said about the precise nature 
of the broadcast, other than it was a means to greater 
profits during 1935, and that a new Royal portable was 
to be announced. In the radio talk designed to inter- 
est both the dealer and the general public, W. A. Metz- 
ger, manager of the portable sales division, outlined 
briefly the past record of Royal in the portable field. 
He pointed out that Royal has always co-operated with 
its dealers—then summarized the outstanding features 
of the new machine and the plans behind it which 
were destined to make the campaign sensational. 

This radio talk, so to speak, set the ball rolling. 
Scarcely was it off the air, telegrams of congratulation 
began to pour in, many dealers placing orders by wire. 

A further feature of the campaign is an ingenious 
new precision instrument, Known as the “Toucho- 
meter,” which has been developed by Royal to center 
attention on “Touch Control.” This device is in the 
form of a typewriter key and registers automatically 
the finger pressure exerted in typing. Using it the 
dealer can determine quickly the exact tension to ad- 
just the keys for each user. 

To concentrate local attention for the dealer at- 
tractive window displays are provided, as well as local 
newspaper campaigns in mat form. Blotters and 
folders of unusually attractive design are also supplied. 
All feature “Touch Control.” 

Royal’s innovation naturally adapted itself to many 
interesting publicity twists. Articles sent to news- 
papers featured articles such as “Cauliflower ears are 
not the only way to tell prize fighters,” “Page the 
Dionne Quintuplets,” “Traveling Side Show Inspires 
Ingenious New Device.” 

Of this well rounded campaign, Royal’s dealers say 


W. A. Metzger, Manager of the Portable Divi- 
sion; E. C, Faustmann, President, and M. V. 
Miller, General Sales Manager of the Royal 
Typewriter Company, Admiring the Latest 
Royal Portable with Touch Control. 





APRIL, 1935 





“Well done!” It promises an overwhelming acceptance 
throughout 1935. 

To aid the dealer in appreciating the merchandising 
and sales possibilities of this new Royal portable, a 
special talking slide film has been made, which will be 
shown throughout the country at dealer meetings. 
This film shows an actual sale being made by empha- 
sizing “Touch Control,” and also shows the actual ad- 
vertising folders, display pieces, as well as attractive 
ways of setting these up—tell the dealer of the aggres- 
sive plans Royal is making to back up his sales efforts 
this coming year. 

Royal has spared no efforts in planning the intro- 
duction of the new Royal portable to the American 
typewriter buying public. The company feels that its 
newest product is outstanding, and wishes to be sure 
that everyone will be told of the many time-saving 
and effort-saving features the new machine has to of- 
fer. Royal dealers throughout the country are en- 
thused over the sales possibilities the new machine 
offers. 

—__—~+_—__ -— 
ROANOKE STATIONER IN NEW LOCATION 

The Roanoke Book and Stationery Company, Inc., 
Roanoke, Va., has moved from 15 West Campbell ave- 
nue at 211-13 First street, N. W., where increased space 
is occupied, and better window display facilities are 
available. 


Commercial Stationery Department of the 
New Store of the Roanoke Book & Sta- 
tionery Company, Roanoke, Va. 


Royal Portable Dealers and Fieldmen Who Gath- 
ered at the Royal Factory to See the Actual Pro- 
duction of the New Portable Models.-Left to 
right, bottom row: Dowd, Schilling, Mrs. Schilling, 
Miss Moore, Miss Dowden, Cashman, Turner, 
Wood, Metzger. Second row: Marin, Franz, Hus- 
tedt, Moore, Hoffman, Stimson, Campbell, Bishop. 
Third row: Dean, McDonough, Carney, Bain, 
Ramer, York, Morgensen, W. Faustmann, Shoup, 
Cogley. Top row: Lewis, Sherman, Raphael, Rey- 
nolds, Chapman, Bonn, Thor. 


This company was organized in July, 1906, as the 
China Art & Book Store. The present management 
took charge of the business in 1913, when the name was 
changed to the Roanoke Book & Stationery Company, 
Ine. The business was organized to conduct a com- 
plete office outfitting establishment, and also station- 
ery, books and gifts and greeting cards. 

R. T. Boswell is president and treasurer, Joseph N. 
Foster, vice-president, and Miss E. V. Foster, secretary. 

The arrangement of the store places the commercial 
stationery items on one side of the store, and books, 
gift wares and greeting cards on the other. The com- 
pany has a well selected line of equipment from the 
Art Metal Construction Company, National Blank Book 
Company loose leaf lines, Mittag & Volger ribbons and 
carbons, B. L. Marble Company office chairs, Stow- 
Davis Furniture Company matched suites, Gunn Fur- 
niture Company desks, Do/More Chair Company 
posture chairs, Sheaffer and Parker fountain pens, 
Lyon Metal Products, Incorporated, folding chairs, A. 
G. Spalding Company athletic goods, Iver-Johnson 
bicycles, Sanford inks and paste, and Copeland & 
Thompson Company Spode china. 

Office Appliances congratulates the Roanoke Book & 
Stationery Company, Inc., on its fine progress, and 
hopes that it will continue to receive the support of 
the community in its efforts toward constructive serv- 
ice. 
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A SUGGESTION FROM THE OXFORD COMPANY 

“Plussing” the sale, namely suggesting the purchase 
of an additional article, is one of the first and oldest 
tenets of successful selling. The Oxford Filing Supply 
Company, 340 Morgan avenue, Brooklyn, N. Y., suggests 
to its dealers that during the month of April they con- 
centrate on plussing all folder sales with the sale of 
Oxford pressboard expansion folders. They point out 
that the tie-up is natural. About this time of year new 
folders in current files begin to fill up. It is recom- 
mended that all folders with fifty or more papers should 
be replaced with pressboard bulk correspondence 
folders which have a larger capacity and offer better 
protection. They have another advantage, that is to 
say, quicker finding, inasmuch as the colored cellu- 
loid windows of the steel tabs stand out in the file. 

Steel tab folders in alphabetical, daily, monthly and 
geographical sets offer the dealer further opportunity 
to increase sales by the same method. A customer who 





Brisbane wi al. isbane, edi » Hears : ; 
ri rane with Royal. Arthur Bri: bane, editor of the Hearst buys an A to Z printed tab manila folder set can be 
newspapers, to be seen here writing his popular column. e 
Today, on a Royal typewriter. This column is widely read shown the economy of purchasing a steel tab press- 
because of Mr. Brisbane's interesting comments on world board folder set that will last longer, it is claimed, and 
events. expedite filing. Dealers who may be interested are in- 


vited to communicate with the company at the address 
above given. 


Simplicity is the 
Keynote of this 
Display of Carter's 
Ink Company 
Products in the 
window of Cantrell 
& Company, La- 
redo, Texas.-The 
unusual arrange- 


ment centers the 
window shopper's 
gaze upon. the 
finely styled reser- 
voir quarts, cube 
packages and Car- 
ter’s VelVet poster 
art colors. 
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Giving Mr. Collins His Due.—On page 13 of the March 
issue of Office Appliances reference was made to J. A. 
Collins, typewriter dealer of Brownwood, Texas, as hav- 
ing inspired the exchange of an old Bennett typewriter 
for a barrel of beer. At the time the item was prepared 
we did not have information concerning his business 
connection. Mr. Collins represents the L. C. Smith & 
Corona Typewriters, Inc., at Brownwood, and to mitigate 
an incipient drouth, suggested that a barrel of beer would 
be a good exchange for the old Bennett typewriter. Mr. 
Collins is pictured at the right with a late Model L. C. 
Smith machine and the Bennett typewriter before he 
shipped it to Mr. Dietz in Milwaukee. 
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\ Portion of the Royal Typewriter Com- 
pany Branch at 331 Dwight street, Spring- 
field, Mass..-P. N. Osborn, manager of 
the branch is an old timer in the type- 
writer industry. He admits that his busi- 
ness history goes “back a great many 
years, in fact a long time prior to 1908.” 
Mr. Osborn was a contemporary and 
friend of George Patterson, founder of 
Office Appliances. 





Attractive Window Arouses Interest. 
The illustration at the right shows an in- 
terest-producing window display featur- _ 

: : : . STOP! uo ‘AVE 
ing Acco products in the window of seca 

Nareus Bros., 24-26 Pleasant street, Wor- 
cester, Mass. At the back of the window 
is the four-wing set up display furnished 
by Acco, the circular spot in the tri- 
angular top section being an intermit- 
tently flashing red stop light. Credit for 
the arrangement of this window should 
be given to Willis Golden, store man- 
ager for Narecus Bros. and to his acting 
assistant, John F. Kennedy, New England 
representative of Acco Products, Ine., 


Long Island City, N. Y. 


MAKE YOUR OWN 
Buwer Focoers 
wits Acco Fasteners 


BIND EM 























Architect’s Perspective of the Building 
to be Occupied by the Chicago Branch of 
the Art Metal Construction Company. 

The Chicago branch, which has been lo- 
cated the past seven years at 173 West 
Madison street, will be in the new quar- 
ters at 208 West Adams street, after May 
1. The company will occupy 27,000 
square feet of space in the basement and 
on the second and third floors, for the 
general office, display and warehousing 
purposes. The new location will be more 
convenient to Art Metal dealers visiting 
Chicago, as it is closer to the chief rail- 
road terminals. Extensive alterations are 
being made to the space, including an air 
conditioning plant in the basement and 
the second floor. All activities of the 
Chicago branch will be housed in the 
Adams street building, which is expected 
to be of added value in properly co-ordi- 

nating these activities. 
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ARTURO R. DUNN VISITING IN UNITED STATES 

Arturo R. Dunn, office equipment dealer and manu- 
facturers’ representative with headquarters in Monte- 
video, Uruguay, is in the United States on an extended 
visit. Much of his time is being spent with manufac- 





Arturo R. Dunn, Left, Receiving Congratulations from Henry L. 
Metz, Export Manager, Addressograph-Multigraph Corporation, 
upon Winning a Globe in an International Sales Contest Which 
Was Conducted a Year Ago and in Which Mr. Dunn Scored 
One Hundred and Forty-Two Per Cent of His Quota._-With the 
southern countries of South America composing his territory, 
it is quite appropriate that the Magellan Globe, as it was called. 
was awarded to him. 


turers whom he represents. After several weeks in the 
east, dividing his time between relatives and manu- 
facturers, he traveled west to Cleveland and Youngs- 
town, Ohio, Detroit and Chicago. 

Mr. Dunn is a bundle of energy. He has built up an 
efficient organization and finds it possible to give all 
the attention necessary to properly represent a num- 
ber of very important lines. From some companies he 
buys only for his own account to sell direct to con- 
sumers in Uruguay. In Argentine, Chile and part of 
Brazil, he functions as manufacturers’ representative 
contacting local sales agents and distributors, govern- 
ment offices and large users. Among the companies 
he represents are Addressograph-Multigraph Corpora- 
tion, Acme Card System Company, Bostitch Manufac- 
turing Company, Acco Products, Inc., the Irving-Pitt 
line of loose leaf made by Wilson-Jones Company, 
Gardner Company, Monroe Calculating Machine Com- 
pany, Royal Typewriter Company and The Todd Com- 
pany in the United States, also Caribonum, Ltd., Cope- 
land-Chatterson, Ltd., Grafia, Ltd., and National Time 
Recorder Company of Great Britain. 

> 
PROMOTION IN REMINGTON RAND CANADIAN 
RANKS 

Effective March 1, R. D. Miller, formerly assistant 
salesman in Edmonton, was promoted to western sales 
manager with headquarters in Winnipeg. In this 
capacity he succeeds H. A. MacKenzie. Mr. Miller is an 
oldtimer with the Kardex Division of Remington Rand, 
having started with the C. L. Turnbull Company. 

a 
ITALIAN TYPEWRITER FACTORY TO BE ERECTED 

Burghagen’s Zeitschrift fur Buro-Bedarf reported 
plans for the erection of a new typewriter fac- 
tory in Pamparato (Cuneo), Italy. The factory is to be 


operated by the firm, Giovannai-Luigi Calleri. 
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MR. EYLAR RETURNS FROM INTERESTING TRIP 

M. S. Eylar, vice-president in charge of sales, Under- 
wood Elliott Fisher Company, New York, recently made 
an extended trip to Latin-American countries. He 
sailed at noon on January 13 from New York arriving 
at Rio de Janeiro on January 25, from whence he 
visited Sao Paulo and Santos, Brazil. Next he went to 
Buenos Aires and from there took the Trans-Andean 
railroad, arriving at Valparaiso on February 15. On 
the twenty-third of February he sailed from Val- 
paraiso, arriving and leaving Chanaral on February 24. 
The following day he touched at Antofagasta and on 
February 26 at Mollendo. Callao was the next stop, 
then Talara, and then Guayaquil, where he remained a 
couple of days. He then went to Buenaventura and 
went to Balboa proceeding through the Panama Canal 
and leaving Cristobal on March 6. 

He arrived home in New York City on March 12. He 
was accompanied on this interesting trip by Mrs. Eylar. 
C. B. Williams, in charge of Latin-American affairs for 
the Underwood Elliott Fisher Company, also accom- 
panied Mr. Eylar. 

Mr. Eylar found that generally speaking, conditions 
are definitely improved and it is believed that our 
treaty with Brazil, which it is expected will soon be 
signed, will be of great benefit in the relations between 





M. S. Eylar 


that country and ours and will have a definite effect 
on the improvement in the exchange situation which 
is so vital in foreign affairs. 
—— P 
ANDREWS TRANSFERRED TO CALGARY BY 
GESTETNER (CANADA) LTD. 

K. Andrews was recently transferred from Hamilton, 
Ont., to the Calgary branch by Gestetner (Canada) 
Ltd. Mr. Andrews fills the vacancy left by W. Tate 
as salesman and serviceman. 

> 
THE STUART COXHEADS RETURN 
FROM SOUTH SEAS 

After the good ship “Coxhead” was launched on the 
world famed matrimonial sea December 29, 1934, Stuart 
Coxhead, of Ralph Coxhead Corporation, New York, 
and his First Mate, Mrs. Coxhead, embarked on an ex- 
tended trip to the South Seas. They returned three 
months later, hale and hearty, just as this issue goes to 
press. 

On the way to the Pacific coast brief stops were made 
at Chicago and Kansas City, where Mr. Coxhead visited 
Varityper dealers in those cities. Arriving at Los 
Angeles, they tarried briefly with the local Varityper 
dealer. 

Impressed with the energy, ability and enthusiasm 





APRII 


of the organization of the R. A. Tiernan Typewriter 
Company, Mr. Coxhead appointed the company exclu- 
sive Varityper agent for Long Beach, Santa Anna and 
Pomona. It is his belief that this company will soon 
become one of the most valuable of the Varityper con- 
nections. 

On leaving Los Angeles, the Coxheads sailed placid 
seas to Honolulu. To the wonderment and satisfaction 
of both, they found the famous “Paradise of the 
Pacific” transcended the most glowing tributes they 
had read. Here they spent some time with Jeff Fisher, 
the Varityper agent, and Charlie Marques, who handles 
the Mathematon. 

Leaving Honolulu they boarded the Matson SS Mon- 
terey, bound for New Zealand via Pago Pago, in the 
Samoas; Tin Can Island and the Fiji islands, where 
stops of varied duration were made. Extremely fasci- 
nating to the travelers were these volcanic isles of the 
Pacific, and the people inhabiting them. Passing Tin 
Can Island, so familiar to philatelists everywhere, Mr. 
Coxhead sent mail to many of his friends back home 
via the Tin Can mail. 

The next port of call was Aukland in New Zealand, 
where valuable business contacts were made, and from 
which announcement of the conclusion of an agency 
agreement is expected in the near future. The rugged 
beauty and natural grandeur of New Zealand was im- 
pressive. 

Arriving at Melbourne, Australia, the Coxheads were 
received cordially by Mr. S. A. Chartres, of Chartres 
Pty., Ltd., whom our readers will recall are also agents 
for the Remington typewriter and the Monroe calcu- 
lating machine. This establishment is Varityper agent 
for Australia. With headquarters in Melbourne and 
fourteen branches in Australia and Tasmania, 
Chartres, Ltd., is one of Australia’s most enterprising 
and successful of Australia’s office equipment concerns. 
Mr. Coxhead considers his firm exceedingly fortunate 
in the appointment of Chartres, Ltd., as exclusive 
agents for Australia and Tasmania. 

Particularly interesting to the Coxheads was the 
animal life of Australia. In a visit to one of the wild 
animal sanctuaries the antics of the renowned Aus- 
tralian “Teddy Bear” gave them much pleasure. 

Leaving Australia they returned to San Francisco 
and back to New York by way of Portland and Seattle. 
“In every way a wonderful trip, marvelous weather, 
delightful and congenial people, improved business 
conditions and an experience that will be long remem- 
bered,” is the way Mr. Coxhead sized up their trip. 


J. L. MeDonough Pro- 
moted.-Mr. MeDon- 
ough’s fine record 
earned him promotion 
to the position of west- 
ern supervisor of the 
portable division of 
the Royal Typewriter 
Company, Ine. Mr. 
McDonough was one 
of the original field 
men when the portable 
started in 1927. He 
has been with the de- 
partment since that 
time as district repre- 
sentative and _ field 
man and has been one 
of the most consistent 
sales performers in 
that field. 
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TEHAN ON PACIFIC COAST TRIP 
Harry Tehan, sales manager of Charles M. Higgins 
& Co., Inc., Brooklyn, N. Y., manufacturers of high 
grade writing and drawing inks and adhesives, left 
March 1 on a tour of the country west of the Mis- 
sissippi. His itinerary takes in a big section of the 


7 





Harry C. Tehan 


western and southwestern parts of the country. On 
March 28 and 29 he attended the meeting of Regional 
District No. 9 of the National Stationers Association at 
San Antonio, Texas. Thence he will go to Oklahoma 
City the first part of this month, and will then go to 
Kansas City, Mo., where on April 5 and 6 he will attend 
the meeting of the Eighth Regional District at the 
Hotel Muehlbach. 

From Kansas City Mr. Tehan will go to Denver, 
where he will be joined by William T. Van Culin of Los 
Angeles, Pacific Coast representative of the Charles M. 
Higgins organization, and, accompanied by Mr. Van 
Culin Mr. Tehan will visit parts of the Pacific Coast 
and Rocky Mountain territory. 

Before starting on his western trip, Mr. Tehan at- 
tended the meeting of District No. 3 at Washington on 
March 11 and 12, and District No. 4 at Tampa, Fla., 
March 21 and 22. 

Mr. Tehan, although still a young man, is a veteran 
of many national and regional conventions, and is re- 
spected and esteemed by all whose privilege it is to 
know him. niaitiiaiilianai 

VIENNA PUBLICATION FORTY YEARS OLD 

The Tenger Papier und Schreidwaaren Zeitung, 
Vienna, is celebrating its fortieth anniversary. A jubi- 
lee issue of the publication will celebrate the anni- 
versary. 


Harry Thor Recently 
Promoted.—-Mr. Thor 
was recently made as- 
sistant sales manager 
of the Royal portable 
division. This is a de- 
served reward for his 
excellent record. Start- 
ing in 1928 as a stand- 
ard machine salesman 
in Oakland, Calif., he 
was advanced in 1932 
to the position of New 
York representative of 
the portable depart- 
ment. His sales last 
year set the high ree- 
ord for the entire 
Royal portable organi- 
zation, 
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SIMPSON ART METAL SALES 
PROMOTION MANAGER 
Charles W. Simpson has been appointed sales promo- 
tion manager of the Art Metal Construction Company, 
Jamestown, N. Y. Mr. Simpson will continue to direct 








C. W. Simpson 


the company’s advertising as heretofore and will also 
take over many of the duties heretofore performed by 
Theodore W. Becker, formerly manager of agencies. 
Mr. Becker resigned on March 15. 

The company’s present system of personal contact 
with agencies and dealers will be maintained under 
the new arrangements, and the promotional facilities 
of the company will be directly and readily available. 
Mr. Simpson's long experience with agency problems 
qualifies him to be of real assistance to Art Metal 
agencies in providing vigorous promotional help and 
in meeting local conditions which arise from the sale 
of office equipment. 

The general development of the wholesale division 
continues under the personal supervision of E. A. 
Keeling, general sales manager. The objective is con- 
tinued improvement in service and in cooperation with 
agencies. 

——g———__- 
PROMOTIONS AMONG REMINGTON RAND SYSTEM 
MEN 


A. N. Seares is now in New York City as assistant 
branch manager in charge of sales promotion. He 
was formerly branch manager in Portland, Ore., and 
is succeeded in that branch by T. J. Norton, one of 
the leading systems salesmen in Chicago. 

E. Steacy, 


Charles formerly branch manager at 


Rochester, N. Y., has been assigned to a like post in 
Atlanta, Ga., and is succeeded in Rochester by Wil- 
liam E. Cole, formerly systems salesman in that office. 

Mr. Seares has made an outstanding success as a 
salesman and sales executive. After the organization 
of Remington Rand, he was made vertical department 
manager and later vertical specialist at Los Angeles. 
In the spring of 1933, he was sent to Portland, Ore., 
as systems branch manager, where he continued his 
fine record. 

Treston J. Norton is a veteran of fifteen years’ suc- 
cessful selling in Chicago. He joined the Western 
Electric at Hawthorne, Ill., in 1916. The following year 
he was in army service and was mustered out in the 
summer of 1919. He returned to the electrical field 
and remained until 1921 when he joined the Chicago 
organization. 

Charles E. Steacy joined Remington Rand in Phila- 
delphia in 1926. The following year he became special 
representative on systems in Atlanta. This was fol- 
lowed by advancement to the position of manager of 
Zone 4 with offices in the same city. In 1928 he was 
attached to the home office and the following year be- 
came manager of cards and printed forms in the ver- 
tical department. The next year found him a senior 
salesman in New York City, soon to be transferred to 
Glens Falls, N. Y., the following year. In January, 
1934, he became branch manager at Rochester. 

William E. Cole, formerly a sy$Stems salesman at 
Rochester, who has been named to succeed C. E. Steacy 
at that branch, joined Remington Rand at Albany in 
the spring of 1928. A little over a year later he was 
transferred to Rochester, where he has since served 
continuously. In 1908 he was in the architectural and 
building field. He has a thorough knowledge of office 
equipment. 

— a 
PIONEER LOUISVILLE HOUSE CHANGES NAME 


Clarence R. Smith & Company, who for many years 
have successfully conducted a commercial stationery 
and office equipment establishment in Louisville, Ky., 
have changed their name to the Office Equipment Com- 
pany, a designation by which they have been known 
to the trade since 1908. The official change of name 
was made recently by William P. Kelly, president, who 
purchased the interests of the Smiths in the business. 
There will be no changes in the personnel. The follow- 
ing gentlemen comprise the company’s official staff: 
President, William P. Kelly; vice-president and gen- 
eral manager, Edward J. LeBlanc; vice-president and 
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sales manager, Norman W. Watts; vice-president, O. 
E. Stanfield; treasurer, Albert F. O’Daly, and secretary, 
Albert C. Gorman. 

The Office Equipment Company is said to be the 
largest organization of the kind in Kentucky, and is 
the state representative for a number of leading manu- 
facturers, including the Shaw-Walker Company, the 
A. B. Dick Company, the Boorum & Pease Company, 
the Victor Adding Machine Company and the Acme 
Visible Systems Company. 

<nitetiitleeass 


HORDER’S LEASE PREMISES ON ADAMS 
NEAR WABASH 


Horder’s, Inc., have recently leased the store at Nos. 
58 and 60 East Adams street, Chicago, for a term of 
years beginning June 1, 1935. 

The new premises are a double store fronting forty- 
one feet on Adams street with a depth of seventy-two 
feet. 

This is the eleventh unit in the group of Horder 
stores and in size it will rank about the same as the 
other Horder stores of more recent establishment. The 
deal was negotiated by Harold H. Egan & Company. 

According to Fred P. Seymour, vice-president of Hor- 
der’s, Inc., the policy now being followed by his com- 
pany involves the establishment of larger units rather 
than of the earlier type of store with twenty to twenty- 
five-foot front. The opening of the forty-one foot 
store, it is said, will cause the closing of a narrow unit 
on East Monroe street near Wabash avenue, where a 
Horder store has been maintained for about eighteen 
years. 

The Horder organization began in 1901 in a small 
store on Washington and LaSalle streets. The founder 
of the business, E. Y. Horder, was assisted by his 
daughter and his son in the first few years of the busi- 
ness which now employs more than three hundred 
twenty-five persons. 

The main office and general warehouse occupy the 
seven-story Horder building at Jefferson and Quincy 
streets. The building in which the new store will be 
located is owned by the estate of Martin A. Ryerson, 
and the premises have been extensively remodeled. 

italia 
CORRY-JAMESTOWN APPOINTS AGENT IN 
ATLANTA DISTRICT 

The Corry-Jamestown Manufacturing Corporation 
of Corry, Pennsylvania, widely known manufacturers 
of office furniture, recently appointed the Horne Desk 





W. A. Horne 


& Fixture Company as their exclusive agents in the 
Atlanta, Georgia, district. 

W. A. Horne, president of the company which bears 
his name, is one of the most progressive dealers in the 
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South. He maintains a large establishment and en- 
joys a high standing in the trade. Mr. Horne is ably 
assisted in the promotion of the business by his son, W. 
A. (Bill) Horne, Jr., and F. G. Bryan. 

A complete stock of the Corry-Jamestown line is 
now available for inspection, sale and delivery. 


ee 
ZAHNER VISITS U. S. 


Willy Zahner, European district manager, account- 
ing machine division, Underwood Elliott Fisher Com- 
pany, with headquarters at Basel, Switzerland, is vis- 
iting the home offices of the Underwood Elliott Fisher 
Company in New York, discussing important matters 
demanding prompt solution on account of the quickly 
changing economic conditions abroad. This is in line 
with that policy of the company which insists on hav- 
ing personal contact with the people who have charge 
of their affairs in different parts of the world. 

Mr. Zahner is an able and energetic office equipment 
man who thoroughly understands conditions abroad 
with relation to manufacturing and distributing prob- 
lems of the machines he handles. 





EXCUSE US, PLEASE 





CONFUSION IN NAMES AND CONNECTION 

On page 92 of the March issue, appeared an item con- 
cerning the taking of larger space by the New Orleans 
Ribbon and Carbon Supply, New Orleans, La. The item 
stated erroneously that the increase in business which 
necessitated the removal, was attributed by Maurice 
Brunet, Jr., to cooperation offered by Ruxton Products 
Inc., formerly Ault & Wiborg Company. It was further 
inaccurately intimated that B. A. Brady was president 
of the New Orleans Ribbon and Carbon Supply. 

The item should have stated that the business in- 
crease was due in a large degree to the cooperation of 
the Ault & Wiborg Carbon and Ribbon Company, Inc., 
Cincinnati, Ohio, and its president B. A. Brady. Mr. 
Brady has no official connection with the New Orleans 
Ribbon and Carbon Supply, whose sole owner is Maurice 
Brunet, Jr. 

The errors are sincerely regretted. We tender our 
apologies to Mr. Brunet and to Mr. Brady. 


——— 
CORRESPONDENT FALLS INTO ERROR 


In last month’s issue we published a short item to 
the effect that Al Kimmel had joined the Denver sales 
force of the All-Steel-Equip Company, and that the 
appointment was made by A. A. Keith, Denver sales 
manager. The item should have stated that Mr. Kim- 
mel has joined the sales force of the Keith Safe Com- 
pany at Denver, the dealer representative of the All- 
Steel-Equip line. His appointment was made by A. A. 
Keith, head of the Keith Safe Company. 


—_—.g——- 


DR. RUNTE DEPUTY LEADER, NOT DIRECTOR OF 
GERMAN TRADE GROUP 


On Page 39 of the February issue of Office Appliances 
it was reported that Dr. Karl Runte had been ap- 
pointed director of the German Trade Group having 
jurisdiction over office machines. It has been called 
to our attention that Dr. Runte is deputy leader of this 
trade group and that Hermann Klee is general direc- 
tor of the group. 
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CURRENT CORPORATION FINANCIAL STATEMENTS 

The W. A. Sheaffer Pen Company resumed dividends 
on the common stock March 6, declaring $1.00 a share 
for the first half of the year, payable March 15 to stock 
of record March 9. This is the first disbursement on 
the common since fifty cents was paid March 15, 1932. 
(Chicago Tribune, March 7.) 


. * * 


The Dictaphone Corporation and subsidiaries report 
for the year ended December 31, 1934, shows a net 
profit of $391,282 after depreciation, as certified by 
independent auditors. Federal and foreign income 
taxes, equivalent after eight per cent preferred divi- 
dends, to $2.46 a share on 126,892 no par shares of 
common stock. 

This compares to $138,236, or forty-five cents a share 
on 126,622 common shares in 1933. Current assets as 
of December 31, 1934, amounted to $1,836,809, and cur- 
rent liabilities were $1,837,439, compared to $1,743,826 
and $79,895 respectively, at the end of the preceding 
year. (Wall Street Journal, Feb. 28.) 


. . . 


Addressograph-Multigraph Corporation experienced 
a marked expansion of sales, which has not had a pro- 
portionate effect on profits because of the higher level 
of costs, but the ten per cent price advance February 
1 should go a long way toward restoring better unit 
profit margins. The price increase should produce 
$500,000 to $750,000 additional revenue per year on the 
volume of business handled in 1934, but the entire gain 
obviously will not be carried through to net income. 
The necessity for this advance is illustrated by the 
fact that October and November accounted for only 
about $40,000 of the $396,000 net profit (fifty cents a 
share) realized in the first eleven months, despite con- 
tinued expansion in sales and shipments. This show- 
ing was decidedly favorable in comparison with the 
$323,000 loss incurred in the full year 1933, however, 
and indicates the progress already made under the 
beneficial effects of expanding sales. Even though 
operations appear to be definitely in the black and 
further improvement is likely this year, dividend re- 
sumption is improbable until the $1,600,000 construc- 
tion loan has been funded or retired out of earnings. 
(Wheeling, W. Va., Intelligencer, Feb. 22.) 

International Business Machines Corporation and 
subsidiaries report for the fiscal year ending December 
31, 1934, certified by independent auditors, shows net 
income including undistributed earnings of foreign 
subsidiaries, of $6,597,362 after interest, depreciation, 
Federal taxes, etc., equivalent to $9.38 a share on 703,- 
345 no-par shares of capital stock. This compares with 
$5,736,424, or $8.15 a share in 1933. Current assets as 
of December 31, 1934, including $1,988,750 cash, 
amounted to $5,928,857, compared to cash of $1,800,828, 
current assets of $7,213,393, and current liabilities of 
$3,589,475 at the end of the preceding year. 

Remington Rand, Inc., and subsidiaries reported De- 
cember quarter net profit of $560,778, or nineteen cents 
a common share. This contrasts with $444,741, or ten 
cents a share a year ago. Nine months’ net profit was 
$950,378, or one cent a common share, against $554,307, 
or $3.53 a preferred share, a year ago. (Chicago Daily 
News, March 20.) 


The annual statement of The Parker Pen Company 
made public March 4 that a net profit of $389,267 was 
shown, after taxes and charges, equivalent to $2.05 a 
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share on the 189,546 outstanding shares. This com- 
pared with net profit of $88,949 in 1933, or forty-seven 
cents a share. Kenneth Parker, president, called at- 
tention to the fact that net sales in 1934 showed a net 
increase of about forty per cent over 1933, and that 
good will, etc., formerly carried on the statement at 
$400,000, has been charged off to surplus and written 
down to $1.00. Gold costs of approximately $35.00 an 
ounce, instead of $20.66, naturally cut down the show- 
ing. (Chicago Daily News, March 4.) 
~~ 


ANNUAL MEETING OF WOODSTOCK 
TYPEWRITER COMPANY 

The annual meeting of the stockholders of the 
Woodstock Typewriter Company was held March 19 at 
Woodstock, Ill., followed by a meeting of the directors, 
at which the following officers were reelected: R. W. 
Sears II, president and chairman of the board; J. M. 
Hackney, vice-president; Arnold J. Lethen, secretary 
and treasurer; J. F. Swahlstedt, assistant treasurer; 
N. M. Keating, assistant secretary. 


NS SN ES kL TT 
J. E. BLAINE, JR., GLOBE-WERNICKE TREASURER, 
PASSES AWAY 

As this issue went to press, we received telegraphic 
information of the passing of J. E. Blaine, Jr., treasurer 
of The Globe-Wernicke Company, Tuesday night, 


March 26. 
We have the impression that Mr. Blaine spent his 





The Late J. E. Blaine, Jr. 


entire business career with The Globe-Wernicke Com- 
pany. At the time he became a member of the staff, 
his father, J. E. Blaine, Sr., was secretary and treasurer 
of the company, handling all of its finances and 
credits. So, as treasurer of the company, Mr. Blaine 
followed in the footsteps of his father. Further par- 
ticulars of his career will be presented in the May issue. 


OES TTS SS aT 
TRAVELERS REPORT GOOD BUSINESS 


Among the members of the trade passing through 
San Antonio during the past month were R. B. Ran- 
dall, director of sales, Jack Donahue, color expert and 
G. M. Cunningham, Texas representative, all of The 
Carter's Ink Company, calling on dealers and pushing 
their lines of colors, adhesives, etc. Mr. Randall ex- 
pressed himself as optimistic over business conditions. 
They are making a trip through the south and middle 
west. 

W. W. Epps of the Columbia Ribbon and Carbon 
Company and L. R. Klein of Yawman & Erbe, were two 
others of the trade who were in San Antonio recently. 

BCR 
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THE GUEST BOOK 

R. H. Sprague, secretary of the Weis Manufacturing 
Company, Monroe, Mich., provided a pleasant surprise 
by dropping in for a visit March 2. He reported a nice 
volume of business and as he personally appeared to be 
fit as a fiddle, he did not seem to have a complaint in 
the world. 

Charles L. Mitchell, secretary of Crane & Company. 
Inc., Topeka, Kas., and former president of the Na- 
tional Stationers Association, affixed his unique signa- 
ture to The Guest Book on March 5. Charlie, as most 
of his friends know him, was on his way to Kenosha 
to see his mother. He had just returned from a three 
months’ trip through the southwest, which included a 
sojourn in his winter home at Point Loma, near San 
Diego. Business on this trip, he reported, was the best 
he had experienced in the thirty years he has been 
making the territory. He had a lot of nice things to 
say about preparations for the fair to be held in San 
Diego this year and about the Boulder dam, one of 
the principal officials on the job having been a sales- 
man for Charlie years ago. A tough life for this man 
from Topeka with a winter home in California, a sum- 
mer home in the mountains of Colorado, and with 
Topeka as headquarters and a place in which to make 
a decent living. What, what? 

Dean Patton of Glens Falls, N. Y., dropped in for a 
brief visit on the afternoon of March 5. He recently 
has been put in charge of an eastern territory for the 
Victor Adding Machine Company, and was in Chicago 
spending some time at the factory before taking over 
his new duties. Dean is a good worker and he knows 
his adding machines. 

W. R. Diehl, Jr., of the Diehl Office Equipment Com- 
pany, Columbus, Ohio, inscribed his name upon the 
Guest Book on March 14. Mr. Diehl was in Chicago on 
business but managed to take a little time off for rec- 
reation. He spoke enthusiastically concerning busi- 
ness prospects and referred to the adding of some out- 
side men to his company’s sales staff. He is an ener- 
getic young man, fast acquiring a practical knowledge 
of the commercial stationery business under the tutor- 
ship of his father, who is so well known in office equip- 
ment circles. 

Guy M. Harrington, advertising manager for Shaw- 
Walker Company, signed his name to the Guest Book 
on the 15th. While in Chicago on business, he found 
time to break away to knock at Office Appliances’ front 
door and participate in a cheerful noontime visit. 

Charles W. Lipman, who travels north and east for 
the George B. Graff Company, Boston, signed the 
Guest Book March 15. Charlie, brimful of enthusiasm, 
had been making a swing around his territory, going 
as far west as Omaha, and was headed east. He was 
gratified over the response of the dealers to the Graff 
message in the form of orders. 

J. B. Hurston, of the Central State Office Outfitting 
Company, Mt. Pleasant, Mich., paused during a “busy” 
business visit to Chicago to sign his name in The Guest 
Book on March 16. Mr. Hurston, a typewriter expert 
with a long and varied experience in the mechanical 
development end of the typewriter industry, reminisced 
to the delight of the staff of this journal who were 
fortunate enough to be present. In between comments 
on “way back when” Mr. Hurston told of the establish- 
ment of his new business in Mt. Pleasant where he is 
handling a general line of office supplies including, of 
course, typewriters and other office machines. It was 
a stimulating visit which left a desire that it be re- 
peated. 


sn 
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B. A. Tuttle, of South Bend, Ind., affixed his signa- 
ture to The Guest Book March 18. He had just re- 
turned from a five months’ vacation spent largely in 
Florida and Texas. (Pretty soft!) Mr. Tuttle is think- 
ing now of returning to active participation in the 
office equipment field but as yet has made no plans. 

Arturo R. Dunn, Montevideo, Uruguay, dropped in 
for a visit and signed the Guest Book on the twenty- 
first. Mr. Dunn is on an extended trip which included 
some weeks in England before he came to the United 
States. In this country he visited with relatives in the 
East, also Royal Typewriter Company and other manu- 
facturers. Traveling west, he spent a week with Ad- 
dressograph-Multigraph Corporation in Cleveland and 
expects to spend further time with them after finish- 
ing his business in Chicago. He visited Wilson-Jones 
Company and made other contacts during a busy stay 
in the Windy City. The remainder of his program in- 
cluded additional conversations with manufacturers 
and possibly some time for a vacation before sailing 
for home. Mr. Dunn expressed satisfaction over the 
business outlook. In Argentina he reported the de- 
pression was over, and throughout the southern part 
of the continent he found the possibilities for in- 
creased business volume attractive. 

An additional notice outlining some of Mr. Dunn’s 
business connections and activities appears elsewhere 
in this issue. 

Ernest Dalton, of the Union Ribbon & Carbon Com- 
pany, Philadelphia, signed The Guest Book March 21. 
Ernest reported a successful trip through the south 
and the east and was on his way to California. We 
suggested accompanying him to the state of eternal 
sunshine, but remembered that we had an April num- 
ber to get out. Ernest finds time to travel from coast 
to coast without neglecting any part of his territory. 

Marcus Harwitz, general manager of the Regal 
Typewriter Company, favored us with a visit by tele- 
phone on the twenty-first. In Chicago on a brief busi- 
ness trip and with a few minutes to spare before check- 
ing out, he gave us a ring to say hello and cheer us on 
our way. cntianial 

BUSINESS BOOM IN LONDON REPORTED 

According to F. B. Patterson, president of the Na- 
tional Cash Register Company, who returned recently 
from a business trip to London, Paris and Berlin, 
England is approaching stability and is financially 
sound and economically strong. In commenting upon 
the situation he said, “There’s a regular boom on in 
London, and, since we sell the major share of our 
machines to shopkeepers, we have benefited mate- 
rially.” seni males 
REMINGTON-RAND NOTES 

The following personal items were turned in by the 
San Antonio branch of Remington-Rand, Inc.: 

M. H. Lehman of the Systems Division is in Buffalo 
where he is taking one of the factory’s courses. 

Albert Johnson has been transferred to Beaumont 
where he heads the maintenance department. 

Gordon Randolph has returned to work, having re- 
covered from injuries received in the course of duty. 
—BCR a 


COMPO ENLARGES CAMERON’S TERRITORY 
Cal Cameron, whose headquarters are at 140 Maiden 
Lane, New York City, now covers the entire Atlantic 
seaboard from Virginia north to Canada for the Compo 
Manufacturing & Sales Company, Westport, Conn. 
A complete stock of the entire Compo line of stapling 
machines, pliers and staples is carried in New York 
for immediate delivery. 
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MEETINGS—CONVENTIONS—DINNERS 


TRADE RECOVERY PLAN TOLD AT WASHINGTON 
MEETING 





Important Plan of National Stationers Association to 
Foster Cooperative Action Between Trade Divisions and 
Help Coming of Better Business. 

The outstanding topic discussed at the third regional 
district meeting at Washington, D. C., on March 11 
and 12 was the National Stationers Association plan 
for trade recovery. This plan, authorized by the ap- 
proved code for the trade, calls for the filing of all 
prices and terms of sale with a confidential and disin- 
terested agency of the divisional code authority. Such 
filed prices, including any revisions thereof, shall be- 
come effective immediately upon the receipt by the 
code authority agency. The plan, which is an open 
price plan of selling to apply to various items carried 
by members of the commercial stationery and office 
equipment trade in seven geographical divisions, was 
announced on March 4 by the National Industrial Re- 
covery Board. Members of the trade who are affected 
are those in the following geographical divisions: 


District No. 1.—Maine, New Hampshire, Vermont, Massachusetts, 
Rhode Island and Connecticut. 

District No. 3.—Pennsylvania, New Jersey (south of Trenton), Dela- 
ware, Maryland, Virginia, District of Columbia and West Virginia 
(Wheeling only). 

District No, 4.—North Carolina, South Carolina, Tennessee, Georgia, 
Alabama, Mississippi, Florida, Louisiana and Kentucky. 

District No. 7.—Minnesota, Iowa, North and South Dakota. 

District No. 8.—Missouri, Kansas, Arkansas, Illinois (East St. Louis 
only), Nebraska and Oklahoma. 

District No. 9.—Texas (except El Paso). 

District No. 11.—Montana, Utah, Idaho, Washington and Oregon. 

The plan will apply to the following items: bound blank books, busi 
ness furniture, office chairs, calendar pads, commercial envelopes, chalks 
and crayons, crepe paper and tags, diaries, drawing and artists’ mate- 
rials, desk accessories, fountain pens, mechanical pencils, filing devices 
and supplies, loose leaf devices and supplies, hardware and glassware, 
inks and adhesives, leather goods and leather novelties, miscellaneous 
Stationery products, duplicating machines and stencils, paper fasteners, 
numbering machines, pencil sharpeners, wood cased lead pencils, pins 
and notions, pen points, rubber sundries, ribbons and carbon paper, 
school supplies, rulers, stamp pads and daters, specialty paper prod- 
ucts, waste baskets, stationery, tablet and school paper, typewriter and 
other commercial cut paper, wood furniture, wire staples and stapling 
machines, papeteries and school supplies 


The meeting in Washington, March 11 and 12, was 
the tenth annual meeting of the third regional dis- 
trict and took place at the Hotel Hamilton, Washing- 
ton, D. C. 

John A. Brown of Pittsburgh, Penna., regional gov- 
ernor, called the meeting to order. He complimented 
Charles P. Garvin, general manager of the National 
Association, on his efficient leadership in the face of 
the complex problems which came before him for so- 
lution. Mr. Brown paid a feeling tribute to the mem- 
ory of William Henry Brooks, Jr. He also paid tribute 
to the memory of Mrs. Ed. Little. 

Mr. Brown voiced his appreciation of the work done 
by the Penn-Mar-Va Trav- 
elers Club and then re- 
quested each person present 
to introduce himself by 
name. 

This done, Mr. Brown in- 
troduced Mr. Garvin, who 
in turn presented Harold 
C. Whittemore, secretary of 
the Wholesale Stationers 
Association. Mr. Whitte- 
more said that once upon a 
time the wholesaler and the 
commercial stationer were 
at sword’s points. This con- 
dition exists no more. The 


formulation of codes to John A. Brown 





govern the different parts of the industry has brought 
the two divisions together and a mutual interest had 
been created. Mr. Whittemore offered as one solu- 
tion of current troubles the sifting out of those who 
claim to be wholesalers but are not. They finally set up 
definitions as to what constitutes a wholesaler under 
which the wholesaler must meet definite requirements 
and must sell over fifty-one per cent of his merchan- 
dise to dealers for resale. Mr. Whittemore referred to 
the cooperation between the Wholesale Stationers As- 
sociation and the National Stationers Association in 
bringing about results. 

Mr. Garvin spoke on the National Stationers Asso- 
ciation’s Definite Plan for Trade Recovery already re- 
ferred to which is characterized as the distribution 
measurement plan. The association had endeavored 
to codify business, and they had found conditions and 
interests on the outside which were reluctant to see 
the industry obtain codes for the government of their 
procedure. He reviewed the conflict of selfish interests 
and explained the reasons for the association’s work 
to protect the plan. 

He displayed a series of charts to show the value 
of products and the channels of distribution and the 
percentage of distribution through the various chan- 
nels. He urged a study of these charts as a means of 
establishing competitive liability. 

Mr. Garvin outlined the methods of handling exclu- 
sive agencies and the possible protective elements to 
be included in the contract made. He touched on the 

natter of co-agencies and referred to the need for 
arrangements under such sales plans. Following out 
this definite plan, he said, will determine who is a le- 
gitimate customer for the wholesaler and who should 
be sold by the manufacturer thus making possible a 
coordinated agency job. A chart showing how to mark 
up goods correctly was shown, also a demonstration of 
the method of collecting figures so that the proper set- 
up can be obtained to use as a measuring stick in the 
establishment of correct overhead. A manufacturer 
must set up a plan to function in measuring the dealer 
value, and the speaker pointed out the requirements 
necessary for such a plan. Under it, the manufac- 
turer’s distribution is so set up as to give the facts 
needed to measure up and learn who are the profitable 
distributors so that the manufacturer can work with 
them. , 

Mr. McCoy of the Stockett-Fiske Company, Wash- 
ington, explained the use of a chart for measuring the 
talents of retail salesmen. He outlined the plan fol- 
lowed and gave the questions needed in judging ap- 
plicants and scoring values 
on the chart. Age, educa- 
tion, marital status, chil- 
dren, years of sales work, 
public contact, membership 
in clubs, holding office in 
clubs, personal appearance, 
height, weight, facial ex- 
pression, experience in the 
field, approach, poise, voice 
and general impression 
created, included most of 
the matters involved in 
the examination. These 
factors give a written com- 
posite record of the appli- 
cants. 





J. P. Moriarity 
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William E. Hough of The Victor Safe & Equipment 
Company, spoke briefly on the new plan and registered 
enthusiasm as to its value. He believes that if the 
plan is examined and the charts shown to stationers 
in the several districts, they will accept it with en- 
thusiasm. 

Mr. Garvin noted the fact that the plan covers the 
operation of the trade as a whole and it is not one 
which will cover any one district when another district 
is running wild. As we take the measure of our policies, 
our eyes are opened. The plan proposed will enable 
those who can do the job to operate with a minimum 
of obstruction. It is not based on negation in any way. 
A definite plan for trade recovery, he said, will answer 
the question as to whether or not commercial station- 
ers shall endure. 

J. A. Brown, regional governor, then appointed the 
following nominating committee: Woodson P. Waddy, 
Everett Waddey Company, Richmond, Va.; William E. 
Hough, Victor Safe & Equipment Company, North 
Tonawanda, N. Y.; T. S. Beckwith of T. S. Beckwith & 
Company, and Jesse Kaufman of Lucas Brothers, Bal- 
timore. 

Annual Banquet 


The annual dinner was held in the Gold Room of 
the Hotel Hamilton on the evening of March 11, the 
entertainment being furnished through the courtesy 
of the Penn-Mar-Va Travelers Club. Mr. Garvin was 
toastmaster and kept things going at a lively tempo. 
Remarks were made by Col. Gaskill, chairman of the 
Lead Pencil Institute; H. C. Whittemore, secretary of 
the Wholesale Stationers Association; Woodson P. 
Waddy of Everett Waddey Company, Richmond, for- 
mer president of the National Stationers Association; 
Ben Wachtel of the Parker Pen Company, president- 
elect of the Penn-Mar-Va Travelers; M. H. Jackson, 
former president of the Penn-Mar-Va Travelers Club; 
William E. Hough of the Victor Safe & Equipment 
Company, and Colonel J. J. O'Hare of the Boorum & 
Pease Company. 

Regional Governor Brown closed the oral activities 
of the annual dinner with a few brief remarks in 
which he brought out the fact that these regional 
meetings are the means of accomplishing the finest 
things that are done in the trade. 


Tuesday’s Session 


The session of Tuesday, March 12, was addressed by 
Mr. Garvin, who gave further review of the definite 
plan for trade recovery. It is expected to make an al- 
lowance for credit points, and for such factors as na- 
tional advertising, etc. The plan is not altruistic in 
an effort to aid all, but is rather an effort first to help 
those who are members of the association. The plan 
will be copyrighted and will be for the use of associa- 
tion members and will be released to members only 
under agreement. 

William E. Stockett, Jr., spoke on Advertising for 
the Stationer and dwelt especially on newspaper ad- 
vertising. He admitted that he could not find the 
proper measuring stick as to value in advertising, but 
believes that dealers should point out that their stores 
are institutions of service. Just how to get this fact 
over to customers is a difficult point. There is need 
for some medium that will quickly reach and effec- 
tively convince customers. He believes the newspapers 
to be the best medium to get the story over quickly 
and effectively to possible customers. 

R. H. Schmidt of Baltimore, Md., also discussing ad- 
vertising, said that the subject is so definitely a part 
of all business that the difficulty lay in knowing what 
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to emphasize. Advertising evidences confidence in the 
products advertised. Advertising is what makes prod- 
ucts nationally known. 

Advertising may be divided into four channels, first, 
newspapers which reach everyone and make quick ac- 
tion possible; second, direct mail advertising, which 
involves a prohibitive cost unless properly used and 
great care given to the checking of lists. Third, radio, 
which has become a great factor in advertising, but 
for the average store in this field is difficult to use 
because of competition with large programs. However, 
spot radio advertising can be secured at a nominal 
cost. Fourth, billboards. 

What We Can Learn from the Chain Stores was the 
subject assigned to Woodson P. Waddy, who said that 
at one time he looked upon chain stores as contribut- 
ing little to the community, but he now felt they had 
come to stay and that they perform a real function. 
Dealers can profitably study the lighting effects the 
chain stores achieve, their attractive signs, their well 
trained salespeople, etc. 

W. T. Harrison of the Westinghouse Lamp Company, 
Bloomfield, N. J., spoke on Illumination for the Store. 
He outlined sign lighting, show window lighting and 
store lighting as the three factors of his subject. Sign 
and show window lighting are bait directed to the pub- 
lic to induce them to enter the store and store lighting 
is the finishing touch. He told of experiments made 
in the same window which was well lighted at one time 
and poorly lighted at another, the same products be- 
ing used in each case. The differences in sales results 
were astounding and altogether in favor of the well 
lighted window. Mr. Harrison urged the use of com- 
plementary colors. Colors should be conformed to sea- 
sons and events where possible. He approved the use 
of motion in window display and demonstrated by 
the use of a projection lantern how to check on the 
proper lighting in windows. 

The meeting then went into a general discussion on 
the resolution that “there is a place in the future for 
the well managed ground floor commercial stationer 
and office outfitter.” This discussion was led by John 
A. Brown, regional governor. 

E. Russell Ashley of Ashley-McCormick Company, 
Bridgeton, N. J., spoke from the viewpoint of a com- 
mercial stationer in a small city. Such a dealer has a 
very definite field. In the small city rents are lower 
and the store provides the advantage of handling com- 
plete lines and giving real service. The way to operate 
is to sell the service and not merely to merchandise a 
group of products. He advocated exclusive agencies 
in small cities. 

Mr. Garvin took up the subject of codes, saying that 
the codification of industry would continue in some 
form or other. He observed that the definitions and 
factors in industry are important and need further 
classification. 

Edward Eisenstein of Shanahan & Company was 
unable to be present. His paper was accordingly read 
by Charles H. Everly of Office Appliances. Mr. Eisen- 
stein made the point that the ground floor is the logi- 
cal location of the stationery store. Abuses exist but 
can be corrected and cut-throat competition can be 
cured. Manufacturers should establish a proper mark- 
up that provides for a profit in the operation of such 
stores. 

William F. Laskowski of The Cotterel Company, Har- 
risburg, Penna., took the viewpoint of the commer- 
cial stationer and office outfitter in a state capital. He 
believed that there is a place in the future for the well 
managed ground floor stationery store if the dealer 
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will do his own planning and thinking and concentrate 
in striving to render definite service to the community. 

A general discussion ensured on salesmen’s commis- 
sions on special items. The opinion appeared to be that 
a special commission is best on items it is desirable 
to move to clear out stock. Such a commission often 
operates favorably on such lines as fountain pen sales, 
etc., producing sales in the higher price brackets. Rib- 
bons and carbons also offer an opportunity to increase 
volume through special commissions. 

Nelson Bushnell of the Alvah Bushnell Company, 
Philadelphia, chairman of the code committee of the 
specialty paper products code, presented an outline 
of the provisions of the code, told of its application 
and how the code had been formulated, and appealed 
to the dealers to respect and observe the standards 
established under the open price plan. 

This was followed by a general discussion with re- 
gard to a number of the provisions of the code. 

It was announced that the nominating committee 
would report later to the regional governor so that their 
selections might be confirmed at the convention of the 
National Stationers Association at Kansas City in Oc- 
tober. 

Letters of condolence were directed to be sent to 
William Henry Brooks on the death of his son, William 
Henry Brooks, Jr., and to Ed. L. Little, on the death of 
his wife. 

John A. Brown then expressed his appreciation of 
the cooperation of the National Stationers Association 
and the Penn-Mar-Va Travelers Club in preparing 
plans for the meeting, which thereupon adjourned. 


+ 
GREENSBORO DEALERS ACTIVE 


P. A. Robinson, secretary of the Greensboro, N. C., 
Office Equipment and Supply Association, informs 
Office Appliances that a meeting was recently held in 
the Greensboro Chamber of Commerce meeting room, 
attended by members from every firm selling office 
equipment in Greensboro. The following officers were 
elected: President, A. W. Lull, Remington Rand, Inc.; 
vice-president, R. T. Wills, Wills Book & Stationery 
Company; secretary-treasurer, P. A. Robinson of W. 
H. Fisher Company, Inc. 

The meeting was attended by the following: A. W. 
Lull; J. A. Kellenberger of J. J. Stone & Company, as 
well as Whitney Bauserman and Ross Dixon of the 
same company, and Mr. Snyder, a newcomer to the 
firm was also present; S. T. Wyrick, S. T. Wyrick & 
Company; Charles Harrison, Harrison Printing Com- 
pany; P. A. Robinson and R. T. Wills. Archie Mc- 
Daniel, representative of The General Fireproofing 
Company, was a visitor. 

The association, which has been organized for one 
year, holds monthly meetings. 

qq yr---r—~= 
STATIONERS ASSOCIATION OF NORTHERN 
NEW JERSEY DINES 

The twenty-first annual banquet of the Stationers 
Association of Northern New Jersey took place on 
March 18, at the Hotel Douglas in Newark. The event 
is said to have been a gala occasion for the members 
and friends of the association who attended. There 
was a fine crowd present and the affair was informal 
as on previous occasions. 

After an excellent dinner with orchestral music, 
there was dancing until a late hour. The event was a 
success from start to finish and Chairman Martin 
Escoffer and his entertainment committee deserve 


much praise. 
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PENN-MAR-VA TRAVELERS CLUB’S ANNUAL MEET 

The annual meeting of the Penn-Mar-Va Travelers 
Club was held March 10, 1935, at the Hotel Hamilton, 
Washington, D. C., President M. H. Jackson presiding. 
A resolution of regret at the passing of Bill Brooks, Jr., 
was brought before the meeting and proceedings were 
suspended for a few minutes in recognition of the loss 
sustained by the club and the industry. 

President Jackson welcomed the gathering and rec- 
ommended that the club bear in mind in the selection 
of officers to choose men who have had contact with 
the major cities in the district, so that they may be 
enabled to operate in closer co-operation with the sta- 
tioners’ associations in the different localities. He 
then appointed a nominating committee composed of 
William E. Hough of Victor Safe & Equipment Com- 
pany; Walter S. Stringer of the Joseph Dixon Crucible 
Company, and J. Kip Edwards of Acco Products Incor- 
porated. 

The minutes of the previous meeting were then read 
and, upon motion of R. T. Gemmell of Binney & Smith 
Company, the minutes were accepted as read. Ben 
Wachtel of the Parker Pen Company, chairman of the 
publicity committee of the club, then gave a report on 
the activities of his committee and stressed the im- 
portance of the co-operation of all the members of the 
club in sending in items of news to the publicity com- 
mittee. The membership committee reported a check 
of the membership list, and the elimination of names 
that should no longer be carried, and also reported the 
addition of seven new members. E. F. Perry, one of the 
founders of the club, was made an honorary member 
and presented with a membership pin. J. A. Brown of 
Pittsburgh, Pa., the regional governor of District No. 3, 
was then called into the meeting and presented with 
one of the club pins, which he acknowledged with 
thanks. 

It was resolved that the regional governors of the 
district, as elected, would, in the future, be sent a suit- 
able letter offering the co-operation of the Travelers 
Club in his work in the district, and that also the re- 
gional governors, as elected, would be presented with 
the club pin and made honorary members of the club. 

The entertainment committee, through Ben Wach- 
tel, its chairman, then reported on the plans for the 
entertainment at the regional meeting, March 11 and 
12, and also on the entertainment they are to furnish 
at the annual banquet of the Philadelphia Stationers 
Association, to be held at the Ben Franklin hotel in 
Philadelphia, Thursday, April 4. 

There was a discussion held in regard to the possi- 
bilities of a group insurance plan, covering the mem- 
bers of the club. This discussion was led by Mr. Jack- 
son, president of the club, and the decision was that 
the plan was not feasible. There was also a discussion 
concerning the question of levying assessments on the 
club members when a death occurred in the club ranks 
and it was decided that such a plan was impractical. 
The treasurer’s report showed the club to be in good 
financial standing. The Hotel Committee through W. 
H. Cravens, secretary of the club, expressed the belief 
that active work by the committee might secure some 
advantageous results for the club members, and the 
secretary was instructed to write the hotels in the dis- 
trict in order to learn the conditions and advise the 
club in regard to the results. 

The attendance prizes, an annual event, resulted in 
the first prize of $12.50 being won by Charles H. Everly 
of Office Appliances; second prize of $7.50 by J. J. 
Kerns of the Stationers Loose Leaf Company, and the 
third prize of $5.00 by William Skinner, manufacturers’ 
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agent of Chicago. The club voted to continue the pres- 
entation of the “Pot of Gold” prizes next year. 

The Educational Committee held a discussion in re- 
gard to what this committee could do in the direction 
of helping the dealer. The points particularly pre- 
sented were in regard to promoting the sale of quality 
merchandise, and the education of salespeople em- 
ployed in the stores. It was decided that the Educa- 
tional Committee should carry through on a definite 
plan, and outline such a plan, to govern the holding 
of sales meetings for the different dealers in the dis- 
trict. William F. Laskowski of the Cotterel Company 
of Harrisburg, Pa., gave an outline of the plan used in 
their establishment, as a guide to the committee in 
carrying on this work. Regional Governor J. A. Brown 
spoke briefly on the need of salespeople for the special- 
ized information members of the club could furnish, 
and suggestions in regard to the formation of this plan 
were made by J. J. O’Hare, of the Boorum & Pease 
Company; W. H. Cravens, of Walcott-Taylor Company; 
Ben Wachtel, of the Parker Pen Company; Ed. Little, 
of Wabash Cabinet Company; Wm. E. Hough, of Victor 
Safe and Equipment Company, and J. Kip Edwards, of 
Acco Products, Incorporated. 

President Jackson then appointed the following Edu- 
cational Committee for the following year: William E. 
Hough of Victor Safe and Equipment Company; Ernest 
A. Eilers of Boorum & Pease Company; J. J. Kerns, 
Stationers Loose Leaf Corporation, and Robert T. Gem- 
mell of Binney & Smith Company. 

The Nominating Committee then submitted the fol- 
lowing names for officers in the current year: Ben 
Wachtel, of the Parker Pen Company, president; A. E. 
Petersen, of the Oxford Filing Supply Company, first 
vice-president; Robert T. Gemmell, of Binney & Smith 
Company, second vice-president; W. H. Cravens, Wal- 
cott-Taylor Company, secretary, and Charles P. Gar- 
vin of the National Stationers Association, treasurer. 
The ticket submitted was unanimously elected. Presi- 
dent-elect Wachtel then took the chair and made a 
brief speech of acceptance in which he pledged every 
possible effort to further the interests of the club and 
the industry, and asked for the support of the mem- 
bers in carrying on the work. 

Upon a motion of Walter S. Stringer a vote of thanks 
was extended to President Wachtel for attending to the 
representation of the club at the funeral of W. H. 
Brooks, Jr. 

Mr. Wachtel was reappointed chairman of the Pub- 
licity Committee and publicity contact for the club at 
Philadelphia. Upon a motion, a box of candy was voted 
to be presented to Miss Jean Stringer, daughter of Wal- 
ter S. Stringer, who is the club mascot. There being no 
further business, the meeting adjourned. 

* . * 


Resolutions Outline Penn-Mar-Va Principles 


At the annual meeting of the Penn-Mar-Va Trav- 
elers Club held in Washington, D. C., a year ago, the 
following resolutions were passed outlining the prin- 
ciples and policies of the club: 

BE IT RESOLVED THAT, Whereas, The members of 
the Penn-Mar-Va Travelers Club believe in improving 
themselves, and thereby increasing their own sales; 

And, Whereas, Every member of the Penn-Mar-Va 
stands ready to offer their time and experience to any 
and all dealers; 

And, Whereas, They feel that in the past their serv- 
ices have not been used to the fullest extent; 

And that, Whereas, Due to the depression, sales 
training methods and sales discipline in retail stores 
are at a low ebb, and therefore offer great opportunity 
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for co-operative effort, this resolution was, in regular 
meeting, adopted for presentation to the Regional 
Meeting of District 3, at Washington, D. C., February 
26 and 27, 1934. 

BE IT RESOLVED: 

That all members of Penn-Mar-Va pledge themselves 
to greater service; 

And, the seeking of opportunities to serve; 

And, that all dealers can depend upon the earnest, 
intelligent and sincere sales training help of every 
member of Penn-Mar-Va; 

And, that we in group assembled, tender our hearty 
co-operation in any undertaking that is earmarked 
with profit for the dealer, in which our knowledge and 
experience can be a benefit. 

In addition, we request all dealers and their buyers 
to encourage all travelers to become members of Penn- 
Mar-Va for the reason that the motivating force of 
Penn-Mar-Va is service to the dealer through both 
association and personal work collectively and indi- 
vidually. 

—_—e 
SEATTLE TYPEWRITER MEN MEET 

Reduction of membership dues in the Seattle Type- 
writer Dealers Association to 50 cents per month for 
non-Chamber of Commerce members was approved at 
the first meeting of the year in February. Those be- 
longing to the Seattle Chamber of Commerce still pay 
twenty-five cents per month as dues to the association. 

Every member present was given the name of two 
other dealers, who are not active members, and asked 
to get their signatures on the roll before the March 
meeting. 

Various schedules were discussed, together with ques- 
tionnaires sent to the membership and returned by a 
number of dealers the first part of the year. Several 
minor changes in the schedules were proposed and 
adopted. 

Directors of the association hope to devise a worth- 
while program when a majority of the questionnaires 
ere returned. A number of appropriate suggestions 
have been received and the officials are incorporating 
them into the general plans for progress during 1935. 
—JCJM 

ee 
CONNECTICUT VALLEY STATIONERS HOLD 
BANQUET 


The annual banquet of the Connecticut Valley Sta- 
tioners Association, held February 26 at the Hotel Bond 
in Hartford, proved to be a lively and successful affair. 
General Manager Charles P. Garvin of the National 
Stationers Association talked on Friendship, giving a 
highly inspirational address. Songs were rendered by 
Tom Stonehouse of the Sheaffer Pen Company and 
John MacDonald of Plimpton’s. 

The hilarity of the occasion was a fitting climax to 
the more serious meeting of the afternoon. 


President Bengston presided. 
—__—_<g—_—_ 


ROTARIANS FETE B. C. VOLGER 


The Rotarians of Passaic, N. J., gave a luncheon in 
honor of B. C. Volger’s eightieth birthday recently. 
This pioneer of the stamp pad industry continues his 
active interest in the industry he founded. Roger W. 
Brett, son-in-law of Mr. Volger, is secretary and treas- 
urer of the company. He has been associated with Mr. 
Volger twenty-three years. 

Office Appliances congratulates Mr. Volger on his 
long and successful business career and hopes that he 
will fraternize with his service club friends many 
years. 
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FOURTH DISTRICT STATIONERS MEET 


Stationers of the Fourth Regional District of the Na- 
tional Stationers Association met on March 21 and 22 
at the Hotel Floridan at Tampa, Florida. P. K. Smith 
of St. Petersburg, regional governor of the district, pre- 
Sided. Each person present was called on to identify 
himself. Among the guests present were C. P. Garvin, 
general manager of the National Association; C. A. 
Kern of Lakeland, Fla., president of the Florida Sta- 
tioners Association, and others. 

Frank M. Traynor, president of the Tampa Chamber 
of Commerce, presented greetings from the city and 
regrets from Mayor R. E. L. Chancey, who was unable 
to attend. Jim Pickard, hotel manager, struck a popu- 
lar note when he said, on being introduced, “Boys, the 
house is yours.” 

The following members were named as a steering 
committee to whom matters for the discussion of the 
assembly might be referred beforehand: Morris Han- 
sell, New Orleans; Harold Carithers, Atlanta; G. H. 
Moore, Charlotte, N. C.; Sidney Gassenheimer, Mont- 
gomery, Ala.; C. H. Howell, Chattanooga, Tenn.; A. W. 
McClure, Macon, Ga.; A. P. Baylis, Atlanta; C. A. Kerr, 
Lakeland, Fla.; T. A. Clarke, Memphis, Tenn.; J. S. 
White, Jacksonville, Fla.; R. H. Schorb, Columbia, S. 
C.; W. G. King, Greenville, S. C.; Zac Smith, Birming- 
ham, Ala., and Henry Coleman, Savannah, Ga. 

George H. Moore, A. W. McClure, T. A. Clarke and 
Zac Smith, all from the steering group, were appointed 
a nominating committee to select nominees for district 
governor and other officers for the ensuing year. Each 
of the foregoing committees was instructed to name its 
own chairman. 

Following the routine of introductions and appoint- 
ments, J. S. Sprott, president of The Globe-Wernicke 
Company, was introduced and made a vigorous ad- 
dress. His remarks were filled with optimism and good 
cheer. The codes, he said, have been a wonderful help 
to business. 

“IT have an appreciation of the cooperation among 
the retailers in the various markets of this district,” 
said Mr. Sprott. “I make this statement so that you 
may know the things I am about to say are made with 
this fact before me. I want to congratulate this dis- 
trict on the progress made along this line, and I hope 
you will continue to stay in front. I feel that the 
greatest progress we shall make will be made by volun- 
tary action on our part. * * * The greatest good 
that has come from the NRA has been secured by those 
industries that have used their code as a tool which 
would produce improved conditions in the field which 
that particular industry covered. 

“The great accomplishments in all history have been 
made when men desired the end that was most ad- 
vantageous to their particular enterprise. If I read 
history aright, the progress made under new laws 
where the individuals affected are antagonistic to those 
laws has failed of the desired result, or has been 
achieved after a vast amount of turmoil. 

“I can see no reason why we should worry as to 
whether the codes are going to be continued after the 
expiration of the present act. It seems to me that 
what we should be worrying about is first, whether or 
not we have a clear picture of the road that we should 
travel to bring us not only a profit in our business, but 
a continual progress that will insure higher standards 
of ethics and trust in our fellows. 

“We must have a keen appreciation of the prosperity 
in our industry in direct ratio to the prosperity of the 
nation as a whole. Therefore, in building our industry, 
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we must build in a broad way to secure the most to be 
desired results. 

“It seems to me that extracts from a certain letter 
that I am about to read vividly bring out the lack of 
common thought along certain lines and point out in 
a tangible way the things that we must do to conserve 
the attractive features of the program which has de- 
veloped under the N. R. A. ‘The N. R. A. has been 
nothing but a thorn in our side’ said one. “To begin 
with, it is an assumption that business men are not 
competent to manage their businesses. We, therefore, 
resent the encroachments upon the liberty of action of 
business. We feel that as the need for cooperation is 
felt among business men they will have intelligence 
voluntarily to cooperate.’ 

“In contrast to that, let me quote from a letter from 
another city. ‘We recognize the many shortcomings of 
the N. R. A. and the fact that the codes are bound to 
work hardships in some form or other, but I believe 
that they have been of more benefit to the medium 
and small sized outfits than is generally recognized.’ ” 

Mr. Sprott then read an extract from another letter 
from a market where retailers use the code as a tool 
and make the most of it. “The steel industry code 
especially is of much benefit to dealers. Through its 
practice, one of the best and the most loyal stationers’ 
clubs we have ever had has been formed and every 
member is enthusiastic for its continuance.” 

“With opinions so diametrically opposed, it stands to 
reason that either one or another of these writers is 
wrong. I think the last letter quoted is right, and I 
suggest to you that you do not worry about the N. R. A. 
continuing and that if we have become so instilled 
with the idea that we must have letters to designate 
our activity along certain lines, that we substitute for 
the three letters N. R. A. those other three, N. S. A.” 

General Manager Garvin from National head- 
quarters in Washington praised the N. R. A. and espe- 
cially the N. I. R. A. for life-saving service to business 
in general and the stationery business in particular. 
He said that so far he had seen no better ideas than 
those of the N. I. R. A. 


The N. S. A. Yardstick 


Practically every man attending the convention was 
present for the report on the National Association plan 
to be outlined by General Manager Garvin. The text 
of the proposed set-up was distributed before Mr. Gar- 
vin began his speech. The plan described has already 
been outlined in the report of the third district meet- 
ing at Washington, D. C. and need not be repeated 
here. 

Mr. Garvin outlined the course of business since 
1928 showing volume changes, employee ratios, wages 
and the up and down of every feature of merchandis- 
ing trends. It is illegal under the codes to sell at dif- 
ferent prices but if the N. R. A. falls down, look out 
for what may happen when the anti-trust laws are 
made effective. The plan was widely discussed follow- 
ing Mr. Garvin’s remarks and explanations. Many 
questions were propounded and doubtful points cleared 
up. 

Following the discussion, the yardstick plan was 
adopted by the convention. 


Friday Morning Session 


The final session of the convention developed some 
of the liveliest talks of the meeting. There was a flood 
of complaint about the operations of the so-called 
bootlegging concerns in a couple of the country’s 
largest cities and dealers demanded to know how they 
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could be protected. President Kern of the state asso- 
ciation reported loss of city business in his home town 
of Lakeland to a metropolitan unit which cut his and 
his associates’ prices forty per cent. Mr. Garvin said 
that while the new N.S. A. yardstick would reach such 
cases in time, it would be well to know the origin of 
the stock sold and to let it be known that it was in 
dealers’ eyes a very bad practice. 

President Sprott of The Globe-Wernicke Company 
read a telegram stating that the U. S. government had 
reported a plan to buy steel cases from the Federal 
Prison Bureau, whereupon the meeting rose in wrath 
at this leaning toward prison-made materials. A reso- 
lution instructed the preparation of vigorous telegrams 
from associations and individuals to senators and con- 
gressmen. 

Atlanta, Ga., Greenville, S. C., and New Orleans 
were applicants for the 1936 convention. Atlanta won 
the honor. 

The nominating committee recommended that the 
fourth district be divided into two four-state groups 
one to include Louisiana, Tennessee, Alabama and Mis- 
sissippi on the east, and North Carolina, South Caro- 
lina, Georgia and Alabama on the west. 

Morris Hansell of New Orleans was nominated as 
regional governor of the east district and Harold 
Carithers of Atlanta of the west district. 

Both Henry Coleman of Savannah and Harold 
Carithers of Atlanta brought cheerful news. Both are 
working for a state association. 

George H. Moore said that the Tar Heel state was do- 
ing well, and his neighbor, W. G. King of Greenville, 
spoke encouragingly of the results achieved by his 
city stationers’ club and expected a South Carolina 
state organization before next year. 

Zac Smith spoke in praise of the work done by the 
Birmingham Club which functions on prices and on 
many other practices. 

Mr. Gassenheimer spoke in praise of the Montgom- 
ery Club and offered to work with Zac Smith for an 
Alabama organization. 

Mr. Hansell brought cheer from New Orleans and 
some probability of a Louisiana organization. 

Mr. Kern reported optimistically for Florida. 

—_——___———- 
NEBRASKA STATIONERS ORGANIZE ASSOCIATION 


The stationers of Nebraska have organized the 
Nebraska Stationers Association and at a meeting in 
Lincoln on February 21 elected the following officers: 

President, R. E. Johnson of the Omaha Stationery 
Company; first vice-president, Jerry Latsch of Latsch 
Brothers, Lincoln; second vice-president, B. H. Buck- 
rum of Milburn & Scott, Beatrice; treasurer, Jess Faes 
of George Brothers, Lincoln; secretary, John Ford, Jr., 
Peterson Lithograph & Printing Company, Omaha. 

It is the purpose of the association to enlist the active 
support of all stationers in Nebraska for mutual co- 
operation. It is proposed to hold a meeting every other 
month. 

— 
STATIONERS SQUARE CLUB MEETS 


The Stationers Square Club of Greater New York, No. 
576, held a meeting at the Governor Clinton hotel in 
the Greeley room on March 21. Dinner was served at 
7:00 P. M. One of the principal speakers was Paul 
Partridge, vice-president of the Chemical National 
Bank, whose subject was “Banking in Connection with 
Present Day Business.” 

Reports of committees and other matters of business 
were attended to. The attendance was satisfactory. 
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BOSTON STATIONERS ASSOCIATION MEETS 


On Monday, February 25, the Boston Stationers As- 
sociation held a meeting at the Chamber of Commerce, 
where C. P. Garvin, general manager of the National 
Association, was the guest of honor. 

Various matters were discussed. 

The forty-seventh annual banquet of the association 
was held on Monday evening, February 25, at the 
Statler. George Pratt, president of the Boston Sta- 
tioners Association, was toastmaster. Everybody had 
a wonderful time. In round figures, the attendance 
was about one hundred fifty. The dinner was followed 
by dancing. Ken Reeves’ orchestra furnished the 
music. There was the usual distribution of paper caps 
and favors to celebrate the event and help make the 
evening lively. 

Mr. Pratt made appropriate comment on the four 
deaths which had occurred in the past year—Frank 
W. Bailey, J. T. Bailey, F. W. Southack and William 
Hilton. He voiced the regret of all at the passing of 
these members of the craft. 

Walter Dolliver of the Rhode Island Association was 
introduced and extended greetings from his organiza- 
tion. He said that the group in his state are endeavor- 
ing to make progress on a basis of mutual friendship 
and confidence. 

Edgar Berry of Lewiston, Me., newly elected presi- 
dent of the Wholesale Stationers Association, was also 
presented, and in a brief statement he emphasized 
the better feeling that is being developed between 
wholesalers and dealers. He presented a brief review 
of the program adapted by the wholesalers at their 
recent convention in Atlantic City and emphasized the 
advantages of that program in the relations between 
wholesalers and dealers. 

Mr. Pratt called attention to the changes in Ameri- 
can life, and remarked that representative government 
as we have known it is, under present operations, being 
threatened. He said that with a few exceptions rep- 
resentative government abroad is no more, and that 
even in the United States the government of one of 
our states seems to be in a condition of chaos. It 
behooves us, he remarked, to take a careful look at 
the forest and for the time being to forget the trees. 

C. P. Garvin, general manager of the National, gave 
an interesting summary of the parade of events in 
Washington of late. He read a humorous poem which 
he had written, dealing with these events and their 
progress. He told of a session at the Gridiron club 
which he had recently attended and remarked that 
the great men of the world are just as puzzled as we 
are in regard to the outlook and that it will probably 
be necessary to bring the problems of business right 
back to the doorstep of the individual American. He 
insisted that the committees dealing with business 
problems in Washington are really trying to find a 
way out and that one of the problems they face is 
to find out where to draw the line between those 
normally employed and those who should be cared for 
by the community. The speaker believed that we are 
on the way out, but if we are to continue favorable 
progress, we must follow leadership. Mr. Garvin then 
turned to a humorous illustration of business economies 
through a chart which he has prepared. On this chart 
there were illustrations of the different types of people 
who are met with in the attempt to solve economic 
problems. The hard-boiled egg, the lemon, the bug, 
the high-hat, the loud-speaker, the prune, a cross sec- 
tion of the brain of an economist, and some socks in 
the jaw were mentioned, and from these humorous 
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Dinner Group of Underwood Elliott Fisher Men Assembled at the Mount Royal Hotel in Montreal in Honor of the Visit of Export 
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illustrations he drew certain conclusions regarding the 
major problems that must be overcome. He suggested 
that we compare our country with other countries, 
which would prove to us that we are not so badly off 
as some would have us believe. He suggested that 
when we worry over ourselves we should think of the 
conditions elsewhere and be glad that we live in the 
United States. 

Mr. Pratt closed the dinner with an expression of 
gratification at the progress which has been made in 
the trade toward solving problems. 
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NEW YORK STATIONERS ASSOCIATION MAKES 
IMPORTANT DECISION 

Following is a notice sent to the trade in New York 
City by Louis Caracci, acting president of the Station- 
ers Association of New York: 

“At a meeting of the board of directors of the Sta- 
tioners Association of New York held on Friday, March 
8, 1935, at which most of the members of the board 
were present, the future program of the association was 
discussed in detail. It was decided to again adopt a 
program consisting of dinner-meetings to be held in 
the following months: October, November, January, 
March, April and May. The annual banquet will be 
held in February and the entertainment and dinner 
in May of each year 

“At a general meeting to be held shortly, new com- 
mittees will be appointed and such changes in the by- 
laws aS may be deemed necessary will be voted upon. 

“It is felt to be important that members of the in- 
dustry, retailers, wholesalers and manufacturers, be 
given an opportunity to meet socially and for the pur- 
pose of discussing general problems of the trade.” 

all 
WASHINGTON ROYALITES DINE 

The Washington, D. C., office of the Royal Typewriter 
Company, Inc., recently held a banquet to celebrate a 
fine record they made during 1934. They not only 
smashed quota figures, but set a new high for sales in 
Washington. Recent returns indicate that they are 
continuing on the same high plane 

oe 
BIRTHDAY PARTY 

Ralph S. Bauer, former mayor of Lynn, Mass., owner 
of the North Shore News Company and of the sta- 
tionery stores in Lynn and Salem bearing his name, 
was given a birthday party in February by local news- 
paper men 


CHICAGO OFFICE APPLIANCE MANAGERS HEAR 
MARSHALL FIELD EXECUTIVE 

Ernest L. Olrich, comptroller of Marshall Field & 
Company and formerly vice-president of National 
Cloak & Suit Company, addressed the Chicago Office 
Appliance Managers Association at its regular monthly 
meeting held March 8 at Medinah Athletic club. The 
theme of his talk was to sell on what your equipment 
will do and not on what a fine article you have. He 
explained that no one actually sells office appliances 
to Marshall Field & Company, one of the largest users 
of office equipment. The company buys to meet its 
requirements. The salesman sells systems, methods 
and economies. He admitted cheerfully that most of 
the things his organization knew about systems re- 
sulted directly from presentations made by salesmen 
for office equipment and supply companies. 

Mr. Olrich’s talk was refreshingly frank. In relat- 
ing experiences he used names of companies and their 
salesmen who called upon him instead of talking in 
general terms. He had little interest for the man he 
called the “commission chaser,” the salesman whose 
sole interest seemed to be what he personally could 
get out of the transaction. He said also the salesman 
should be frank enough in his story to show economies 
or other benefits under working conditions instead of 
ideal conditions which seldom exist. His freedom with 
brickbats and bouquets registered with an attentive 
audience. 

An important point discussed frequently by office 
equipment men and which was brought up in the dis- 
cussion which followed, is whether in a large organiza- 
tion the salesman should go above the office manager 
if he is making no apparent progress with that indi- 
vidual. Mr. Olrich’s recommendation was that it would 
be unwise for the salesman to go over the head of the 
office manager. Instead, if some one higher up should 
be seen, he recommended that the branch manager or 
the assistant branch manager establish that higher 
contact. 

ss 
NEW ENGLAND TRAVELERS CLUB MEETS 

The March meeting of the New England Travelers 
Club was held at the University Club, Boston, at 5:15 
P. M. March 29, at which time there was swimming in 
the club pool, followed by dinner at 6:45 P. M. 

After dinner the members bowled. 

The meeting was under the direction of Jim Hobart 
and everybody had a wonderful time. 
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FLORIDA STATIONERS MEET IN TAMPA 


The Florida Stationers Association, organized July 
20, 1933, was in session at intervals in connection with 
the Fourth District meeting of the National Station- 
ers Association in Tampa, Fla., March 21 and 22. Most 
of the time, however, the members were busy with 
their guests. 

President C. A. Kern, reporting for the past year, 
said codes were effectively understood by having them 
assigned to individuals for study and report. Local 
problems were largely worked out through three re- 
gional associations—Jacksonville, Miami, Central and 
West Coast. 

Recognizing that possibilities of cooperation hung on 
the price question, the Florida dealers bit into it with- 
out fear or favor. Representatives of each divisional 
group brought in a “Suggested State Price List,” and 
all members voted not to underquote this list, and ad- 
here to quantity discounts established therein. 

Under this agreement the old practice of “five to 
twenty per cent rebate to most any customer who 
asked for special concessions” was abandoned for “two 
per cent for cash within ten days.” Under this ruling 
one dealer who had been giving a favorite customer 
ten per cent off for volume ceased to do so, and has 
since enjoyed this profit on sales that always exceed 
a thousand dollars a month. 

Much credit for saving the business was given the 
NRA by Mr. Kern. Through its efforts, plans and pro- 
tection, he said, merchants have been able to maintain 
prices and get back on a profit basis. The Florida as- 
sociation will have much to do to guide the dealers 
through the coming days when the fate of every inde- 
pendent merchant faces a struggle to survive mass 
buying organizations. 

C. P. Haynes, of Tampa, is secretary of the state as- 
sociation. He announced the next meeting at Orlando 
in June. 

With one exception, the new distribution yard stick 
plan of the National Association was approved.—HWL 
MR. CUSHING GIVES INFORMAL LUNCHEON 


A small informal luncheon was given by Walter F. 
Cushing on March 1 at the Boston Chamber of Com- 
merce to commemorate the forty-seventh anniversary 
of Adams, Cushing & Foster, Inc. Those present beside 
Mr. Cushing, included the following: William H. Big- 
glestone, now president of the American Blank Book 
Company, forty years’ service; John A. Finger, now 
treasurer of the American Blank Book Company, twelve 
years’ service; Allen A. Cole, thirty-six years’ service; 
Harry L. Chandler, vice-president of Adams, Cushing 
& Foster, Inc., fifteen years’ service; Mrs. Chester B. 
Gooding, ten years’ service, and Miss Ada J. Beck, sec- 
retary, fifteen years’ service. 

It proved a happy event and all those present are 
looking forward to the golden anniversary in 1938. 

CLEVELAND OFFICE MACHINE MEN NOMINATE 

OFFICERS 


At the March meeting of the Cleveland Typewriter 
and Adding Machine Dealers Association held at the 
Hotel Allerton, the following were named a committee 
to nominate candidates for officers for the ensuing 
year: L. Pierce, Walter Hanson, I. Dawson, M. Speiss 
and Tom Conn. It was decided to elect a treasurer, 
instead of the secretary having to handle this work. 
Another new officer will be a Sergeant at Arms. Two 
directors are also to be chosen. 

The annual meeting will be in April—AED 
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MARCH MEETING OF CHICAGO TYPEWRITER MEN 


With about thirty-six present, the regular monthly 
meeting of the Chicago Typewriter Dealers Associa- 
tion was called to order at 8 P. M. by President Al- 
bright. As usual the meeting was held in the Medinah 
Michigan Avenue Club. 

James P. Ward, Sr., secretary pro tem read the min- 
utes of the February meeting and a letter from the 
Milwaukee Typewriter and Office Machine Dealers As- 
sociation containing an invitation to the Chicago group 
to be present at the meeting of the Milwaukee asso- 
ciation on the evening of March 19. About half of 
those present indicated their acceptance of the invita- 
tion. (A story of the Milwaukee meeting appears else- 
where in this issue.) 

A welcome guest at the meeting was George S. 
Walker, first president of the National Typewriter and 
Office Machine Dealers Association, which was organ- 
ized in 1926. Mr. Walker was at that time proprietor 
of the Western Typewriter Sales & Service Company 
of Denver. He retired in 1928 but expects to get back 
into harness again soon. 

On invitation, Mr. Walker briefly outlined the history 
of the National Association and emphasized the need 
for a strong national body. He suggested that perma- 
nent headquarters for the National association be 
established and that a paid executive secretary be 
employed. 

Following Mr. Walker’s remarks was a general dis- 
cussion which culminated in the unanimously approved 
motion that President Albright write to C. Elmer An- 
derson, president of the National Typewriter & Office 
Machine Dealers Association for data concerning the 
activities of the National group in 1935. The members 
expressed a desire for some concrete evidence of pro- 
gressive work before tendering their support, financial 
or otherwise. 

Frank Marin reported for the committee appointed 
in February to investigate rental prices. Following his 
report the discussion broadened into comment upon 
the general price cutting situation with particular ref- 
erence to department stores. One suggestion offered 
was the establishment of a buying pool among mem- 
bers of the local association. After considerable dis- 
cussion President Albright was authorized to contact 
wholesalers, department stores and representative 
dealers for the purpose of meeting together and at- 
tempting to solve the problem. 


Ee 
ORTHWINE EMPLOYEES DINE AND DANCE 


The employees of Rudolf Orthwine Corporation of 
516 West Thirty-fourth street, New York, N. Y., gath- 
ered at the Hotel New Yorker on February 23 for their 
annual dinner and dance. Albert J. Herold, who acted 
as master of ceremonies, made a short speech of wel- 
come and extended thanks to the fifty-seven associates 
seated about the table. There was much merriment 
throughout the evening. Dancing followed the dinner, 
and between the courses an enjoyable program of en- 
tertainment was carried out. This included Miss 
Jeannie Alexandria, the pretty young miss who sings 
The Desert Song and other selections over the radio. 
Her singing was the hit of the evening. 

Rudolf Orthwine was the guest of honor and grace- 
fully accepted the dinner as a gesture of good fellow- 
ship. 

The committees, headed by Thomas Carroll and 
Chris. Vitzthum, were heartily congratulated for the 
good work they did in arranging the dinner and the 
entertainment events. 
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CONNECTICUT VALLEY STATIONERS CELEBRATE 
AN ANNIVERSARY 


President Thure Bengston opened the seventeenth 
annual meeting of the Connecticut Valley Stationers 
Association on the afternoon of February 26, 1935, in 
the Hotel Bond at Hartford, Connecticut. A represent- 
ative and congenial group of dealers, manufacturers 
and travelers listened to the president’s opening re- 
marks, following which Secretary McGar read the 
minutes of the previous meeting. 

In his annual report of the activities of the Associa- 
tion under his regime, Mr. Bengston called attention 
to the more satisfactory condition of business in the 
field today in comparison with that of a year ago. He 
reported the level of business higher and the oppor- 
tunity for sound business activity greater. Mr. Beng- 
ston spoke favorably of the effect of the various codes 
in accounting for some of the improvements in con- 
ditions. 

Especially emphasizing one of the meetings last year, 
held in the new quarters of the Springfield Office Sup- 
ply Company, Mr. Bengston was impressed with its pos- 
sibilities for increasing the interest of the membership. 
In his opinion, the informality of proceedings held un- 
der such conditions does much to create confidence 
and morale among association members. 

Mr. Bengston eulogized the untiring activity of the 
late John J. McDonald in association work, his char- 
acter and high business standards. In closing, he ac- 
knowledged thankfully the co-operation of his fellow 
officers and committees. The annual reports of Treas- 
urer Sidney Challenger and Secretary Stanley McGar 
were read and approved. 

The chairman then called upon Ray I. Cowles. 
chairman of the Nominating Committee, for the rec- 
ommendations for officers for the coming year. Mr. 
Cowles reported the following slate: Leo W. Burt for 
president; David C. Lewis, first vice-president; Arthur 
C. Shearman, second vice-president; Otto Cavanaugh, 
third vice-president; Stanley McGar, secretary; Sidney 
H. Challenger, treasurer, and H. W. Weimer, auditor. 
The above named ticket was elected unanimously. 

The newly elected president was greeted appropri- 
ately by the retiring president and complimented by 
the association members. 

Called upon for remarks, President Burt facetiously 
congratulated himself on his success in securing the 
highest honor that the association could pay him after 
a tremendously strenuous campaign. Leading to a 
more serious strain of thought, he said, “Though one 
of the newer members of the association, the contacts 
and associations I have made have been, not only 
pleasant but beneficial.” In closing, he said, “If time 
and energy will make a success of the association for 
the coming year, I am with you 100% and I hope you 
are all with me.” 

The subject of increased membership was introduced 
by Ray I. Cowles, who suggested that a survey of pres- 
ent and past memberships might reveal some interest- 
ing facts. Donald Macdonald suggested the possibil- 
ity that embarrassment because of being delinquent in 
dues might be responsible for keeping some members 
away and out of the association circle. The consensus 
of opinion suggested a lenient attitude on this partic- 
ular question. At the conclusion of a thorough dis- 
cussion of the matter, the meeting listened to A. F. 
Rebhan, regional governor of District No. 1, who pre- 
sented the greetings of the district. He suggested that 
the Connecticut Valley is really a part of the New Eng- 
land district and made a plea for strong co-operation 
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between the Valley Association and the rest of the New 
England stationers. Such co-operation, in Mr. Reb- 
han’s mind, was vital to the success of the plans that 
have been evolved and are about to be put into active 
operation. He further cautioned hearers that any plan 
that was introduced with the hope of gaining some 
advantage must have the entire co-operation of all 
factors in a sale to begin with—the manufacturer, 
manufacturer’s representative, the wholesaler, dealer 
and dealer’s salesmen. He emphasized the fact that 
the dealer’s salesman is a very important factor in the 
sale because he represents the final contact with the 
actual user of the merchandise. It was Mr. Rebhan’s 
belief that oftentimes, dealers’ salesmen can accom- 
plish things that the dealers themselves haven’t the 
fortitude to attempt. He illustrated his point by citing 
an actual case where competitive dealers’ salesmen in 
a certain district got together and agreed among 
themselves to eliminate some of the so called “chisel- 
ing” that was going on among them. The effect of 
their combined efforts over a period of time resulted 
in their making 25% more for themselves as well as 
more for their employers. 

One of the particularly difficult factors to control, 
according to Mr. Rebhan, are the “Bid” sales. In this 
connection he spoke of the lack of knowledge of actual 
costs. To his way of thinking, the standard price book 
recently introduced is of considerable assistance in 
gaining better price levels. Mr. Rebhan particularly 
deplored all destructive criticism which does not offer 
an alternative plan for that which was in operation or 
proposed. He also made a plea for unity of purpose 
and plan, and for dealer dependability. 

Launching into the main purpose of his visit, he in- 
troduced the open price plan which is creating so much 
interest at the moment. The method of controlling 
prices has proven successful in a number of different 
fields. It does, however, depend upon unity of every 
sales factor in a given district. An excellent point 
brought out was that all prices must be fair to the con- 
sumer or user. An invitation was then extended to 
Valley dealers to attend the regional meeting in Boston 
on June 25 and 26. A brief resume of the program was 
given in which Mr. Rebhan paid tribute to the efforts 
of the New England Travelers. 

John E. Brooks, president of the New England Trav- 
elers Club, explained in more detail the intended pro- 
gram for the coming regional convention, extending 
on behalf of the Travelers Club, a, cordial invitation to 
Connecticut Valley dealers to attend. 

R. A. Jonas, Jr., sales manager of Oxford Filing Sup- 
ply Company, was introduced and collaborated infor- 
mally with the members in a spirited discussion of 
“The Filing Supply Code.” In this discussion, Charles 
P. Garvin, general manager of the National Stationers 
Association, played a prominent part. 

At the conclusion of pertinent remarks by Mr. Gar- 
vin, the afternoon session adjourned. 


The Annual Dinner 


At a later hour, all assembled in the Old English 
room for the annual dinner and its traditional good- 
fellowship. Not a flaw could one discover either in 
the menu or the entertainment. 

Chairman Bengston gave a brief welcome to the din- 
ers, introducing Mr. Rebhan, who in turn reiterated his 
pleasure at the opportunity to be with them. A tele- 
graphic greeting received from Gus. A. Nelson, Jr., was 
read and applauded. 

“Two valuable donated prizes” were announced, and 
Donald D. Macdonald of Bradley & Scoville obtained 
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the dealers prize, which to the amusement of the 
gathering proved to be a beautifully boxed chisel. 
Gerry Dell, of F. S. Webster Company, received the 
manufacturers prize, which proved to be a fine cut 
price schedule—an elaborate loose leaf price book with 
the top cover cut in half. The donations were in a 
spirit of fun and caused much laughter. 

President-elect Leo Burt, upon introduction by the 
Chair, expressed his pleasure at the opportunity to 
head the organization. This honor he found gratify- 
ing. Paying tribute to the retiring president, he spoke 
encouragingly of future prospects. He closed with a 
pledge of his earnest efforts in behalf of the associa- 
tion and its activities. 

To thundering applause, John J. McDonald and 
Thomas A. Stonehouse responded with vocal selections 
of popular appeal. Their efforts were enjoyed so thor- 
oughly that they found it difficult to conclude their 
part of the program. “Pearls of wit and wisdom from 
a Phat Philosper,” found the inimitable “Charlie” Gar- 
vin in one of his best moods. 

To the credit of the several committees under whose 
guidance the dinner and entertainment were carried 
out, the opinion is expressed that the event will go 
down in the records as one of the most successful the 
association ever held. 


<j 
“CHICAGO NIGHT” AT MILWAUKEE 


On March 19 twenty-eight dealers, wholesalers and 
manufacturers’ salesmen, representing the Chicago 
Typewriter Dealers Association, began a northward 
trek with the city of Milwaukee as the objective. The 
group was shepherded by James P. Ward, Sr., of the 
Shipman-Ward Manufacturing Company, who had 
been appointed a committee of one to make all neces- 
sary arrangements for those members of the Chicago 
Typewriter Dealers Association who accepted the in- 
vitation of the Milwaukee Typewriter & Office Ma- 
chine Dealers Association to help stage a “Chicago 
Night” at Milwaukee. 

On arrival, the Chicago men were greeted by smiling 
Milwaukeeans, including Alderman Carl P. Dietz, 
sponsor of the Dietz collection of typewriters now in 
temporary quarters in the Milwaukee museum. Mr. 
Dietz and E. J. Anderson, secretary and treasurer of 
the Milwaukee association, led the visitors to the dis- 
play of typewriters in the Museum building where an 
interesting but all too brief period was spent in view- 
ing some of the predecessors of the present standard 
typewriters. 

At seven o’clock, thirty-three members of the Mil- 
waukee association met the Chicago visitors in the 
Medford Hotel, where dinner was served with the Chi- 
cago men as guests of the Milwaukee association. 

Preceding the dinner, a photographer from a Mil- 
waukee paper took some flashlights of an old Sholes 
typewriter around which were grouped Alderman 
Dietz, E. W. Doepke, president of the Milwaukee asso- 
ciation, and several of the Chicago guests. 

President Doepke introduced Mr. Dietz, who spoke 
briefly concerning his typewriter collection. 

Mr. Doepke reviewed the history of the Milwaukee 
association, which was organized in the fall of 1933. 
E. H. Jones of L. C. Smith & Corona Typewriters, Inc., 
was the motive force behind the establishment of the 
organization and now serves as a member of the exec- 
utive board together with E. L. Weiser of Remington 
Rand, Inc., and Fred G. Jonathas of The Typewriter & 
Adding Machine Exchange. One of the activities of 
the Milwaukee association to which Mr. Doepke re- 


65 


ferred was that of sponsoring a series of demonstra- 
tions by the typewriter manufacturers, which the deal- 
ers attended in a body. One demonstration was held 
each week—first Remington, second Underwood, third 
L. C. Smith and fourth Royal. 

At the conclusion of the dinner, James P. Ward, Sr., 
was introduced in the role of a character reader. With 
“unquestioned” skill he read the character of Alder- 
man Dietz, to the merriment of the assembly. 

In the same humorous vein, President Doepke men- 
tioned the characters in a playlet he had written and 
Mr. Ward chose from the group, men to take the dif- 
ferent parts. When the entire cast was lined up 
against one wall, Mr. Doepke revealed the name of the 
playlet—“A Gathering of the Nuts.” 

By courtesy of the Medford Hotel, Booth Lewis ren- 
dered a few tenor solos. ; 

After a few short comments by A. B. Froelich of 
Reliable Typewriter and Adding Machine Corporation, 
Fred Jonathas, first president of the Milwaukee Type- 
writer Office Machine Dealers Association and W. S. 
Lennartson of Office Appliances, James P. Ward, Sr., 
made the speech of the evening. 

Mr. Ward indicated that he had a long serious speech 
prepared but that because the humor of the evening 
seemed to be that of good time rather than serious 
thinking he would save the speech for another occa- 
sion. In between much appreciated stories, he did 
bring in a reference to the value of associations if they 
did no more than get dealers acquainted with each 
other so that they would not think of their competitors 
as unprincipled business men. He extended the thanks 
of the Chicago typewriter dealers and also thanked 
Mr. Dietz for having arranged the visit to the museum. 

As a finale, President Doepke took the “Order of the 
Cardinal” for the purpose of organizing a chapter in 
Milwaukee. After one or two false attempts, Mr. 
Doepke went through the ritual without error and is 
now an approved Cardinal with the right to induct 
others into the order. 

When the formal meeting adjourned, interested 
groups gathered around two old typewriters Mr. Dietz 
had brought with him. One of the machines was a 
“Yu Ess,” estimated to be about twenty years old. This 
machine has only one impression key button, the let- 
ters being chosen by pointing a rod at the desired letter 
on a character plat. The other machine was a Ben- 
nett, similar to the machine Alderman Dietz obtained 
from J. A. Collins of Brownwood, Texas, in exchange 
for a barrel of beer provided by a Milwaukee brewer. 

—_—~.—_—_— 
MID-WEST TRAVELERS MEET 


A meeting of the Mid-West Travelers Club was held 
Saturday, March 9, at headquarters office, 204 Dwight 
building, Kansas City, Mo., to discuss plans for the 
meeting of the National Stationers Association’s eighth 
regional district in Kansas City, April 5 and 6. The 
following members of the club were present: O. E. Hug, 
F.S. Webster Company; C. L. Kaufman, National Fiber- 
stoK Envelope Company; W. R. Braden, Stationers 
Loose Leaf Company; R. C. Moore, Columbia Ribbon & 
Carbon Manufacturing Company, Inc.; R. C. Gage, Art 
Metal Construction Company; C. B. Horr, Victor Safe 
& Equipment Company; J. M. Keeling, Art Metal Con- 
struction Company; P. F. McLaughlin, manufacturers’ 
representative. 

As Willis Palmer, Jr., the auditor of the club, has 
been transferred to Los Angeles and has submitted his 
resignation as auditor, the president, O. E. Hug, ap- 
pointed C. L. Kaufman as auditor. 

President Hug appointed W. R. Braden as chairman 
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of the entertainment committee for the 1935 conven- 
tion, and Mr. Braden appointed as members of his com- 
mittee John Keeling and R. C. Moore. 

The Mid-West Travelers Club is pleased to welcome 
as a new member C. R. (“Jack’’) Laws, who covers the 
following states for The Globe-Wernicke Company: 
Missouri, Kansas, Nebraska, Minnesota, Iowa, North 
Dakota and South Dakota. The club is also gratified 
to welcome the following as new members: C. B. Horr, 
who represents the Victor Safe & Equipment Company 
in the Mid-West; R. C. Gage, representing the Art 
Metal Construction Company and Harry L. Short, who 
represents the Columbian Art Works, Inc. and the 
Oakville Company division of the Scovill Manufactur- 
ing Company 

> 
STATIONERS ASSOCIATION OF GREATER ST.LOUIS 


A meeting full of lively interest and instruction was 
held by the Stationers Association of Greater St. Louis 
on the evening of March 18 at the Mark Twain hotel in 
that city. Twenty members were present. 

President Schmiederer presided and following the 
formal business of the evening, the ensuing three 
hours were spent in a closed meeting during which 
many matters of personal interest to the members 
were discussed. Several misunderstandings were 
smoothed out and much was offered by way of con- 
structive criticism and suggestion. 

The president announced that new committees would 
be named at the next meeting of the executive com- 
mittee after which announcements will be mailed to 
the membership. 

Guests of the meeting following the dinner included 
Messrs. Brink and Raymond of the Artcraft Printing 
& Stationery Company, Quincy, Ill., both of whom ad- 
dressed the meeting. 

The next regular meeting of the association will take 
place on Monday evening, April 15, at the Mark Twain 
hotel, and visiting dealers and traveling men are in- 
vited. 
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ROYAL DEALERS MEET IN CLEVELAND 


More than forty dealers from Cleveland and North- 
ern Ohio points were guests at a luncheon meeting 
sponsored by the Cleveland branch of the Royal Type- 
writer Co., at the Cleveland Athletic Club. William 
Metzger, sales manager of the portable division, flew 
from New York to Cleveland in two and a half hours 
in order to address the gathering. He spoke on the 
subject of salesmanship and merchandising and re- 
ceived a fine ovation. His speech was broadcast from 
New York City and a phonograph record made of it. 
Incidentally, it was the first time that Mr. Metzger 
ever heard a reproduction of his own voice. 

The new Royal portable with touch control was 
shown to the guests and created enthusiasm.—AED 

a ———— 
RHODE ISLAND STATIONERS ASSOCIATION 


A well-attended meeting of the Rhode Island Sta- 
tioners Association was held on Wednesday, March 6, 
at the Narragansett hotel, Providence. Two new active 
members were admitted and eight associate members. 

Flowers and an expression of condolence were sent 
to Miss Lurena Adams of the Providence Paper Com- 
pany, whose mother recently died. 

John Rugen of Newport was accepted as a member of 
the organization. 

The next meeting of the association will be held on 
Wednesday, April 3, at which meeting a speaker on the 
subject of carbon paper will address the gathering. 





OFFICE APPLIANCES 


NEW ENGLAND TRAVELERS MEET 


The New England Travelers Club held a regular 
meeting at the Chamber of Commerce, Boston, on Feb- 
ruary 25. 

Charles P. Garvin, general manager of the National 
Stationers Association, addressed the meeting, advising 
those present with regard to the progress made in the 
codification of the industry. He also recommended 
that the travelers’ club appoint a special committee 
to receive material from the headquarters of the 
National Association. This committee would then pass 
along the information sent them so that dealers 
throughout the field might be better able to keep in 
touch with the developments in code administration. 
Following out Mr. Garvin’s recommendation, the fol- 
lowing committee was appointed: Frank Horie, Boorum 
& Pease Company; Mal Dresser of the Standard Diary 
Company; Joe Strauss of the Automatic Pencil Sharp- 
ener Company; James Hobart of Eberhard Faber Pen- 
cil Company; Court Worth of the Esterbrook Steel Pen 
Company; Walter Nichols of the Weis Manufacturing 
Company; Mel Wheeler of the American Pencil Com- 
pany; William Driscoll of The Carter’s Ink Company, 
and Chet Cummings. 

William Driscoll, who is chairman of the educational 
committee of the New England Travelers Club, urged 
the cooperation of all the men in the organization in 
carrying out sales meetings among the salesmen of the 
dealers throughout the field. 

Paul Cheney, chairman of the committee at work on 
the regional meeting to be held in Boston June 25 and 
26, reported enthusiastically upon the progress already 
made in developing plans for this meeting. Fourteen 
committees are actively at work and the plan for the 
two-day meeting will follow the general scheme of 
other district meetings. Letters, he said, would be sent 
out by the travelers’ club urging dealers to participate 
in the meeting and outlining the details of the pro- 
gram. It is expected that at least two hundred to 
two hundred fifty people will take part in this regional 
meeting of District No. One to be held at the Parker 
house, Boston, on the dates above named. 

An excellent program has been outlined and it is 
stated that the registration fee will be nominal. 

Emphasis is laid on the fact that the June meeting 
of the first regional district will be a two-day meeting 
and that ample time will be given for the discussion 
of vital subjects. 

A meeting of the New England Travelers was held 
on March 29 at the University Club in Boston. 


SS 


N. ¥. TYPEWRITER AND OFFICE MACHINE 
MEN MEET 


The Hotel Dixie was host to an open meeting of the 
National Typewriter and Office Machine Dealers Asso- 
ciation of New York on Wednesday evening, March 13, 
1935. After the usual dinner, the meeting was opened 
by President Ted Schafer who disposed of the usual 
items of business with dispatch. Secretary Pohl read 
correspondence which indicated considerable difficulty 
in obtaining definite information about the plans for 
the coming convention to be held in Washington in 
June. 

Some pertinent information was disclosed by various 
members on the local tax situation. Several other 
purely local difficulties were discussed. 

C. Jungbluth of the Underwood Typewriter Company 
was called upon by the chair and expressed his appre- 
ciation for the opportunity to be present. 

W. B. Faustmann of Brooklyn addressed the dealers 
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present in a stimulating and energetic manner. In 
citing many of the unfair practices, and particularly 
the difficult price situation, he suggested that the asso- 
ciation and members thereof get away from being just 
dealers and become bona fide business men. In at- 
tempting to find some solution to the difficulties that 
face dealers, Mr. Faustmann has spent considerable 
time and effort in contacting merchandising men in 
this territory. He has come to definite and positive 
conclusions, which he plans to present to the dealers 
for their co-operation very soon. It is his belief that 
the way to fight fire is with fire, and that a sincere 
co-operative effort along the lines on which he is 
thinking will produce results for typewriter dealers 
such as they have for merchants in other fields. 

It was apparent that Mr. Faustmann’s directness 
stirred the interest of many of the forward looking 
dealers, who evidenced their desire to have a part in 
the plan which he is to formulate definitely. 

The membership voted for an observance of the 
National Typewriter Dealers Week, which is designated 
as the second week in May. A number of members 
related some of the good effects of the effort made last 
year. A committee was appointed by the chairman to 
correlate effort in all the necessary promotion work. 

Hearty commendation is extended to the chairman 
for the manner in which the meeting was conducted, 
and the interest developed in the various subjects 
under discussion. 

—_>— 
STATIONERS GUILD OF CANADA MEETS 

The second annual meeting marking the end of the 
first year’s operation of the Stationers Guild of Canada 
took place on Thursday, March 14, at Toronto, Canada. 
It will be long remembered as a pleasant and success- 
ful gathering. Delegates were present from Montreal 
and other places represented included Winnipeg, St. 
John, London, Hamilton, St. Catharines and Walker- 
ville in Canada, and New York, N. Y. Over fifty mem- 
bers attended the business session in the afternoon. 

H. L. Willson, who came all the way from Winnipeg, 
helped to spread enthusiasm in Guild operations. His 
report of activities throughout the west was encourag- 
ing. Conditions in the Maritimes were presented in a 
paper by Mr. Rockwell of St. John, N. B., who was un- 
able to be present. This report was complimentary to 
the value of the Guild membership. 

Several of last year’s directors were reelected for a 
second term. Following are the new officers, directors, 
district chairmen and vice-chairmen: President, J. S. 
Luckett, Luckett Loose Leaf Ltd., Toronto; vice-presi- 
dent, T. V. Bell, Thomas V. Bell Ltd., Montreal; hon- 
orary treasurer, J. F. Taylor, W. J. Gage & Company, 
Ltd., Toronto. Directors: P. F. Grand, Grand & Toy, 
Ltd., Toronto; W. D. Nelson, McFarlane, Son & Hodg- 
son, Ltd., Montreal; J. A. Wilson, Viceroy Manufactur- 
ing Company, Ltd., Toronto; district chairmen: Mari- 
times, I. C. Rockwell, J. & A. McMillan, Ltd., St. John, 
N. B.; Quebec, Ed. Gariepy, Granger Freres, Ltee., Mon- 
treal; Ontario, H. P. Nichols, Hamilton; Prairie Provi- 
dence, H. L. Willson, The Willson Stationery Company, 
Ltd., Winnipeg; vice-chairmen: Quebec, W. Ed. Daw- 
son, Dawson Bros., Ltd., Montreal; Manitoba, I. C. 
Irvine, Willson Stationery Company, Ltd., Winnipeg; 
Saskatchewan, George Hazen, Hazen-Twiss, Ltd., Sas- 
katoon; Alberta, E. S. Keith, Keith Stationers, Ltd., 
Calgary. 

Membership in the Guild continues to climb. The 
bulletin of the association announces the election of 
about a dozen new members among the prominent 
stationers of the various cities throughout Canada. 
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STATIONERS SQUARE CLUB HOLDS MEETING 


The regular monthly meeting of the Stationers 
Square Club of New York, No. 576, was held at the 
Hotel Governor Clinton, Thursday night, March 21, 
President L. R. Schmidt in the chair. There was a fine 
attendance and reports were presented in regard to 
the big annual entertainment and dance, to be held at 
the Lismore hotel, New York City, on Saturday, April 6. 

There will be a ten-piece orchestra and the guests 
will enjoy dancing from eleven P. M. until two A. M. 
The activities of the early part of the evening will in- 
clude a fine entertainment—the Roxyettes, formerly of 
the Roxy Theatre, New York, and the Fanchon and 
Marko circuit with various specialties and ensemble 
numbers; Ella Logan, late of Lew Brown’s “Calling All 
Stars” will furnish plenty of zip and pep; Satch and 
Satchel, slap-stick and knock-about artists; Nino- 
Negrita, the ballroom dancing team, and the Van sis- 
ters, doing songs and acrobatic stunts. Sammy White, 
late of “Ziegfeld’s Show Boat” and now master of cere- 
monies at the Hollywood Cafe, will see that the pro- 
gram is run off in the proper style. 

A letter was read from Paul Wielandy of St. Louis, 
stating that he was unable to attend the last meeting, 
at which time he was in New York, and also sending 
regrets, and wishing the club success. 

A minute book was presented to the Club, from 
Boorum and Pease, through Jack Walder, the secretary 
of the club, who is the Boorum and Pease representa- 
tive in New York City. 

Bob White, one of the members of the club, sent in 
a letter acknowledging the good wishes and congrat- 
ulations of the club on his recent marriage. 

Paul Partridge, vice-president of the Chemical Bank 
and Trust Company of New York City, who was to have 
addressed the meeting on the subject of “Modern 
Banking” sent his regrets at being unable to be present 
on account of illness. 

The treasurer reported the finances in fine condition 
and the Good and Welfare Committee were granted an 
appropriation of twenty-five dollars, for the aid of one 
of the members of the organization who is in need. 


— 
SOUTHERN TRAVELERS REORGANIZE 


Coincident with the Fourth Regional District meet- 
ing at Tampa, Fla., on March 21 and 22, the Southern 
travelers met and reorganized the Southern Travelers 
Club, electing the following officers: President, Tom 
Riley of the Eberhard Faber Pencil Company; first 
vice-president, Lionel Colomb of New Orleans, repre- 
sentative of the Weis Manufacturing Company; second 
vice-president, Jim Cooper, manufacturers’ agent, At- 
lanta; secretary and treasurer, Ben. McGinty of the 
Wilson-Jones Company, Chicago; permanent chair- 
man, Jack Gram, president, J. L. Hanson Company, 
Chicago; custodian, E. C. Harpold, Dameron & Pierson 
Company, Ltd., New Orleans. 

All Southern travelers in this industry are requested 
to send dues promptly to Mr. Harpold. 


Ee 
WOODSTOCK BUSINESS BOOMING 


The business of the Woodstock Typewriter Company 
exceeds all previous records for the first two months of 
1935, and for the first half of March. There has been 
a wider distribution in greater quantities, resulting in 
increased profit for Woodstock distributors. The 
branch managers and distributors have earned more 
and bigger bonus checks to date this year than in any 
previous like period. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; R. A. Maish, Dennison Manufacturing Company, 


Framingham, Mass., 


vice-president and chairman, manufacturers division: B. /. Bristoll, Koch Brothers, Des Moines. lowa, vice- 


president and chairman, office furniture and office outfitters’ division; R. C. Moore, Columbia Ribbon & Carbon Manufacturing 

Company, Kansas City, Mo., vice-president and chairman, field division; ]. O. Davis, Miller-Davis Company, Minneapolis, Minn., 

vice-president and chairman, manufacturing stationers division; Edward Wobber, Wobbers’, San Francisco, Calif., vice-president 

and chairman, distributors’ and wholesalers’ division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C., 

treasurer; Woodson P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin, Washington, D. C., secretary 
and general manager. 


Regional Governors and Retail Directors 


No. 1 A. F. Rebhan, Blake pany, Dayton, Ohio, Gov- 
& Rebhan Company, Bos- ernor 
ton, Mass., Governor N Ed I B 
. F o. § edwin I, aer, 
No. 2 J. E. Van Natta, Baers’, Canton, Ohio, Re- 


Ithaca, N. Y., Governor 


— my Slit - No. 6 D. S. Hansen, Carl 
burgh, Penna Governor — Brothers, Moline, IIl., 
: . Governor 


N 3 P Mo - E 
o J riarity No. 6 M. A. Bredesen, 


Morrison Paper Company, 
Washington, D. C., Retail Bredesen Brothers, Beloit, 


tail Director. 


Director Wisc., Retail Director. 
No. 4. P. K. Smith, Pinel- No. 7 L. W. Hamm, The 
las Printing & Stationery Pierce Company, Fargo, 
Company, St. Petersburg, N. D., Governor. 


Fla., Governor 
7 - No 


No. 5§ Cc. W. Roth, Roth 
Office Equipment Com- 


G. W. Trapp, Curtis 
1000, Inc., St. Paul, Minn., 
Retail Director. 


General Offices and Information Bureau 
Time and Place of Next Annual Convention 


REGIONAL MEETING SCHEDULE 


At least four regional districts of the National Sta- 
tioners Association will hold annual meetings during 
April. The schedule is as follows: District No. 6 at 
Peoria, Ill., April 2, 3 and 4 in conjunction with the 
Illinois Booksellers and Stationers Association; District 
No. 8, Muehlebach Hotel, Kansas City, Mo., April 5 and 
6; District No. 7, Nicollet Hotel, Minneapolis, Minn., 
April 8 and 9; District No. 5, Columbus, Ohio, probably 
April 12 and 13. 

—_— 
NEW ENGLAND TRAVELERS CLUB 


The regular meeting of the New England Travelers 
Club, whose headquarters are at 27 Kingston street, 
Boston, will hold an important convention on June 25 
and 26 at the Parker house, Boston, coincident with the 
first two-day regional convention of District No. 1, Na- 
tional Stationers Association. The club has united with 
the stationers to make this the most outstanding busi- 
ness and social event of its kind in stationery history. 
The program will be filled to the brim with carefully 
planned events which will benefit conditions in the 
stationery business in New England. Both dealer and 
manufacturer are looking for profit and both sides 
are getting together to discuss frankly the best way to 
attain this goal for everybody. Fourteen committees, 
consisting of travelers and stationers, are now engaged 
in planning for this convention and the work will not 
stop until the night of June 26, the time of final ad- 
journment. 

The New England Travelers Club extends a cordial 
invitation to dealers and manufacturers’ representa- 
tives to attend the meeting of the first regional district 
of the National Stationers Association to be held at the 
place and on the dates above mentioned. They urge 
that a large turnout of stationers from the district 
should be present. 





October 


No. 8 C. M. Meyer, Bur- No. 11. James S. Ball, Kil 
nap-Meyer, Inc., Kansas ham Stationery & Printing 
City, Mo., Governor. Company, Portland, Ore., 

Governor. 

No. 8. John Ford, Jr.. 


Peterson Litho & Printing No. iz. W. F. Johnston, 

Company, Omaha, Neb., Schwabacher-Frey Co m - 

Retail Director. pany, Los Angeles, Calif., 
Governor. 


No. 9. P. T. Pearce, The 
Cargill Company, Houston, No. 13. J. S. Luckett, Luck- 
Tex., Governor. ett Loose Leaf, Ltd., To- 
ronto, Canada, Governor. 
No. 9. W. C. Northern, 
Stafford-Lowden Company, No. 14. A. J. Kerin, Tower 
Ft. Worth, Tex., Retail Brothers, New York, N. 
Director. Y., Governor. 
No. 10. E. Frank Winfield, No. 14. Henry Frank, Henry 


Frank, Inc., New York, 


Winfield’s, Grand Junction, 
N. Y., Retail Director. 


Colo., Governor. 


525 Investment Building, Washington, D. C. 
7 to 10, 1935, Muehlebach Hotel, Kansas City, Mo. 


SOME NINTH DISTRICT ACTIVITIES 

Word comes from P. T. Pearce, vice-president of The 
Cargill Company, Houston, Tex., and governor of the 
ninth regional district, to the effect that the local 
stationers’ group is cooperating as well as can be ex- 
pected. Some of the members are annoyed by chain 
store competition. Some of the chains are putting 
in commercial stationery departments, featuring such 
items as spiral note books, rubber bands, pins, clips, 
art gum, inks, etc., selling them at prices much lower 
than the regular commercial stationer can sell them 
and make a profit. 

A study of chain store competition was made at the 
meeting of the ninth district in San Antonio March 
28 and 29, where ways were discussed of meeting that 
kind of competition. Stationers who are getting 
panicky on the subject do not seem to consider the 
superior service rendered by the stationer which makes 
the merchandise bought of more value to the con- 
sumer. Such things as credit, free delivery, quantity 
sales at lower unit prices, more intelligent salesman- 
ship and a larger variety of merchandise are advan- 
tages which the chain store cannot offer. 

Mr. Pearce believes that it is unwise for the commer- 
cial stationer to think he must cut his prices to the 
level of the chain store and he questions whether any 
considerable increase in sales would follow such action. 

oe 
CONNECTICUT VALLEY STATIONERS ELECT 
OFFICERS 

The newly elected officers of the Connecticut Valley 
Stationers Association are: President, Leo W. Burt; 
first vice-president, David C. Lewis; second vice-presi- 
dent, Arthur C. Shearman; third vice-president, Otto 
Cavanaugh; secretary, Stanley McGar; treasurer, Sid- 
ney H. Challenger; auditor, H. W. Weimer. 
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THIS ANCHOR DIDN’T HOLD 






In a storm it was useless, because it wasn’t made 
right—and the ship nearly foundered. » » » To make 
things right, to build stout integrity not only into our 
products, but into all our relationships and services, has 
been the high aim, the fixed purpose of this organization 
for fifty years. “You don’t say half enough about the 
quality of your merchandise,” says a critic of our adver. 
tising. But the answer lies in the products themselves. 
They are made to round-out and complete the perfected 


Mimeograph Process—and there are no substitutes for them. 













ness. They must be always fit and dependable. We know—be- 
cause we invented the Mimeograph Process, and have sponsored 


every improvement made therein. A. B. Dick Company, Chicago. 


MIMEOGRAPH 


We know that to lessen their quality would reduce their useful- 
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SEELEY SYSTEMS, LTD., TAKES OVER VISIBLE 
SYSTEMS COMPANY 


The Seeley Systems Corporation, Ltd., have taken 

over all agencies and products formerly sold by the 

| Visible Systems Company, Toronto, Canada. The new 

corporation will manufacture and sell Canadian visible 
systems. 

William H. Seeley, general manager of the new cor- 
poration, organized the Visible Systems Company in 
1933 to sell visible record equipment. Last year the 
Cardwheel, a new type of visible equipment, was man- 
ufactured under patents applied for, and placed on the 
Canadian market. In January of this year, the Cana- 
| dian patents were granted and now production of 

Cardwheels is in full swing. 

Seeley Systems Corporation, Ltd., are Ontario dis- 
| tributors for Blick Time Recorders of Canada. They 
| purchased this agency from the Turnbull Company of 
Canada in August, 1934, and distribute a complete line 
of time clocks, Stafsines, electric clocks of English 
manufacture as well as time cards, ribbons and sundry 
supplies. The new corporation will also be distributors 
in Canada of Sepial visible cabinet equipment manu- 
factured in England by Carter-Parratt, Ltd. This 
equipment is made in pocket and non-pocket types. 
All supplies, such as visible card printing, celluloid sig- 
nals and visible books are one hundred per cent made 
in Canada. 

Seeley Systems Corporation, Ltd., is composed of the 
following personnel: William H. Seeley, general man- 
ager; Miss M. Mathias, secretary-treasurer; Robert G. 
Dudley, A. T. Saxton and C. F. Till, all formerly with 
the Visible Systems Company. 


| —_——_—<g—__—_ 
| DENVER HOUSE RE-ENTERS OFFICE EQUIPMENT 
BUSINESS 

The Denver (Colo.) Sales Book Company, 1720 Arap- 
ahoe street, has re-entered the office equipment busi- 
ness and has appointed Joe Poole, who has had twenty 
years’ experience in handling office equipment lines, 
as manager of the new department. 

The Denver Sales Book Company is in charge of C. 
L. Bluett, director of marketing. The company is a 
divisional office for the Pacific Manifolding Book Com- 
pany, The National Carbon Coated Paper Company, 
| The American Sales Book Company and Cosby-Wirth 
| Manifold Company. 

The company was formerly in the office supply busi- 
ness and worked up a very good’ trade, but, receiving 
a satisfactory offer, sold out. Now they expect to carry 
a complete line of office supplies and equipment. Man- 





Only signed communications, ufacturers are requested to send catalogues and other 
like identified merchandise, are data. 
— 
authentic and dependable. We A MECHANICAL BRAIN 
all mistrust a nameless product: The daily newspapers of the country have been of 
it “may” be all right. late picturing the world’s largest super-calculating ma- 
h chine, which has been dubbed a “mechanical brain.” 
PANAMA products (eac This machine was shown at the University of Pennsyl- 
piece branded) . . . MUST be! vania, in Philadelphia, where it is being demonstrated. 


It fills a room of ordinary size apparently, and involves 
a large amount of intricate machinery which will pro- 
duce calculations of almost incredible complexity. Its 


PANAMA CARBONS and RIBBONS practical uses are not stated. 


a oe — 
Perfected and Guaranteed by METAL FURNITURE EXPORTS INCREASE 
The United States Department of Commerce reports 
E MPANY ' 
MANIFOLD SUPPLIES CO that our exports of metal office and household furni- 
188-190 Third Avenue Brooklyn, N.Y. ture and fixtures during 1934 amounted to $1,623,468, 
compared to exports valued at $1,160,631 during 1933, 
= an increase of slightly less than forty per cent. 
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ROCHESTER GAS & ELECTRA. 
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STORAGE 
FILING 


AT ITS BEST / 


judgment of more than 61,000 users 


N the 
many of them leading banks, and industrial 
EL and commercial firms, the largest in their 


fields—storage filing is actually at its best when it 
is done “the LIBERTY way.” When you get 
down to bed-rock facts, the three fundamentals of 
sound, systematic storage filing are assured safety 


of stored records, convenience in filing and finding, 
LIBERTY Boxes, with their semi- 
alone olfer users all these services. 


and economy 
sealing feature, 


Study the three illustrations shown at 
the top of this page. Here you find all 
space utilized to the ceiling, all records 
in order, semi-sealed for safety, dust 
free, and if needed for reference easily 
and quickly accessible, no tying or unty- 
ing. These essential services in LIBERTY 
Boxes are what has appealed so greatly 
to users and made LIBERTY Boxes far 


and away leaders in their field. 


LIBERTY Boxes have 


all-year-round sellers. 


From a sales point of view, 
the added of being 
Many records—checks, deposit slips, tabulating 
cards, warrants, and the like—have to be filed 
month by month. Indeed in banks and many other 
organizations, storage filing is a continuous, month 
by month process. Only a few types of records 
such as letters and invoices require a transfer period. 
This is your opportunity to make LIBERTY Boxes 
a profitable item every month. Many stationers 
have long ago discovered this fact. You too can 
make LIBERTY Boxes, for the money invested, 


aN 


asset 


one of your best profit makers 
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Much good business ix to be had during 


WY Oo April and May. LIBERTY dealers are 
Sp BoD urged to see that salesmen cover all 
SIGE ; ; 

— prospects and customers during this 
period. 


BANKERS BOX CO., Inc. 


Chicago, Ill. 


536-538 S. Clark St. ° ‘ 
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NATIONAL MOVIE CONTEST SPEEDS PEN 
AND PENCIL SALES 

In Office Appliances for February the announcement 
was made of an essay contest sponsored by David Kahn, 
Inc. of North Bergen, N. J., makers of the Wearever 
visible mechanical pencils and the Pioneer Mor-Ink 
fountain pens. 

The company arranged on the release of the screen 
adaptation of Dickens’ David Copperfield, and with the 
consent of the Metro-Goldwyn-Mayer Company, to put 
on an essay contest intended to advertise the pen and 
pencil and at the same time to stimulate even greater 
interest in the picture presentation. The announce- 
ment of this contest is said to have speeded up sales 
for the devices mentioned. A free trip to Hollywood or 
its equivalent in cash, together with thirty-one other 
valuable prizes have produced for David Kahn, Inc., a 
widespread interest in the two feature numbers above 
named. 

Tying up with the four-star motion picture produc- 





Two Juvenile Stars of David Copperfield Evidently Delighted 
with Their Kahn Writing Instruments. 


tion, the manufacturer announced several weeks ago 
that every man, woman and child who bought one of 
the new instruments at his local dealer’s would receive 
a coupon entitling him to participate in the contest. 
The contestant is to write a short essay on why he liked 
the play, or, if the movie is not to be reached, why the 
contestant liked the book. 

By using advance publicity liberally, the entire plan 
was unfolded to wholesalers and retailers. It was ex- 
plained that six thousand leading theaters are hooking 
in, displaying streamers and distributing programs by 
the million. This has resulted in a large number of 
sales in nearby stores, the Kahn company states. 

The contest will run right through into the Autumn 
so that every dealer may have a chance to capitalize on 
it. The one dollar pen featured has a fourteen-Karat 
solid gold iridium tipped point and the pencil holds 
what is regarded as a year’s lead supply and comes with 
that lead in its chamber. The instruments are said to 
be smart and in keeping with the firm’s high reputa- 
tion. 

Dealers are requested to see their jobbers first, but in 
the event of delay, to communicate with David Kahn, 
Inc., for detailed information and “ammunition.” 

ee - 
NEW CONCERN IN SEATTLE 

Organized as an office supply business as well as to 
deal in paper products, the Coast Containers, Inc., was 
recently incorporated at Seattle, with a capitalization 
of $1,000. Incorporators are A. R. Rutherford, Joe 
Davis and Clarence W. Pierce.—CML 
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The New Underwood 
CHAMPION 


PORTABLE 


i 


Here utility and beauty are combined for modern writing. Many new and ex- 


clusive features including the Champion Keyboard and inbuilt 5 


tabulator as standard equipment. Available in attractive colors 
and black. Complete with handsome, sturdy, traveling case. 


The Underwood 
NOISELESS PORTABLE 


Po J aw 


This machine brings quiet typing for clear thinking. Now rapid typing can 
be noiseless. Underwood offers this model to the traveler, the 
student, anyone who wants to write neatly, 


y, clearly, noise- $6 7 .50 
lessly. Furnished with attractive carrying case . 








Lhe 
UNIVERSAL PORTABLE 


| Le mei 00d 


This is a complete writing machine. It has many features found only in higher 


priced Portables. Its light touch and rapid operation are $ 19. 50 


masterpieces of Underwood engineering. ee with 
durable, overnight-type carrying case ° 
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NOISELESS PORTABLE \Maode/ 





Here is de luxe writing equipment. It is the modern all-purpose machine with 


speed, quiet and writing perfection to type correspondence, 
notes and reports. Available in black only. heist eer 
carrying case $5.00 extra. : i et -e a 


$7.00 


Underwood presents for 1935 
The Greatest Line of Portables Ever Produced 


Keeping up the pace established by its outstanding 
engineering developments, Underwood presents for 
1935 the greatest and most salable line of Portables 
ever produced. Built by the Typewriter Leader of 
the World, to please the user, incorporating 
new and outstanding features —and backed by 
large space advertising in national magazines, 


— 


Prices subject to revision 


UNDERWOOD 


YE 


the foursome of Underwood Portables presented in 
the 1935 line offers great profit possibilities to every 
dealer who is willing to display and push them. 
Every machine backed by nation-wide service facilities. 


Typewriter Divison: UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines... Adding Machines... Carbon 
Paper, Ribbons and other Supplies... Sales and Service Everywhere 
342 MADISON AVENUE NEW YORK, N. Y. 


TYPEWRITERS 


Underwood Elliott Fisher Speeds the World’s Business 











He can 
“Take itr” 






So can 


CHAMPION 


tongue clasp 


ENVELOPES! 


They’ re fs 
TOUGH— built to 
withstand sud- 





den and severe 


shocks. 


Give long and | 


i 

| 

Well constructed | | 
| 
satisfactory serv- 
. | 

i 

| 


| 
ice. 
| 
| 











A complete line of all sizes in both Ivory 
Jutex and No. 1 Kraft carried in stock for 
immediate delivery. 


Many of your orders require printing 
copy. ur prices on imprinting will 
enable you to land this business. 


Write for samples 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart, Chicago. 
Factory at St. Paul 











OFFICE APPLIANCES 


NEW IDEAS IN SILENT SALESMANSHIP 


Consistent with its sales policy of making it easier 
for the dealer to sell, the Parrot Speed Fastener Com- 
pany of 363 Broadway, New York, now offers a new 
idea in counter displays. 








The Parr Rubber Finger Tip Counter Card 


The new Parr vacuum cup rubber finger tip display 
is said to be as practical as it is beautful. A complete 
size range of actual finger tips is shown on the model. 

The display is furnished free, complete with rubber 
tips attached, to Parrot Speed Fastener dealers. 








Display Card of Speedo Index Tabs 


Parrot also offers a colorful display of its popular 
Speedo transparent index tabs—a sturdy “fellow” with 
the entire range of Speedo colors and exposures actu- 
ally attached to the surface. This display, too, is fur- 
nished free to dealers. 


— _ 


MOERS ORGANIZES NEW COMPANY 


M. A. Moers, originator of the Harris-Moers Com- 
pany of Cincinnati, severed his connection with that 
organization on February 21 and has opened an estab- 
lishment at the same address, 119-121 Opera Place. 

Mr. Moers has been in the same building for the 
last eighteen years. He will handle a complete line 
of typewriter ribbons and carbon paper. The name 
and address of the new company is M. A. Moers’ Rib- 
bon & Carbon Company, 119-121 Opera Place, Cin- 
cinnati, Ohio. 

























Announces important 


DEALER'S MANUAL 


To assist the typewriter dealer in satisfying 
his customers who demand one hundred per 
cent perfection in the typography of their letters, 

THE AMES SUPPLY COMPANY has introduced 
the DEALER’S MANUAL of PLATENS, RIBBONS 
AND CARBON PAPERS. This MANUAL will be dis- 
tributed to assist the dealer to sell TRUE MARK ribbons 


and carbon paper—the new AMES line. 


The various numbers of the TRUE MARK brand are made for 
specific purposes with consideration of the condition of the type- 
writer, density of the platen, the strength of impression preferred 
and the paper used. The MANUAL simplifies the choice of the 
correct ribbon or sheet of carbon paper for the special job in hand. 
It presents the subject of typing and copying in an ENTIRELY 

NEW LIGHT, listing the various conditions essential to a satisfy- 
ing result and indicating the “how, what and why’’ of satisfac- 

tion in typewriter impressions. It is a practical and tech- 
nical education in inked ribbons and carbon paper and 


the effect of the platen on the result. Write for your 
copy of the DEALER’S MANUAL today. 










Ames Supply Company 


37 Murray Street 564 West Randolph Steet 583 Market Street 
New York, N. Y. Chicago, Ill. San Francisco, Calif. 


Atlanta Dallas Los Angeles 
Boston Denver Mexico, D. F. 
Cincinnati Houston Minneapolis 
Cleveland London, Eng. Philadelphia 









Pittsburgh 
Seattle 
Washington, D. C. 


















The Salesman 


who earries this book— 


GETS THE WHOLE ORDER 





e 
“Vain, 


Ss, aoe 
o «fill-ins” 


THE GENERAL FIREPROOFING 


COMPANY YOUNGSTOWN, OHIO 
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OFFICE EQUIPMENT HOUSES AND BUSINESS 
WOMEN’S WEEK 

National Business Women’s Week was observed ef- 
fectively on March 17-25 by some of the typewriter 
and office equipment houses of Washington state. Sev- 
eral of the astute leaders hailed the week, especially 
proclaimed by Governor Clarence D. Martin, as an 
opportunity to focus interest on the typewriter as 
“God’s gift to emancipated womanhood.” They were 
dependent in the first stages of this independence 
that now knows no apparent limit, upon that most 
important of all business machines—the typewriter. 
By means of typewriter promotional activities, it is said 
that business and professional women of Washington 
were drawn closer together during the week, and in- 
terest was manifested in some of the stationery and 
office appliance houses which emphasized the interests 
of business women. In proclaiming observance of 
Business Women’s Week in Washington, Governor 
Martin pointed out the useful part taken by business 
women in the life of the state. 

In Spokane, an interesting tie-in was achieved by 
Shaw and Borden, a pioneer office equipment and 
printing concern. The emblem of the week, with a 
modern woman, letter in hand, against the background 
of a skyscraper, served to focus interest on sales pro- 
motion of typewriters suggested as an aid to the greater 
efficiency of “The Business Woman.”—CML 
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Louisville Force Royal Typewriter Company.—Colonel Atha 
Baugh, Louisville branch manager for the Royal, the other day 
lined up his entire force in front of his office and had their 
pictures taken. This gang is said to be doing a great job put- 
ting over Royal typewriters in every section of the city. It is 
said that Louisville made an outstanding record during 1934 

and is well on the way to bettering it this year. 


INTERESTING DEVELOPMENTS IN GERMAN NEWS 
SERVICE 

The head of the German post office has decided 
to erect for news service special lines for employing 
long distance typewriters. The first line was erected 
between Berlin and Hamburg and now more sub- 
scribers may be accommodated in distances up to two 
hundred kilometers. Each subscriber pays a special 
monthly fee and a time fee. The list of subscribers 
will be handed over to each subscriber who calls for 
the central station and is put in connection with an 
automatic system direct to the number of the sub- 
scriber wanted on the other end. It is intended to open 
a service with the Netherlands, Switzerland, Italy, etc. 

Telephone conference service is now offered by the 
German post.—ERB 
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PENCILS 


OR our lesson today we will take the pencil. 


A pencil consists of graphite lead encased in 
wood. Sharpened to a point, the pencil is used as 
an instrument for writing. 


The quality of the graphite has a lot to do with the 
way the pencil writes. 

The graphite used in the COLUMBUS pencil is 
specially milled and refined to remove all grit and 
impurities. 

Then it is encased in the finest cedar wood. So 
that when you write with COLUMBUS, it gives you 
firm, smooth, clean strokes. 

Very few one go to the same trouble and 
expense in refining graphite. That's why very 
few pencils in the same price range compare with 
the COLUMBUS quality. 

Proof of the equation lies in the fact that COLUMBUS 
is an outstanding 5e Seller, giving Dealers quick 
turnover and liberal profits. 

Now, dear pupil, wouldn’t you like to enjoy some of 
these COLUMBUS profits? A postcard brings you 
samples and full details. 


pith geov OF 


LUMBUS 


The Ideal Commercial Pencil 


ORDER NOW FROM A. W. FABER, Ime., NEWARK, N. J. 











Wood DESKS 


Tuck this handy Imperial Desk Sell- 
ing Kit under your arm and walk into 
a prospect’s office. You feel confident 
because you know that within this kit 
you have an entirely new sales presen- 
tation. You have all the answers! And 
when you lay the portfolio down on 
the prospect’s table you have 
something that will rivet his 
attention ... make him want 
to buy. 
The Imperial Desk Selling Kit 
is a new idea for getting re- 
sults. As quickly as you learn 
the prospect’s requirements, 
you can open before him a 
complete “story in picture” 
that all buyers can understand. 
There is no confusion. No fum- 
bling. Your whole sales story is 
presented quickly, dramatically, 
convincingly. You render a real serv- 
ice to your prospect. You get his 
confidence immediately. You get his 
business! 


And a of Equal Importance to You. a 


The Imperial Desk Selling Kit helps you sell 
other office supplies as well as desks. It is the 
*‘opener’’ that gets you in. It leads the way to 
better satisfied customers, bigger sales, and 
bigger profits. Your salesmen need this 
Imperial Desk Selling Kit. You should in- 
vestigate its possibilities. Write... today. 


——— 
For 25 years, deal- 
ers and users have 
preferred Imperial 
Desks for their util- 
ity, their beauty, 
and their ability to 
stand up under long 
years of service. 


IMPERIAL DESK 
COMPANY 


EVANSVILLE INDIANA 








OFFICE APPLIANCES 


THE PORTABLE TYPEWRITER 


Sparwirtschaft, Vienna, discussed the portable type- 
writer, known as the “small writing machine,” report- 
ing the observations of Otto Gibian, president of the 
Association of Office Equipment Dealers of Austria. 
American as well as German manufacturers of type- 
writers have been active in the distribution of “Peo- 
ples’ Typewriters.” These small machines have threat- 
ened the field of the standard correspondence ma- 
chines. 

Mr. Gibian noted that portable typewriters, in recent 
years, have been perfected to a point where the corre- 
spondence machines have in many cases been dis- 
placed by portable typewriters. The portable type- 
writers now have tabulator, two color ribbon, auto- 
matic ribbon reverse, forty-four keys, accent keys, in- 
terchangeable platens; there is already a noiseless 
portable model. Therefore the portable typewriter of 
good construction is capable of enduring hard service. 
The technical advancements have made from the for- 
mer portable typewriter a many-sided writing instru- 
ment. The portable typewriter today is no longer for 
private use exclusively; rather is often also used in of- 
fices, smaller business houses and by handworkers. 
That the portable is used as an office machine also 
since the production now includes two portables with 
bookkeeping attachments [the latter are German type- 
writers]. A good half of the trade in typewriters com- 
prises portable machines, while formerly the relation 
was 1:2 in favor of the correspondence machines. 
Even with the improvement in the business situation 
the portable typewriter will not disappear from the 
market, though the larger and more expensive models 
may come into stronger demand. 


SCOTT CELEBRATES SEVENTEEN YEARS IN TYPE- 
WRITER BUSINESS 


On March 11, 1918, R. T. Scott, now owner and man- 
ager of the Scott Typewriter & Sales Company, City 
Bank building, Shreveport, La., entered the typewriter 
business. His first connection was with the Reming- 
ton Typewriter Company at New Orleans. For them he 
traveled out of the city for six years, after which he 
was transferred to Shreveport as manager of that Rem- 
ington branch. He remained there another six years, 
after which he left to organize his own sales agency, 
which has been in business in Shreveport ever since. 

Mr. Scott is a native of DeSoto parish and was edu- 
cated at the Louisiana Tech at Rushton. 

The Scott Typewriter Sales Company distribute fac- 
tory rebuilt typewriters and supplies. It is the com- 
pany’s policy to carry the highest grade remanufac- 
tured machines available and to give the best service 


possible. 
a 


J. B. HURSTON OPENS NEW OFFICE EQUIPMENT 
BUSINESS 


J. B. Hurston, well known as an “old timer” in the 
typewriter and office machine industry has established 
a business under the name Central State Office Out- 
fitting Company, Thick Building, South College avenue. 
Mt. Pleasant, Mich. Mr. Hurston handles general lines 
of office supplies and, as would be expected from his 
background, typewriters and other office machines and 
service. He has the Woodstock typewriter and the Vic- 
tor adding machine franchises. His lines include filing 
devices and office furniture. 
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This New 


STENOGRAPHER APPEAI 


ARTER’S Ideal Typewriter Ribbon now 

comes in a box handsome enough for any 
dressing table or handbag. Embossed and 
decorated in gleaming black enamel and silver 
finish ... what could be smarter! For 
secondary use as a powder box, what girl could 
resist it? Each box contains this suggestion 
and a buckram powder sifter. 


Typists everywhere acclaim the Ideal ribbon 
for its superior writing and wearing qualities. 
A tight Cellophane wrap inside the new box 
gives the ribbon full protection. A counter 
display of attractive design, emphasizing the 
powder box, will introduce this new feature 
and boost your ribbon sales. The Carter’s 
Ink Company, Boston, New York, Chicago. 


Box has eo fMe 








CARTERS Ideal 
Typewriter Ribbon 








SO 





OFFICE APPLIANCES 











The Art Metal agent has a real 
advantage in that the buyers of of- 
fice furniture know that the Art 
Metal line is wide, that the re- 
sourcefulness of the Art Metal fac- 
tory is great. They are likely to 
favor the dealer who can fill un- 
usual orders as well as regular ones. 

The Art Metal line includes: 107 
styles of desks: 110 Horizontal sec- 


tions: 53 upright files (4 grades) 


35 counter sections: 21 styles of 


go to the dealer 
who handles 








safes: 11 bookease and book shelf 


units: high line units: storage cabi- 
nets: transfer cases: deskettes: steel 


shelving: card cabinets—in fact 


everything needed in the equip- 
ment of the office in the most com- 


plete variety obtainable from one 


manufacturer. 








In most cases what may seem to 
be a special order can be filled by 
Art Metal from its stock equip- 
The fact that Art Metal is 


the world’s largest manufacturer of 


ment, 


steel office equipment has real sig- 
nificance to Art Metal agents. They 
are able to fill large orders without 
delay. 

\ few territories are still open. 
If interested, write for complete in- 


formation. 


AGENCY DIVISION, ART METAL CONSTRUCTION CO., JAMESTOWN, N. Y. 
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CRAYSTON RECEIVES GIFT FROM ASSOCIATES 

At the last meeting of the Canadian Business Equip- 
ment Manufacturers Association, held recently at the 
Royal York hotel, T. R. Crayston was presented with 
a beautiful licquer set including a silver tray, which 





T. R. Crayston 


gift came from the officers and members of the asso- 
ciation and was made in appreciation of the work per- 
formed in building it up during the last four years in 
which time Mr. Crayston has been president. 

Mr. Crayston recently resigned from the service 
of the Dictaphone Company. He was for many years 
Canadian manager for that organization. 

— 

ADDITIONAL DISTRIBUTION FOR WOODSTOCK 

The Woodstock Typewriter Company, Chicago, IIl., 
has reported a number of recent additions to the field 
sales organization. These include: Ed. McDaniel, 
Cairo Typewriter Exchange, 120742 Commercial ave- 
nue, Cairo, Ill.; Woodstock Typewriter Sales & Service 
(George N. Baugh and F. W. Myers), Lakeland, Fla.; 
G. A. Shaper, Saenger building, Hattiesburg, Miss.; 
J. Schwartz, Store & Office Equipment Company, 1272 
Market street, Chattanooga, Tenn.; A. J. Preston, Pres- 
ton Typewriter Company, 701 Gay street, Knoxville, 
Tenn.; Albert L. Ward, Hall’s Typewriter Service, 134 
“B” street, San Diego, Calif.; A. W. Peters, A. W. Peters, 
Arcade building, Battle Creek, Mich.; V. N. Albritten, 
Merchants’ Typewriter Exchange, Murray, Ky.; L. L. 
Ooley, Typewriter Supply Company, 120 West Fifth 
street, Grand Island, Nebr.; C. H. McPhee, 421 Coal 
Exchange building, Scranton, Penna. 

SOUTH BEND TYPEWRITERS STOLEN 
FROM SCHOOL 

The Forbes Typewriter Company, Smith-Corona rep- 
resentative at South Bend, Ind., reports the following 
machines stolen from the Woodrow Wilson High School 
the night of March 21: L. C. Smith 811-1113733, 
1111949, 1113322, one old L. C. Smith (serial number not 
known); Underwoods 6/11, 4229,211, 4229191, 4229195, 
4229196, 4229199; Remingtons 16, Z4642235, Z464206, 
2464286, Z464,286 and Z464257. 

The night of March 21 the following machine was 
stolen from the James Monroe school: L. C. Smith 8/11, 
$1131830. 

Typewriter men encountering these machines are re- 
quested to report to the police authorities at South 
Bend. 

> 

ESTONIAN REDUCTIONS IN IMPORT DUTIES 

Commerce Reports.] A decree by the government 
of Estonia reduces import duties on a variety of manu- 
factured products, including typewriters and parts, 
typewriter ribbons, spring scales and lead pencils. 
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IF YOU WANT TO SELL THE LEADER 
SELL PEERRESS.. - «4 


Leavers are better than laggers. And PEERLESS is 
the leader among rubber typewriter keys. 

This doesn’t just happen. It’s a result of Peerless quality, 
Peerless advertising, Peerless dealer cooperation, Peerless 
experience in design and manufacture. 

For instance, Peerless is the only rubber typewriter key 
with the SECURITY feature—preventing key tops from 
loosening or turning in the bases by fusing hard rubber 
collars to the soft rubber tops. Peerless Keys do not stick 
to the typewriter keys nor discolor the tops. They are 
guaranteed for long life and perfection. 

Four out of five big city dealers feature PEERLESS KEYS 
all the year round. If you are not one of them, send the 
coupon for the Peerless story now. 


Your name moulded 
inthe rubber of these 
Twirler Rings will 
build good will and 
sales for you—Ask 
about them. 





PEERLESS KEY CO., Inc. 


Manufacturers of the only complete line 
of rubber keys sold through dealers 


176 Fulton Street New York, N. Y. 


Chicago: 19 So. Wells St., Room 305 
EERLESS 
RUBBER 
TYPEWRITER 








Peerless Key Co., Inc., 

176 Fulton St., New York City. 

Please send full details of the Peerless line, a sample Peerless 
SECURITY Key and your proposition on Twirler Rings 
with moulded dealer’s name. 














Graffco offers one complete line | 





filling every need for 


MAP or MARKING TACKS 
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MAPTACKS 


3 sizes — 20 colors — 100 combinations 
Over 1000 combinations of colors and symbols 







) Maptacks are an essential tool in any 
business using maps or charts. 
They instantly indicate sales routes, 

. prospects, agencies, factory 
branches, and a thousand other 

needed facts. 











Graffco Maptacks are better Maptacks. 
They have uniform unbreakable spherical 
heads and sharp points of tempered tool 
Beautifully enamelled in distinctive 
colors. Practically limitless combinations of 
symbols, colors, etc., provide an ample 
variety of tacks for even the most intricate 
mapping or charting problem. 


FLATHEAD MAPTACKS 


Flathead maptacks are made in 3/g in. 
and !, in. sizes and are available both 
in plain colors and printed. There 
\ have recently been made available 
flathead tacks with square or triangular 
heads. In addition to providing a wider 
classification, these special shapes are ideal 
for use on maps or charts which are to be 
photographed for permanent record. 


MARKING TACKS 


Superior celluloid-covered marking 
tacks are provided in % in., 5% in., 
and 7% in. sizes. These come in 
six attractive colors; have a special 
mat surface on which pen or pencil 
may be used. Writing can be erased and 
tacks used again and again. Also furnished 
printed with alphabet or numbers. 






steel. 
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Graffco also makes Vise and Viz Signals, 
Cellugraf Signals, Index Tabs, Vise Clips, and 
other Time-Saving Office Devices. 










You are invited to write for samples, prices, 
and trade discounts, 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. CAMBRIDGE, MASS. 























OFFICE APPLIANCES 


BRADLEY & SCOVILLE BUSINESS SHOW 

Bradley & Scoville, Inc., the enterprising office out- 
fitters at New Haven, Conn., held a business show 
March 26-28, using the second floor of the establish- 
ment to display a variety of lines. A series of three 
mail pieces was sent to the company’s mailing list to 
arouse interest in the show. This printed matter em- 
phasized the facilities of the business to supply furni- 
ture, mechanical office equipment, and demonstrated 
the scope of its lines. The variety of machines and 
furniture handled is indicated by the following: Shaw- 
Walker, National Cash Register Company, Lyon Metal 
Products, Incorporated, Burroughs Adding Machine, 
The Dictaphone and the Comptometer. 

The business men of New Haven had a fine oppor- 
tunity to get acquainted with modern office essentials. 

ineilaiiedliiat 








Display of Zipper Covers Made by The Boorum & Pease Com- 
pany of New York, Shown at the DuPont Exhibition in Atlantic 


City Recently.—The Zipper covers on display are recent addi- 
tions to the B & P line. They are bound in heaviest one-piece 
black fabrihide sewed hinge style, one inch capacity and are 
made in three sizes—8'4 by 5'4, 944 by 6 and 11 by 84. 
Inquiries as to where the covers could be obtained were re- 
ferred to dealers who carry a stock. During 1934 there were 
over 427,000 visitors to this display from all parts of the world. 
DESK SELLING KIT FOR IMPERIAL DEALERS 

A new idea for dealers in office equipment has been 
introduced by the Imperial Desk Company, Evansville, 
Ind., for selling wood desks. It is based on the premise 
that “If the mountain will not come to Mohammed, 
then Mohammed must go to the mountain.” The 
manufacturer realizes that in today’s competitive 
market desks must be sold in the prospect’s office. 
More than that, the Imperial Desk Company believes 
that in order to make sales the office furniture rep- 
resentative must render a service to his prospect. 

The Imperial desk selling kit now offered by this 
house, helps the retail salesman over three of the most 
important hurdles in his daily selling task. It pro- 
vides him with a capital “opener,” arouses immediate 
interest and rivets the prospect’s attention. The sales- 
man is enabled to make a quick presentation and helps 
the prospect to make a quick selection. This plan leads 
to the sale of other office requisites. 

According to Robert C. Hamilton, of the Imperial 
organization, this new selling kit has been distributed 
recently to selected dealers who handle the Imperial 
desk line. It will be mailed on application to dealers 
at points where Imperial does not now have dealer 


representation. 





Double Thick 
Where the 
Wear is 


Greatest 


This is the feature you should show every 
vertical file tolder user. When they see how 
much stronger a folder is by being Duo- 
Topped; how it does away with broken and 
dog-eared tabs and how little more the cost 
is over the old style single top folders—they 
will want them. At least this is the ex- 
perience of those dealers who are pushing 
Duo Tops. <A lot of dealers now handle 
only Duo Tops. thus doing away with a 
double inventory. They can meet the filing 
folder needs of all their customers, for Duo 
Tops are made in straight cut and the various 
tabs, medium and heavy weights. W here 
customers have been using an extra heavy 
single top filing folder, dealers are recom- 
mending and turnishing heavy weight Duo 
Tops, at a saving in cost and giving the user 
more filing space in the file drawer. Ask 
tor Vertical File Folder Sample Set No. 2, 
imprinted circulars and window or counter 
display cards. Free. 


New York: A.H.Denny, Inc., 356 Broadway 


Chicago: Associated Stationers Supply Co. 


Boston Adams, Cushing & Foster Inc. 














Monroe, Michigan 


——— 
















Wits 


Monroe, Michigan 











Wits 
Metal 








Tabbed 





Pressboard 





Gauides 





Are the kind one likes to sell. They 
are correctly and carefully made. The 
metal tabs are neatly and securely attached 
to the heavy, 25-point gray pressboard; 
the openings in the tabs are made just 
right——inserts are adjusted easily yet there’s 
enough tension to hold them properly after 
being inserted. Today we offer our entire 
metal tabbed line of guides and indexes 
as an equal to any and superior to some. 
The tabs are 1°", 2” and 4° wide. You 
should have several sample sets No. 4, 
showing the different widths and the two 
colors of metal tabs, attached to pressboard. 
These sample sets are an aid in selling. 
We also have window and counter display 
ecards and eight page circulars printed in 
colors, which tell the story of Weis Metal 


Tabbed Pressboard Guides. All of which 


are free on request. 





Yf es: 


Celluloid 








Insertable 





Pressboard 





Gsuides 





Are caretully and accurately made; the cellu- 
loid is “fused” into the pressboard, thus 
making it adhere permanently. The tabs 
are “two-faced”—-use either side for indexing 
as desired. Indexing is made easy by typing 
information on labels in strip form, then 
trimming the sides, leaving each heading a 
separate unit to insert in the Insertable Cel- 
luloid tab. Stock sizes are 3x5, 4x6, 5x8, 8x5, 
ix9 and 4x9 and are made on heavy gray 
pressboard, three tabs across unless otherwise 
specified; clear transparent celluloid unless 
red or green is wanted. Can also be fur- 
nished on buff, blue or salmon Standard grade 
index stock if desired. Users having card 
or check records that require frequent 
changing will be glad to know about these 
guides. Send for sample set No. 5 showing 
samples of the new Weis Insertable Cellu- 


loid Guides. 
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Monroe, Michigan 
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Kibre Board 


Cases for 
Kvery 
Storage 


Need 


Wiis 


Monroe. Michigan 
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Bosto Adams, Cushing & Foster. 


The Victory 





If there are some really big concerns in your town or city, 
and you have never investigated their requirements for cases 
to transfer their old records, you have a surprise in store for 


you. There are hundreds of thousands of these cases used 
every year, and if you haven't gotten your share of this busi- 
ness, maybe it’s because you have never solicited it. We'll 


wager that if you tucked a Victory sample under your arm 
and called on just your local banks, demonstrated the Victory 
and solicited their orders, you'd sell more than one of them, 
because they all use transfers like or similar to our Victory. 
They buy ‘em somewhere—why not from you’ Some prefer the 
Wizard style, with the pull-out drawer, made doubly service- 
able with the Wizard Steel Supports in front. — It will soon 
be transfer time for a lot of concerns. Let us furnish you 
with demonstrating samples of Victorys and Wizards; nose 
around and find out who uses transfers and solicit their orders. 
Tell ‘em and you can sell ’em. ; 
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WILLIAM HENRY BROOKS, JR. 


William Henry Brooks, Jr., vice-president of the 
William F. Murphy’s Sons Company, Philadelphia, 
Penna., and son of William Henry Brooks, Sr., presi- 
dent of that company, died on February 19. The de- 
ceased was not yet thirty-seven years of age, and was 
a man of brilliant mind and well-rounded attainments. 
He was a fine executive and his able handling of the 
details of the business with which he was associated 
and also of the affairs of the third regional district of 
the National Stationers Association of which he was 
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The Late W. H. Brooks, Jr. 


regional governor for several years, marked him as a 
man of exceptional sagacity, understanding and tact. 
He was vice-president of the national code authority 
and worked hard to put the code into operation. A man 
of engaging personality, Mr. Brooks enjoyed the esteem 
and regard of a large circle of friends in the office 
equipment industry. 

William Henry Brooks, Jr., was a great grandson of 
William F. Murphy, who in 1820 founded the business 
now known as William F. Murphy’s Sons Company. Mr. 
Brooks, Jr., carried out the best traditions of one hun- 
dred fifteen years. He was born in Philadelphia, Sep- 
tember 28, 1898, the son of Elizabeth Dornan Brooks 
and William Henry Brooks. He went to school at St. 
Davids, Penna., graduating from St. Luke’s school at 
that place in 1915, and entering Princeton University 
with the class of 1920. He graduated with his class 
after having served in the Navy during the war, 1917- 
1918, as an enlisted man. 

He was a member of the Princeton Club of Phila- 
delphia and also a director of that club. He was a 
member of the Colonial Club of Princeton and the 
Fourth Street Club of Philadelphia. He was an active, 
energetic man and he will be greatly missed. His 
widow, Eleanor Lowthorp Brooks and a son, William 
Henry Brooks, 3rd, constitute his immediate family. 
To all his family and friends, Office Appliances extends 
sympathy. 

i 
W. G. YARBROUGH 

William Gibson Yarbrough, president of the Office 
Equipment Company, 271 Madison avenue, Memphis, 
Tenn., died on the night of March 6 at St. Joseph hos- 
pital in that city. He founded the Office Equipment 
Company two years ago. 

Mr. Yarbrough was forty-six years of age and went 
to the hospital the day before his death suffering from 
an attack of nephritis. He was a native of San Antonio, 
Tex., and moved to Nashville as a child, and to Memphis 








It is economical ‘to consolidate purchases. 
Dealers eager to increase sales and a 
should take full advantage of the following 
fast selling ‘‘leaders"’ in the ““M&V"’ line. 


~« SUPERIOR “ 
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Carbon Cushion 
Sheet 


DRY 


Blue or White 
as Preferred 


New sales impel- 
ling features 
which prevent 
eye strain 
and insure 

absolute 


cutting 
stencils. 


Form and figures printed on stencil and not on backing 
sheet as customary. Line numbers run down on the left 
and up on the right side, showing how many lines are used 
and how many more can be written. A carbon cushion 
sheet is inserted in each stencil. The saving of operator's 
time is obvious. 


SUPERIOR Stencil Duplicating Inks 
TRADE MARK 


of correct consistency and fast drying are prepared specially 
for all rotary duplicating machines. All other “‘M&V"" du- 
plicator supplies such as Correction Fluid, Plastie Type 
Cleaner, Stylus, etc., are unsurpassed in quality and guar- 
anteed for best results and greatest service. 


The“ Mf & V"'Lineot “ROUND BOX” 


TRADE MARK 
Typewriter Ribbons & Carbon Papers 


is most complete and the wide price range offers dealers the 
unusual opportunity of meeting not only the needs and re- 
quirements of every business office, but the buying habits 
of each customer. The ““M&V" reputation for Quality and 
Fair Dealing is unchallenged and dates back for half a 
century. It is a recognized fact that the integrity of the 
maker is always the best guarantee for the product and 
insures full value for every dollar. 





Write for catalog, prices and complete information. You will 
find tt to your advantage to get better acquainted with the 
“Ma&V" organtzation. 


Mittag & Volger, Inc. 


Principal Office and Factories 
PARK RIDGE, N. J. 


AGENCIES Throughout the World 





STENCILS 
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EZYPUNC 


stimulates sales 


More punches will 
be used in an office be- 
cause of its low cost. 


For two !/, in. round holes, 234 in. between centers 





$1.50 


Pressed steel construction with full steel cut- 
ters . . . short drive handle . . . center mark... 
nickel-plated side gauge . . . tray that can be 
removed when punch is screwed to table. 


Lacquered a rich olive green 





ACCO PRODUCTS, INC. 
LONG ISLAND CITY, N. Y. 


CANADA 

Acco Canadian Co., Ltd. 
454 King St., West, 
Toronto 
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twenty-five years ago. For eighteen years he worked 
with the A. R. Taylor Company. Before starting his 
own business, he was associated with the Farrell- 
Sexton Company. He was a member of the Episcopal 
church. Surviving are his wife, Mrs. Frances Marchiso 
Yarbrough; his mother, Mrs. Daisy Yarbrough of Nash- 
ville, Tenn., and a brother, Lucian Yarbrough, Gaines- 
ville, Fla. 
 & & 
L. G. BIGELOW 

Leon G. Bigelow, 44 years old, prominent St. Paul 
business man, died Monday morning, March 18, in his 
home at 1525 Summit avenue, St. Paul, Minn. 

His death was a result of heart trouble. Returning 
to St. Paul Sunday from a trip to New York and Hot 
Springs, Ark., he spent the day at home, apparently 
in good health. Toward evening he became ill and was 
given medical attention during the night. He died at 
5:20 a. m. 

Mr. Bigelow was president of the Quality Park Box 
Company, 450 North Syndicate avenue, and a director 
of the other Bigelow enterprises, including Brown & 
Bigelow, the Quality Park Envelope Company, and the 
Midway National Bank. 

Born in Chicago, April 8, 1890, Mr. Bigelow went to 
St. Paul with his parents as a child and attended Cen- 
tral high school there and St. John’s Military Academy 
at Delafield, Wis., starring in athletics at both institu- 
tions. He then entered Dartmouth College, where he 
was graduated in 1913. 

Returning to St. Paul, he organized the Minnesota 
Specialties Company, of which he was president for 
many years. Eight years ago he left this firm to be- 
come associated with the Bigelow enterprises. 

Mr. Bigelow is survived by his widow, Goldie, and one 
son, Herbert H. Bigelow, II. He was a member of the 
White Bear Yacht Club, Town and Country Club, and 
St. Paul Athletic Club, a past commander of Triune 
lodge, A. F. & A. M., and a member of the Shrine. 

H. K. WATTS 

Hugh K. Watts, fifty years of age, sales manager for 
the Democrat Printing & Litho. Company of Little 
Rock, Ark., died of a heart attack at his home on Satur- 
day morning, March 9. 

Mr. Watts came to Arkansas from Montgomery, Ala., 
twenty years ago, being a native of the latter city. He 
had been connected with the printing company for 
the last fifteen years. He was higHly respected and 
esteemed by a wide circle of friends. 

Surviving are his wife, Mrs. Alice Watts; his mother, 
Mrs. Johness E. Watts of Montgomery, Ala.; three sons, 
Thomas of Montgomery, Hugh of Shreveport, and John 
of Little Rock; two daughters, the Misses Octavia and 
Alice Watts, both of Little Rock; a brother, Major John 
W. Watts, U. S. A., stationed at the United States Dis- 
pensary at Washington, D. C., and a sister, Mrs. Janie 
W. Troy of Montgomery, Ala. 


F. P. BAILEY 

Franklin Pierce Bailey, seventy-three years of age, 
head of The Thomas Stationery Manufacturing Com- 
pany, Springfield, Ohio, died on February 26 at his 
home, 2128 East High street, following a week’s illness. 

Mr. Bailey was born September 15, 1861, in Crump- 
ton, Queen Anne county, Md., and lived there until he 
was a young man, when he went to Wilmington, Del., 
and shortly afterward associated himself with the 
Walton-Wahn Company of that place. He remained 
with them for about fifteen years, becoming secretary 
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STEEL BOOKCASES STEEL DESKS FILING CABINETS 
G/W sectional bookcases permit GW steel desks combine quality, econ- There is a G’W steel file for every 
expansion to meet individual needs omy, and fine appearance business need and price range 


The Tri-Guard filing prin- 
ciple—an exclusive Globe- 


emo THIS PROFITABLE LINE OF STEEL OFFICE 


a revolutionary improve- 


ment in’ filing FURNITURE IS SOLD ONLY BY G/W DEALERS 


Each guide slides on three 


Our line of steel office furniture includes a wide range of standard 
rods and supports, as well 


& bth and special business equipment—all bearing the same nationally known 
as indexes, contents of the name—Globe-Wernicke. Our products are sold through dealers and 


drawer, which are always we do not compete with them. No other manufacturer has such a 
kept in an upright position 


complete line of office equipment and supplies. 
without compression. 


Dealers are invited to write for a copy of our catalog of steel office 
PM AUR Ice = furniture, prices, and discounts. 

provided without frequent 
readjustment of the follower 
or the use of additional 
accessories. 




















STORAGE CABINETS HIGH LINE CABINETS STEEL SHELVING 


G/W storage or wardrobe cabinets G/W high line sections are used for there are many applications for G W 
meet every storage requirement. filing legal records. steel storage shelving 


Globe-Wernicke 





Cincinnati, Ohio 
YO, 9 .@ on. Seen ©) mn OAS on Gir 1010100 Os OF oth) aa oe oe DE on DD a Ot @0 oe on 0 On on 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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SCIENCE 


FOR SALE! 


pas 
Pa 








.... AT NO EXTRA CHARGE! 


| 


When you purchase ribbons and carbons, assure yourself that science ‘has se- 
lected the finest raw materials and has dictated the most exacting manufacture. 


kK believe we are correct in stating that the extensive equipment of Columbia’s laboratories 

alone exceeds in value the cost of many smaller ribbon and carbon plants in their entirety. 
COLUMBIA buying connections, maintained throughout the world, secure the finest raw 
cottons, colors, oils and waxes at tremendous savings due to enormous volume purchasing. 
Unceasing vigilance by the industry’s leading chemists assures you that these materials will 
never vary in fineness or proportion from the exclusive formulae which have made COLUMBIA 
RIBBONS and CARBONS outstanding for quality and uniformity amid thousands of competi- 
tive brands. ; 
Shrewd buyers will recognize the importance of this talking point. Sell them Science—at no 
extra charge! 


DON'T GUESS—=WHEN YOU CAN BE SURE! .... THERE fis A DIFFERENCE! 
Columbia Ribbon & Carbon Mfg. Co., Inc. Main Office and Factory, Glen Cove, L. L., N. Y. 


Export Department, 305-313 East 45th Street, New York City 


COLUMBIA RIBBONS & CARBONS 


Pa) Loa = 


LONDON, ENGLAND SYONEY, AUSTRALIA MILAN, ITALY ~—GLEN COVE, N.Y. U.S.A. 


Corner Stones of Quality in the Four Corners of the Earth 


























—~——— 





APRIL, 1935 


and treasurer of the company. About 1894 it was dis- 
solved and Mr. Bailey became associated with The 
Thomas Manufacturing Company in Wilmington as 
president. In 1901 he moved the company to Spring- 
field, Ohio, and the name was changed to The Thomas 
Stationery Manufacturing Company. He remained 
president of the organization until his death and was 
active in his business until a week before his passing. 

Mr. Bailey had been a member of Christ Episcopal 
church for many years. Surviving are his widow, Mrs. 
Viola Bennett Bailey; two daughters, Mrs. James Beau- 
mont Spencer, of New York City, and Mrs. Robert W. 
Flack, of Durham, N. C.; three sons, F. Walton Bailey, 
Ralph Bailey and Bennett Bailey, all of Springfield; a 
grandson, Ralph Kitchen Bailey, of Springfield; a sister, 
Mrs. William T. Carmichael, of Washington, D. C., and 
a brother, J. Reese Bailey, of Germantown, Pa. 


Eh fh 
W. B. AYER 


Winslow B. Ayer, 75 years, whose first Portland, Ore., 
business connection was with the J. K. Gill Company, 
died in Portland last month. Born in Bangor, Me., 
January 26, 1860, he was graduated from Massachu- 
setts Institute of Technology in 1882, and shortly 
thereafter came West to Portland, joining the staff of 
the Gill Company there in 1883. About three years 
later he founded the Portland Cordage Company, and 
subsequently went into the lumbering business. For 
more than a half century he has been prominent as a 
civic and industrial leader—CML 
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Ww. C. DRURY 

W. Clarence Drury, seventy-eight years old, who had 
been prominent as floor man for the John W. Graham 
Company, Spokane, Wash., for the last forty-five years, 
died recently at his home, 28 Madison street, in that 
city. The company closed its doors out of respect to 
the memory of Mr. Drury during the funeral, announc- 
ing the esteem in which they had held their “beloved 
friend and associate” of so many years.—CML 


>x¢ 


i % & 
MRS. L. G. SLOAN 

Through The British Stationer we learn of the de- 
mise of Mrs. L. G. Sloan (Mary Edith) who passed 
away March 1 at a London nursing home. She had 
been ill some time. 

Mr. L. G. Sloan has many friends in the United 
States who will regret to learn of his bereavement. 
Mrs. Sloan was actively connected with the house of 
L. G. Sloan, Ltd., during the war. 


MILTON KUEHNE 

Milton Kuhne, manager of the Los Angeles Adding 
Machine Company, Los Angeles, Calif., passed away 
March 6, in his fortieth year. Mr. Kuehne had lived 
at Los Angeles twenty-four years, having made his 
home there since leaving his birth place at Winfield, 
Kans. He is survived by his mother, a resident of San 
Diego, one son, Jack Kuehne, and two sisters. 


i hh 
E. W. DALLDORF 


The sympathy of many friends goes out to Elmer 
Dalidorf over the death of his father, E. W. Dalldorf, 
on March 13. Elmer Dalldorf is connected with the 
John Leslie Paper Company of Minneapolis. 
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1935 SUPER 7 
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Acclaimed 
by DEALERS 
as the greatest 
achievement in sta- 
pling machine construction! 





| 





Dealers welcome the SUPER "7" 
because it sells on sight! Let 
your customer try itl Feel how 
easily the sharp staple plunges 
through and fastens] New pat- 
ented stroke-control device and 
patented ribs embossed in the 
side plates eliminate clogging 
and make for continued, easy 
operation. 


The SUPER “’7’’ Makes Stapling a Pleasure! 


NEW!=— 


THE LATEST ADJUNCT 
TO PERFECT STAPLING! 


The 
100%- 
“ROUND- 
WIRE 


SEERSTENER STAPLES 


* BEST FOR ALL | 
STANDARD MACHINES ! 


PERPETUALLY 
GUARANTEED 








if used with 
No. 7 Speed 


Fastener Staples 
















New freezing process eliminates glue clogs in machine, 
the cause of many stapling troubles. 


@ Increased rigidity insures greater penetration. 
@ Makes for smoother action in operation of the machine. 
@ Rustproof—cadmium coated. 


These two new numbers are important money- 


makers... . write for information—NOW! 





PARROT Speed Fastener Corp. 


363 Broadway New York, N. Y. 














30 YEARS YOUNG 


The idea of the nationally known Seng- 
busch Self-Closing Inkstand is more ap- 
preciated by business men today than ever 
before. Saves 75°) of the ink bill. Simple 
to fill—always ready—non-evaporating 
dust-proof. Real satisfaction makes con- 
sistent repeat sales. 








No. 52 Cut Glass 
3 in. Sq. 


No. 51 Plain Glass 
3 in. diam. 





La 
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( 



















No. 320 with two No. 56 Crystal Glass Inkstands. An attractive 


pressed glass set at a very moderate price. 


SENGBUSCH 
DIPADAY DESK SET 


A best-seller in the Seng- 





busch line. The greatest 


desk set value of them all. 


Single or double. Com- 
plete with inkstand, sock- 
et, and Stainless Steel 
Dipaday Pen that saves 


time, pen points, 


and constant dipping. 


gp A ely 


SELF-CLOSING 
INKSTAND CO. 
~ 415 Sengbusch Bldg. 
MILWAUKEE 





Inkstand Display Card 
No. 10l—one of 5 dis- 
tinctive display pieces 
available to Sengbusch 
dealers upon request. 





tree (A. B. Dick Company) ; 


| Reilly 


| pany); 
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“OFFICE APPLIANCE EXERCISES” 

The Gregg Publishing Company, New York, N. Y., has 
issued “Office Appliance Exercises,” a book of over 100 
pages, bound in stiff covers, 81x11 inches, with spiral 
wire binding. John T. A. Ely and Mrs. A. C. Beaver, 
the authors, are directors of studies at the Washington 
School for Secretaries, Washington, D. C. The book 
is a text covering a minimum course for business stu- 
dents, and is copiously illustrated with pictures rep- 
resentative of the mechanisms used in general office 
practice, with a glossary of the terms applied to the 
several processes and operations treated on in the book. 
There is a wealth of illustrations, and a brief history 


| of the various mechanical devices found in every mod- 


ern business office. 
A criterion of the practical character of this book 


is indicated in the list of individuals who have con- 


tributed to “Office Appliance Exercises”: R. J. Roun- 
E. Goldstein and J. Solomon 
(Acme Recording Devices Corporation); L. E. Shears 
and M. H. Tomlinson, Jr. (Addressograph-Multigraph 
Corporation); B. W. Cleland, A. R. MaclIsaac, W. G. 


Sproul and G. E. Weigel (Burroughs Adding Machine 


(Ditto, Inc.); Tim Thrift 
T. J. Wright, 
A. F. White 
Cc. P. B. 


Company); F. Gregor, Jr., 
(Elliott Addressing Machine Company); 
(Felt & Tarrant Manufacturing Company) ; 
(The Hedman Manufacturing Company); 


| Spidell (International Business Machines Corporation) ; 


H. C. Peterson (Marchant Calculating Machine Com- 
pany); E. P. Sickels (Monroe Calculating Machine 
Company); G. E. Henderson (Oakville-American divi- 
sion of the Scovill Manufacturing Company); W. J. O’- 
(Parrot Speed Fastener Corporation); W. E. 
Smith (The Postage Meter Company); A. E. Bruce and 
A. W. Vanderhoff (Standard Mailing Machines Com- 
C. Linn (The Bates Manufacturing Company) ; 
C. L. Cushman (The Bircher Company, Inc.); G. Haig 
(The National Cash Register Company); F. A. Lang 
(Triner Sales Company); W. F. Arnold and T. A. 
Hughes (Underwood Elliott Fisher Company). 
Exercises are provided for students operating many 
of the types of machines shown, where an accounting 


| record is included in the operation of the machine. 





WHOLESALE BARGAIN BULLETIN OF TYPE- 
WRITERS AND OFFICE MACHINES 

The Reliable Typewriter & Adding Machine Corpo- 
ration, 303 West Monroe street, Chicago, last month 
presented a useful bargain bulletin and buyers’ guide 
for the spring of 1935. It is designated as No. 835 and 
contains a large amount of valuable information for 
dealers. 

Terms and conditions are outlined, codes for order- 
| ing are explained and adding and calculating ma- 
chines in large variety are listed, also check writers, 
check protectors, typewriters of all makes, new and 
rebuilt, small adding machines and other lines of 
equipment in great variety. 

a 

NEW TYPEWRITER SHOP IN SPRINGFIELD, ILL. 

On March 1, Robert A. Stickle opened a new store 
at 308 E. Monroe street, Springfield, Ill., where he 
handles new and used typewriters, both portable and 
standard, portable adding machines and office supplies 
and stationery. 

Mr. Stickle for ten years was connected with one of 
the largest office equipment companies in the country 
as service chief and in his new business he will spe- 
cialize in servicing and rebuilding adding machines 
and typewriters. He has also had experience in office 


| equipment sales. 
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For More Than 
100 Y ears— 


Thomas Groom & Company has 
been supplying the business people 
of Boston with filing equipment and 
supplies of reputable manufacture. 
Yet read what happened the first 









_ street year this fine old firm concentrated 
stat a ~ , 
- .ostol on Shaw-Walker! 
305 


This same opportunity ts open to 
you. For details write The Shaw- 
Walker Co., Muskegon, Mich. 





GHAW-WALKER 


MUSKEGON, MICHIGAN 





I 


03-105 State Street—One of three Groom stores in Boston 
LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE 


AND FILING EQUIPMENT IN THE WORLD 
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Bassick 


OFFICE CHAIR CASTERS 
FLOOR PROTECTION EQUIPMENT 


An important and profitable 
line of quality products for 





every office equipment dealer! 


* Diamond-Arrow Casters 

* Diamond-Velvet Casters 

+* NoMar Rubber Desk Shoes 
* NoMar Atlasite Cups 

* NoMar Furniture Rests 

* Rubber Cushion Slides 








ASK FOR CATALOG No.113 PREPARED 
FOR OFFICE EQUIPMENT DEALERS. 





This practical attractive display block is cre- 
ating business for Bassick dealers. There are 
still a few of these available. Write for details 
as to how you can secure this sales help. 


BRIDGEPORT 


THE BASSICK COMPANY CONNECTICUT 


CANADIAN FACTORY: STEWART-WARNER.ALEMITE CORP. OF CANADA, LTD., BELLEVILLE, ONT 
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CONVENIENT FOUNTAIN PEN REPAIR SERVICE 

The Arch Pen Company, 6 North Clark street, Chi- 
cago, in a vest pocket size folder announces a fountain 
pen service by men who have specialized in that work 
for thirty-one years. While the company is new in 
name, its staff of pen specialists has built fountain pens 
for two decades, and every repaired pen is guaranteed 
to perform satisfactory service. Thirty days are al- 
lowed to test writing qualities. 

The folder contains a price list of repairs for all 
makes of pens, prices of new pens, etc. Dealers as well 
as users of fountain pens are invited to avail themselves 
of this service. 





Miss Alicia Morales, a Typist in the Employ of the Porto Rican 
Government, Writing on a Machine which Left the Hartford Under- 
wood Works in 1923.—This machine has been used for the corre- 
spondence of the following governors of Porto Rico: Horace M. 
Towner, Theodore Roosevelt, James R. Beverly, Robert H. Gore and 
Blanton Winship. During this service for the Porto Rican govern- 
ment, the machine has been used to transcribe the dictation of Presi- 
dents Hoover and Roosevelt and that of Mrs. F. D. Roosevelt on the 
occasion of their visits to LaFortaleza. 


> 


TALLAHASSEE, FLORIDA, FIRM CHANGES NAME 

Effective April 1, Bradbury & Hall, 203 East Park 
avenue, Tallahassee, Fla., became Christie Hall Busi- 
ness Machines. 

Although J. A. Bradbury, Jr., severed his connections 
with this company on May 1, 1934, to affiliate with the 
Birmingham, Ala., branch of the Burroughs Adding 
Machine Company, no change was made in the firm 
style until April 1 of this year. No changes were made 
in the organization’s policies nor its business activities, 
which were confined to the handling and servicing of 
various types of office machines, until recently when 
certain office supplies items were added. 











HERE’S NEWS! 


Our new catalog is now ready for dis- 
tribution. It illustrates a complete line of 
medium priced upholstered office chairs, 
wood office chairs with both turned and 
square legs, chairs for schools, hotels, 
cafeterias, institutions, etc., and a new 
line of bentwood folding chairs, shown 
for the first time. 


It is to the dealer's advantage to keep 
up-to-date on dependable sources of sup- 
ply, as buyers are getting in a more re- 
ceptive mood. 

Clear your chair catalog file of pre-de- 
pression relics and send at once for this 
new up-to-the-minute record of chair qual- 
ity and variety—with sales appeal and 
affording a profit. 


YOU WILL BE INTERESTED. 


Siler City, North Carolina 
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HIGH POINT 


BENDING & CHAIR COMPANY 


Siler City, North Carolina 


HIGH POINT 


BENDING & CHAIR COMPANY | 

















As new as tomorrow: 


That's how new the reasons are for discarding 
the indirect method of getting your thoughts 
typewritten 

Nuphonic Reproduction brings your voice to 
your secretary with a new clarity, enabling her 
to hear your words just as she would have you 
dictate them 

Startlingly new and attractive design—the 
work of Stanford Briggs, well-known Industrial 
Designer—will add to her appreciation. 


Automatic devices simplify the entire opera 
tion, leaving the hands entirely free from ‘‘tend 
ing’’ the controls 

Your secretary will be interested in seeing the 
newest dictating machine development—you 
will, too. Whether you use the Dictaphone or 
not, you will want to know about it and we want 
to show it to you. Send us the coupon or come 


to see us. No obligation no charge for a 

1emonstration 

Dictaph : C : OA4 Rr 

; B ling, New Y N. Y A 

l wa t € eprese ; CODE 
I i Juph Progress Portf 

- 

‘ 

Addre 


THE NEW B-12 


DUCTAPHONE 


vw word DICTAPHO* the Registers 1 Trade-Mark of Dictaphone Cor 
Lo m, Maker { Di wad yes sand Acce« orien tm while h said Trades 
Mark | Annlic j 


| sales course and the process course. 
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PHILLIPS NOW WITH WASHINGTON, D. C. 
TYPEWRITER HOUSE 
Charles R. Phillips is now connected with the United 


| Typewriter & Adding Machine Company, Inc., 813 


Fourteenth street, S. W., Washington, D. C. Mr. Phil- 
lips has had a broad experience in the typewriter and 
adding machine field for the last twenty years during 
which time he has studied and serviced machines and 
mechanical problems which he has met in the field. 
For sixteen years, Mr. Phillips was with the Ameri- 
can Typewriter Exchange of Richmond, Va. He re- 
ceived his training in the three courses possible to the 
salesmen of that company, the mechanical course, the 
For many years 
he took care of the outside calls received by the Ameri- 
can Typewriter Exchange on various office machines. 
He is now in complete charge of the rebuilding plant 
of the United Typewriter & Adding Machine Company, 


a‘ 


C. R. Phillips 


(Harris = Ewing Photo) 


CN 





Inc., where he directs a force of ten men covering their 
work on all manner of office machines, including 
duplicating machines, typewriters, adding machines, 
etc. 

The addition of Mr. Phillips to the staff is an added 
assurance of the character of the work to be done on 
the machines his company distributes. 

Mr. Phillips conducts a regular training class in the 
mechanical department covering the different ma- 
chines in the field and at these meetings, which occur 
every Thursday, the various elements necessary to 
speed up the work and improve its quality, developing 
esprit de corps, are covered. 

Mr. Phillips is familiar with the accepted methods 
of export packing and shipping, thus rounding out his 
work in the organization. 

He is a member of the Shrine, a Boy Scout leader, 
a member and secretary of the Bible class of the Pres- 
byterian Church of Pilgrims in Washington and is in- 
terested in recreational and welfare work as well. 

_ 
ALLEN-WALES MACHINES DISAPPEAR 

Following is a list of Allen-Wales adding machines 
that have been lost or stolen from the company, its 
distributors or users: Model 45, serial numbers 6353, 
12628, 13138, 13140, 13510, 13527; Model 40, serial num- 
bers 12507, 12993, 16178; Model 15, serial number 12585; 
Model 8, serial numbers 15196, 15549, 15572, 15753, 17734, 
19623; Model 9, serial numbers 16812, 17051, 17053; 
Model 11, serial number 18281. 

The company, whose executive offices are at 515 
Madison avenue, New York, N. Y., requests that anyone 
who locates any of these machines to wire them, 
charges collect. 
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GENCO MODEL 35 


@ Printing surface 8 x 14 inches 


@ Mechanical ink distribution—no hand 


brush required 

Printing Range adjustment—lower- 
ing or raising of position 

Unique paper stop arrangement 
Speed of 1500-2000 copies per hour 
Absolute, accurate registration 
Feed board takes 100-200 sheets at 


one time 
Adjustable receiving tray—rigidly 
attached 


Postal cards or Index cards without 
extra printing guides 





FULLY EQUIPPED 
$3Q50 F.O.B. NEW YORK 











DUPLICATOR 


‘ Never before has a low priced rotary stencil duplicator been 


so thoroughly equipped to produce this excellence and speed 
of reproduction. Heretofore it could only be expected of a 
duplicator several times its price. No wonder this new 
GENCO has already met with popular endorsement. 


This new Model 35 is not the result of chance for it has been 
designed to meet definite requirements of the duplicating 
machine world. Nothing was spared to produce this new 
wonder of the duplicating machine art. Materials are all of 
the finest—attractively and enduringly finished—and the 
workmanship of the very best. 


Many have been the claims of duplicating machines in the 
past, but this new duplicator makes them a reality. You'll 
want to see it, try it and test it. And why not? Reputable 
dealers are now being appointed. It's the chance of a life- 
time. 


WE ALSO MAKE STENCILS, INKS, CORRECTION 
FLUID AND SUPPLIES FOR ALL DUPLICATORS. 


GENERAL DUPLICATOR CORP. 970 LAFAYETTE sT., NEW YORK, N. Y. 
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Fefple File 








os rotit ri le 





A new filing cabinet ... a 
better filing cabinet. A new 
drawer mechanism .. . pat- 
ented... radically different. 
Guaranteed for a lifetime’s 
service to your customer .. . 
priced to sell readily at a fair 
profit to you. 

Business needs this finer, 
quieter, modern filing cabi- 
net... why not supply it? 
The details? A line to us 


brings them all to you. 











‘STEELCASE 


Business Hquiprrerit, 





METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 
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NORTHWESTERN TRAVELERS CLUB NOTES 
By Fred C. Schaefer, Correspondent 

Ed Cooper, Northwest traveler for the Boorum-Pease 
Company, is confined to the Methodist Hospital at 
Madison, Wisconsin, having suffered a fracture of one 
of his legs when he stepped aside quickly to avoid be- 
ing struck by an automobile. 

* - * 

Sterley Jerue, of the McClain & Hedman Company, 
St. Paul, and Mrs. Jerue, spent some time during 
March at Excelsior Springs, Mo. 

* ” +. 

Twin City stationers and travelers were pleased to 
see Past President Harry Short, on his regular trip to 
the Twin Cities the latter part of February. 

* * * 

The employees of Koch Bros., Des Moines, Iowa, gave 
a little surprise party for B. J. Bristoll on Friday, March 
15, the occasion being “B. J.’s” tenth anniversary with 
Koch Bros. 


* * * 


J. O. Davis, of the Miller-Davis Company, Minne- 
apolis, and Mrs. Davis, have returned from a pleasant 
sojourn in Florida. 

* * - 

Harry Bergquist of the Wilson-Jones Company, has 
moved his home to 2825 Park avenue, Minneapolis. He 
formerly lived at Sioux City, Iowa. 

+ * * 

Fred. C. Sheaffer of the Sanford Manufacturing 
Company, returned to St. Paul recently after a suc- 
cessful trip. (N. B.: Fred didn’t mention this in his 
copy, so we are telling it for him.) 


ee 
PAUL RICHARD PASSES AWAY 


Paul Richard, who was connected with the supplies 
department of Remington Rand since early in 1934, 
passed away at New York a short time ago. He entered 
the ribbon and carbon field at Boston fourteen years 
ago, and later joined Remington Rand as a special field 
representative. In this capacity he trained salesmen, 
and directed home office activities toward the goal of 
increased volume from the large group of supplies 
representatives the company had established in the 
field. 

Mr. Richard was loyal and dependable, ever seeking 
to attain the best possible results from his work. To 
his associates in the organization he was a friend 
whose counsel and example was constructive. He will 
be missed by his associates, yet ever an inspiration to 
the organization to which he contributed his best ef- 
forts 


> 


CONCERN IN WEST READING, PENNSYLVANIA, 
CHANGES NAME 

As of March 1, the business heretofore conducted 
under the name of Harry M. Shaaber is now being op- 
erated under the name, Business Equipment & Supply 
Company, 431 Pine street, West Reading, Penna. 

Mr. Shaaber is in charge of sales. The company is 
adding to its lines from time to time, and specializes in 
steel equipment, having the agency for The General 
Fireproofing Company products, Bay West Kraft tow- 
els and general articles handled by commercial sta- 
tioners. 

Manufacturers are requested to note the fact that the 
concern has changed its name and that it is going more 
extensively into stationery and office equipment. 
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It’s a great pen, 
long after its novelty 
is worn off 








Esterbrook 
Re-New-Point 
Fountain Pen 


This is the pen with the inter- 
changeable pen points in solid 
Duracrome, more serviceable, 
less expensive than the ordinary 
gold point. Fountain pen con- 
venience, steel pen efficiency. 
Plenty of office workers are wait- 
ing for this useful writing tool. 
A friend-maker for you; and a 
breeder of repeat sales, as new 
points are needed. Novel though 
it be, it is in the Esterbrook 
tradition of quality and serv- 
ice-giving. 


yoo and up, retail 


Extra Re-New-Points, 25c each 
(Prices slightly higher in Canada) 





Esterbrook 
Re-loading Push Pencil 


Space prevents our showing this ingenious 
device. But our word for it, it has sales 
appeal a-plenty. For it feeds two feet of 
lead as needed with a simple motion of the 
thumb. No taking apart to re-load, in the 
midst of a busy conference. This one fea- 
ture alone would make it sell, but, it is in 
every other way an efficient all-round pencil. 
“—- and up, retail; in colors to match the 


Esterbrook Re-New-Point Fountain Pen 


bstertrvuk 


STEEL PEN MANUFACTURING CO. 


86 Cooper Street ,, Brown Bros., Ltd. 
Camden, N. J. Toronto, Canada "4 























1. PRIMARY GUIDES 


LOO 


In the first two positions, green 
tabs locate the correct alpha- 
betical index at the left 


2. SPECIAL NAME GUIDES 


Third position, orange tabs in 
DISPLAY space guide you in- 
stantly to the most active sec- 
rons to groups of folders 
having a common index title. 


3. INDIVIDUAL FOLDERS 


If the name you are looking for 
isa regular correspondent, you 
will find the folder you want 
here, and need look no further. 


4. MISCELLANEOUS FOLDER 


If there is no individual folder 
for your correspondent the 
material you want must be in 
the Miscellaneous Folder—the 
last place you look and the last 
place in line 











A BRAND NEW 


beamline 
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FILING IDEA... with 


talent 


Read How YOU’RE GOING TO PROFIT for Years to Come 
With This Swift, Accurate, Flexible New System 


@ SMOOTHING out all “kinks” that retard 
operation——that’s streamlining. And that’s just 
what is achieved by the NEW Rand Visible 
Name Filing System. Combining seasoned, record- 
keeping logic with visual habits, this improved 
system provides an accurate, time-saving and 
natural method of filing for businesses large 
and small. And—at last!—it’s a system which 
doesn’t need voluminous explanation: every 
last tab, guide and folder is where it is because 
common sense says that’s where it should be. 
Glance at the illustration opposite. Note the 
arrows leaping from tab to tab, from left to 
right. Just the way the human eye naturally pro- 
ceeds. No zigzagging; no doubling-back. Each 
visual “station” is clearly indi- 

cated in color — colored Angle 
Tabs signalling instantly im- 
portant guides and also spot- 
ting the all-important Miscel- 


laneous Folder. 





One of the salient features of Rand Visible 
Name Filing is its flexibility. Over-crowded sec- 
tions can be conveniently and logically divided 
up—congestion easily avoided— and at remark- 
ably little cost. The system as a whole can be 
expanded indefinitely to keep pace with filing 
volume. Yes Sir, here’s the makings of a New Era 
of filing—and you're going to profit handsomely 
with every Rand Visible Filing System you install. 
Vari-colored Angle Tab guides (famously easy 
to read) and several types of serviceable folders 
are offered. All Rand Angle Tabs have change- 
able index inserts, permitting complete flexibili- 
ty to meet any filing condition. This system can 
be organized on a subject or geographic basis 
as well as the usual alphabetical 
make-up. Sold only through 
dealers. Write for complete 
data and prices. The Victor Safe 
& Equipment Co., Inc.; North 
Tonawanda, N. Y. 
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Secretary 
Model (at left) 

companion 
chair to Ex- 
ecutive Model, 
combining 
beauty and 
comfort to de- 
gree never be- 
fore attained 
in posture 
seating. Soft, 
resilient seat 

generous 
size back 
genuine Span- 
ish leather or 
fine mohair up- 
holstery. And 
all adjust- 
ments ‘*‘‘quick 
as a wink’’ 
with the Har- 
ter Key! 


1935 Harter 
Line of Fac- 
tory Posture 
Chairs is also 
complete, o f ° 
fering wonder- 
ful volume 
sales possibili- 


ties. 


FOR RESPONSIBLE DEALERS 
WE HAVE A “BLUE CHIP” PROPOSITION 


This new 1935 Harter line is a sales sensation. In less than three 
months’ time, our dealers have made a tremendous showing doing 
better than ever before MAKING REAL MONEY! 

And no wonder! . . . for the 1935 Harter Posture Chairs are head and 
shoulders above competition . . . radically improved. Today the 
Harter line is more comfortable, more beautiful, more durable. 
Most important of all, every Harter Chair is now instantly adjustable. 
Gone are the bolts, nuts and hand wheels that made posture chairs 
unsightly, hard to adjust, hard to demonstrate, hard to sell. Now, 
in less than sixty seconds, any Harter Chair can be correctly adjusted 
to any individual. Simply use the Harter Key shown above. 

The market for posture chairs has hardly been scratched. Practically 
every factory and office in your community are excellent prospects. 
We give you an exclusive franchise, and we help you from then on. By 
all means, write for our 1935 Dealer Plan and the new Harter Catalog. 
We have a great story. 


The HARTER CORPORATION Sturgis, Michigan 


Manufacturers of the World’s Finest Steel Seating Equipment 
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RUXTON LINES WIN SUBSTANTIAL HONOR 

Ruxton Products, Inc., Cincinnati, Ohio, has created 
a design for an entire line which won the company 
first place and a gold medal in the family group classi- 
fication of the 1934 All-American Package Competition 
conducted by the Modern Packaging Magazine re- 
cently. 

“Rux - tone” products are packaged in pasteboard 
principally. The basic colors are black, red and white. 
The background color of the entire package is usually 
black and the name, “Rux - tone,” is lithographed in 
white script on a black or red central monogram with 





Adhesives, Ribbons 

First prize winners in the Family 

Group division of Package Contest conducted 
by the journal, Modern Packaging. 


The Ruxton Line of Inks, 


and Carbons. 


a triple line white border. As many as thirty different 
products are thus associated in the mind of the con- 
sumer as being manufactured by Ruxton Products, Inc. 
The Ruxton lines in this field include inks, carbon 
papers, typewriter paper of various weights and quali- 
ties, stamp pads, glue, paste and many other stationery 
items. The present package with its clear color con- 
trast is easy to read on the shelf or in a display. 

George L. Welp is the designer who achieved this 
package coordination for the Ruxton people. The 
several features were carried out by leading makers 
of the different essentials of the line, such as labels, 
poster color jars, glassware for inks and paste, etc. 

NRA APPROVES CODE AUTHORITY MEMBERS 

On March 14 the National Recovery Administration 
announced the recognition of the following as duly 
elected members of the code authority of the wood 
cased lead pencil manufacturing industry: John K. 
Reckford, American Lead Pencil Company, Hoboken, 
N. J.; J. H. Schermerhorn, Joseph Dixon Crucible Com- 
pany, Jersey City, N. J.; Herman Price, Eagle Pencil 
Company, New York City; H. B. Elmer, Eberhard Faber 
Pencil Company, Brooklyn, N. Y.; Asa B. Wallace, Wal- 
lace Pencil Company, St. Louis, Mo.; Alfred H. Best, 
Richard Best Pencil Company, Irvington, N. J. and 
John S. Furst, Mohican Pencil Company, Philadelphia, 
Penna. 
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STEEL AGE 
VERTICAL LINES 
ARE COMPLETE 


SIX GRADES 
THIRTEEN DIFFERENT 
LINES 

INCLUDING COUNTER HEIGHTS 


TWO HUNDRED FORTY- 
EIGHT STYLES 


You can take care of your pros- 
pect’s desires in respect to 
Quality and Price when you 
sell Steel Age Cabinets. The 
line designed to give the most 
in Eye appeal. 

Your inquiries regarding the 
Steel Age line are solicited. 
Write 


Corry-Jamestown Mig. Corp. | 


CORRY, PA. 


Export Dept. 
5716 Euclid Ave., Cleveland, Ohio 
Cable Address CORJAM 


Branches in All Principal Cities 


| 

















104 


FREE TRIP 


to Hollywood.. 


or its equivalent in cash 


and 31 other valuable prizes 
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Pen 


$1.00 
14-Kt. 
Solid Gold 
lridium- 
tipped 
Point 





Peneil 


39c 
Holds 
52 inches of 
lead and 
they come 
with the 
pencil 





~ 
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— 
Your Wholesaler 
¥ is primed to tell you 
how you can make 
money with these 
two great instru- 
ments and the great 
motion picture, 


“DAVID COPPERFIELD” 


DAVID KAHN. INC. 


North Bergen, New Jersey 
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SMITH AND BARNETT CREATE UNUSUAL INK 
DISPLAY 

Not long ago Smith and Barnett, well known distribu- 
tors of office equipment, engineering and art materials, 
created an unusual window display and forwarded to 
the Charles M. Higgins Company, Inc., whose goods 
were featured, an attractive photograph of their con- 
ception of an original display of inks. Unfortunately, 
the reduction suppresses much detail of interest in the 
picture. 

On the background paneling attractive specimens of 
art work in a number of techniques in drawing ink 
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Display of Higgins Inks in Window of Smith and Barnett 
Store, Huntington, W. Va. 


ihn 
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were mounted. These were made by Irvin Dugan, tal- 
ented artist of the Huntington Herald-Advertiser. 
Prominently shown were large dummies of the cartons 
which contain the three-quarter ounce size bottles of 
Higgins drawing ink supplied by the manufacturer, 
along with attractively mounted color-page inserts of 
Higgins drawing ink taken from architectural papers. 
Many display cards featuring Higgins drawing and 
writing inks were also shown. Seven distinct types of 
Higgins inks were used, a number of these being in two 
or three positions. The window created considerable 
interest and favorable comment. 

ecnaiiieallciatapasite 

ACKER BUSINESS EXPANDS 

From L. D. Acker, proprietor of the L. D. Acker Print- 
ing Company, 115 North Jackson street, Albany, N. Y.., 
comes the announcement that earlier this year his com- 
pany expanded its activities to include a separate de- 
partment for the handling of office supplies and office 
furniture. A representative stock was installed and a 
salesman added to devote his entire time to the en- 
larged department. 

Formerly the office supplies linéds were handled in 
direct conjunction with the printing activities of the 
company. The business has been in existence for 
twenty-one years at the same address. For all but one 
of those years the company has handled the Wilson- 
Jones line of loose leaf equipment. For the past fifteen 
years Boorum & Pease blank books have been featured. 

= ae a 
HARPOLD OPENS NEW STORE IN DALLAS 

J. P. Harpold, an office furniture man of much ex- 
perience, has opened an office furniture establishment 
at 1708 Commerce street, Dallas, Tex. The store was 
opened on the first of the year and Mr. Harpold is well 
pleased with the business he has received up to date. 
He believes that with the coming of the Texas Cen- 
tennial to be held in Dallas in 1936, business should 
increase one hundred per cent. 

The Harpold store is twenty-five by one hundred feet 
and is already well stocked with office furniture, but 
it is planned to add new lines from time to time. 

For the last twelve years Mr. Harpold has been con- 
nected with office furniture houses in Dallas and Hous- 
ton as salesman and assistant manager. 
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SHEAFFER: 





New Improved 
Skrip-Well Display 
..-Booms Skrip Sales! 


Get going on writing 
fluid and adhesive sales 
and profits —- you never 
had a better opportu- 
nity to build up a record 
volume! Push the new Display measures 12in.x18in. Has substantial electric motor. 


USES LAST DROP 





10c size Skrip-Grip for  [irm'.vittcting attention and showing action of shrip- Wall 
HEAFFER’ business you never had 
S RS before—feature the new Skrip-Well bottle that uses the last drop and keeps 


Permanent Skrip 


fingers clean, now available in 2 oz., 4 oz., and 50c family and small office sizes. 
Get the new ‘“‘see-it-in-action”’ electric Skrip-Well Display working for you in 
your window —on your counter! This is not just an eye attraction but actually 
demonstrates and is a real salesman of a fine new product. Absolutely free 
with the No. 995 Profit Deal that includes both Skrip and a “‘Sampler”’ assort- 
ment of adhesives. Tie in with the national four-color advertising in the 
Saturday Evening Post and other magazines. Other dealers are cleaning up 
get your share! 


urvives moisture, exposure and time! 








Reproduction of full page, four- 
color Skrip and Adhesive ad on 
ist inside cover of Saturday Eve- 
ning Post, April 27 ,1935. 









No. 995 SKRIP 


. WELL 
Profit Deal 
Deal includes: List Prices i Sc 

1 No. 295 Adhesive Assortment (illustrated) $ 4.92 

3 doz. 2 oz. SKRIP-WELL bottles, assortedcolors 6.00 
‘2 doz. half pint SKRIP-WELL bottles, assorted USES 
$13.92 po 

L full di t to the trad di 

ess Tu iscoun o e trade an n DROP 


addition you get 


1 SKRIP-WELL DISPLAY, VALUE 
$7.50 FREE 


No. 295 Adhesive Assortment 
included in No. 995 Deal 


HEAFFER 


Total Value of Display and Merchandise $21.42 
PENS - PENCILS + DESK SETS + SKRIP 


SKRIP-GRIP PARA-LASTIK 


W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa, U.S. A 
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SPOTLIGHTING the new 








By far the most convenient to operate, 
the New Royal Portable with Touch 
Control is the easiest to demonstrate— 
the quickest to sell! Two models... 
$49.50 and $60! Full profit margin! 


iy ROYAL PORTABLE 
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ROYAL PORTABLE 
with TOUCH CONTROL 





Designed for one purpose ... to enable you to And it retails for the same price as ordinary 
offer your customers the finest, most distinctive makes! For full profits, stock and handle this 
and efficient portable typewriter ever made! new Royal exclusively . . . Link to Leadership! 


Royal Typewriter Company, Inc., 2 Park Avenue, New York City 





with TOUCH CONTROL 











PORTABLE 
Adding watelashites 


VISIBLE DIALS - - AUTOMATIC CLEAR SIGNALS 


ALLEN 


CALCULATORS 
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MODESTO, CALIF., COLLEGE TO HOLD 
BUSINESS SHOW 

A business show is to be held at the Modesto Junior 
College, Modesto, Calif.. on May 2 and 3. This show 
is being sponsored by the Commerce Club, composed of 
students of the Modesto Junior College, and the office 
appliance dealers of Modesto, namely, Cliff Lee, Joe 
Miller and L. M. Morris. Miss Dorothy Black, instructor 
in secretarial subjects and office appliances, is orig- 
inator and general manager of the exhibition. The 
show will be held in the gymnasium of the Junior 
College, which is one hundred fifty feet by eighty-five 
feet and affords plenty of room for an excellent ar- 
rangement of exhibits. 

The show will be held both afternoon and evening, 
May 2 and 3. Friday evening, the third, is being re- 
served for business men and executives. Students, 
teachers and school people of the entire surrounding 
community will be invited to attend Thursday and Fri- 
day afternoons. There will be various attractions, such 
as speed writing and machine demonstrations. The 
students taking commercial courses at the Junior Col- 
lege will assist the exhibitors in demonstrating their 
equipment. 

It is expected that approximately fifteen hundred 
people will attend. 

The companies exhibiting are A. B. Dick Company; 
Addressograph-Multigraph Corporation; Burroughs 
Adding Machine Company; Dictaphone Sales Corpora- 
tion; Ditto, Inc.; Thomas A. Edison, Inc.; Hedman 
Manufacturing Company; Heyer Corporation; Interna- 
tional Business Machines Corporation; L. C. Smith & 
Corona Typewriters, Inc.; Marchant Calculating Ma- 
chine Company; Multistamp Corporation; Markwell 
Manufacturing Company; Monroe Calculating Machine 
Company; The National Cash Register Company; Nia- 
gara Duplicator Company; Remington Rand Inc.; 
Royal Typewriter Company, Inc.; Standard Mailing 
Machines Company; Bell Telephone Company; Tempo- 
graph Sales Company; Todd Sales Company; Toledo 
Scale Company; Underwood Elliott Fisher Company; 
Victor Adding Machine Company; Vivid Duplicator 
Division, L. C. Smith; Woodstock Typewriter Company, 
and others. 

Publicity will include news items and pictures in the 
local newspapers, as well as in the papers of the sur- 
rounding towns. Announcements will be made over 
the radio and invitations will be issued personally by 
the exhibitors and by the Junior College. 


> 


CLEVELAND COLLEGE SHOWS OFFICE MACHINES 


An exhibit of modern business and office machines 
was held in the Cleveland College Auditorium, March 
4 to 7, from 3:30 to 9 P. M. each evening, for the benefit 
of the students. Exhibitors were: A. B. Dick Company, 
Art Metal Construction Company, Business Service 
Bureau, Ediphone Company, The Hansen Business 
Machines Corporation, Monroe Calculating Machine 
Company, The National Cash Register Company, The 
Ohio Desk Company, Randolph Desk Company, Rem- 
ington Rand Company, Umderwood Elliott Fisher Com- 
pany, Woodstock Typewriter Company, Burroughs 
Adding Machine Company, Dictaphone Sales Corpora- 
tion, The Standard Register Company, The Ormig 
Cleveland Company, and The Todd Co. 

The Varityper was the featured exhibit of the Han- 
sen Business Machines Corporation and “Doc” Walter 
Handson and Miss Katherine Hanson were in charge. 
—AED 
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Heavy Celluloid Tab 
Cannot Become “Dog-Eared 45 Degree Easy Reading Angle 


Can Be Read From Standing Positron 








Removable Labels Permits 
Unlimued Expansion 









\ Heavy Gray 25-Pt 
Pressboard Stock 


\ 


lab Cemented and E yeletted 
to Front and Back of Guide 


Colored Labs jor 
Quick Selection 





ANGULAR CELLULOID 
TABS SPEED UP FILING 
AND FINDING 


Globe-Wernicke Angular Tab guides and folders 
are set at the easy reading angle of 45 degrees— 
the file clerk looks AT the guide, not FOR it. 
No stooping or bending to read indexing, even 
in the lowest drawers. 


Tabs of heavy celluloid are formed to an equila- 
teral triangle and firmly cemented to front and 
back of guide or folder and securely riveted 
with two eyelets. 


Transparent celluloid gives full visibility to the 
insert label and protects it from becoming soiled 
or damaged. 


Write for the facts about our attractive proposi- 
tion for dealers and prices. 











eS Sere 


al 


The natural reading angle of Globe- 
Wernicke Angular Celluloid Tabs 
‘s guides saves filing fatigue, re- 
. duces wear and tear on quides and 
. folders, speeds up filing and 





ook a e Guide.. not /o ‘ 








finding and saves money. 


Globe-Wernicke 


Cincinnati, Ohio 














11U 





ML 
“goats ...- THE MERCHANDISE 
add them together and you get 


Simplified, Profitable Selling 


MPERIAL CARBON PAPER is better today 

than ever-—and it was always fine quality. 
Compare its fine texture, even inking, non- 
smudging, long wearing features with papers 
costing twice as much and you'll know why so 
many dealers are making real money by featur- 
ing IMPERIAL. 


Add to Imperial’s quality the now famous 
IMPERIAL CARBON PAPER MERCHANDISER 
and you'll get the ultimate in easy, simplified, 
profitable carbon selling. The IMPERIAL 
MERCHANDISER is a pocket size portfolio 
that puts all the vital information about carbon 
paper at your fingertips. It’s as simple as 
A-B-C to use, as convincing to your customer as 
an encyclopedia of facts. It helps you be of real 
service to your trade and makes your trade sure 
to be of value to your cash register. 


Get the IMPERIAL MERCHANDISER- get some 
IMPERIAL samples—test them out and prove that you 
can sell more IMPERIAL CARBON PAPER. Write us 


NOW! 
a 


IMPERIAL MANUFACTURING CO. 


The Manufacturer with the Dealer's Viewpoint 
General Offices: 176 Fulton St., New York, N. Y. 
Factory: Newark, N. J. 


Chicago: 19 So. Wells St.—Room No. 305 


i ¢ 2 MPRRIAL 


CARBON PAPER 


MERCHANDISER 





OFFICE APPLIANCES 


DEAN S. PATTON TAKES DISTRICT FOR VICTOR 

Dean S. Patton has been made a divisional sales 
manager for The Victor Adding Machine Company 
with a territory which includes New York state except 
New York City, Pennsylvania, part of Maryland and 
Virginia. Mr. Patton has had a training which fits 
him well for his new connection. For twelve years he 
was connected with the Sundstrand Adding Machine 

















Dean S. Patton 


Company. Later he was in charge of the eastern dis- 
trict for Marchant Calculating Machine Company. 
More recently he has been selling Victor adding ma- 
chines in Vermont and because of his record there 
was given the enlarged field of opportunity and re- 
sponsibility. Prior to taking over the territory, he spent 
some time in Chicago at the Victor plant. 
—— 

WYATT COMPANY MOVES BROCKTON STORE 

The John H. Wyatt Company of Brockton, Mass., for 
several years located at 28 High street, have opened 
in new and larger quarters at 1315 High street. 

The company specializes in typewriters, adding ma- 
chines, office supplies and equipment. Its personnel 
includes John H. Wyatt, proprietor; Violet Work, book- 
keeper; A. L. Beals and L. Yaffa, sales department; 
John H. Reneghan and George Bricknell, service de- 
partment. 

The new store is about three times as large as the 
former store and is located practically in the heart 
of the city. Mr. Wyatt says that he made this change 
because of the increase in his busingss during the past 
year or two and also by reason of the fact that the 
company is taking on additional lines such as sta- 
tionery, office equipment, etc. 

Mr. Wyatt will appreciate hearing from manufac- 
turers who have the Brockton territory open for new 
agencies. Such manufacturers and others are asked 
to send catalogues and advertising literature. 

—_—~_>__—_- 
LOWE JOINS ALL-STEEL-EQUIP COMPANY 

R. M. Lowe, formerly of Pittsburgh, has joined the 
Equipment Sales Division of the All-Steel-Equip Com- 
pany, Aurora, Ill. manufacturers of steel shop and 
office equipment and electrical wiring specialties. The 
foregoing information comes from F. R. McQuown, 
vice-president of the company. 

After his graduation from engineering school, Mr. 
Lowe spent two years in the engineering department 
of the American Car & Foundry Company. For seven 
years he was district manager of the Pittsburgh area 
for the Fred Medart Manufacturing Company, St. Louis. 

Mr. Lowe will cover the middle west for the All-Steel- 


| Equip Company. 














111 


APRIL, 1935 





5815 Third Street 





HERE is the close-up 





SPOTS” INK TO ANY 
SECTION OF DRUM QUICKLY 


TO DRUM, AS REQUIRED 





DIRECT FRONT FEED 





















REGULATES FEED FOR 
THICKNESS OF PAPER-—-FROM 
ONION-SKIN TO CARDBOARD 


ELEVATOR HOUSING 
ENTIRELY AUTOMATIC 


FEEDS TO LAST 
SHEET AUTOMATICALLY 


ADJUSTABLE PAPER 
BREAKER. FROM POST-CARD 
TO LEGAL-SIZE 


THE NIAGARA WAY 


PERFECT REGISTRATION 
FEED CONTROL 


AT A FINGER’S TOUCH 


ADJUSTABLE PAPER 


OR GRADE OF PAPER 





AUTOMATIC THROUGHOUT 


NOTE THE INDIVIDUAL-NIAGARA-CONSTRUCTION! 


NO clumsy mechanical contraptions obstruct the feed tray or paper—you 
merely insert a ream of paper and, presto! you are ready to operate! 





ADD TO THE ABOVE FEATURES 


AUTOMATIC ROLLER RELEASE 
The impression roller “contacts” only as 
paper passes through machine. 
SELF-ALIGNING IMPRESSION ROLLER 
The NIAGARA impression roller adjusts 
itself with the movement of the drum—an 
insurance against stencil wrinkling. 


PERFECT REGISTRATION FEEDER 


A unique feature of the NIAGARA Dupili- 


cators! 


SELF-STACKING RECEIVING TRAY 
Stacks the paper in alignment as it is ejected 
from machine. 

AUTOMATIC RE-SET COUNTER 
Counts only as paper is moving under 
drum. RESETS instantly. 

NIAGARA SLIP-SHEETER AND ELECTRIC 

DRIVE CABINET ARE ACCESSORIES 
That can be quickly mounted with the all- 
utility AF NIAGARA. 


NIAGARA FEATURES = THE NIAGARA GUARANTEE 


Exact registration — True reproduction — Simplicity of operation 


NIAGARA DUPLICATOR CO. 


Cable Address: ‘‘Niado’”’ 


San Francisco, Calif. U. S. A. 


NIAGARA 


INK PUMP—FROM RESERVOIR 


AUTOMATIC OR HAND-FEED-— 


BREAKER. ANY WEIGHT 











“And they asked how I did it, and I gave ‘em the Scripture text 


You keep your light so shining a little in front o' the next! 
They copied all they could follow, but they couldn't copy my mind, 
And | left ‘em sweating and stealing a year and a half behind 


Kipli Ng 





Desk by Browne-Morse 
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It just had to be done 


Consequently, our engineers, our designers, our foremen, our 
shop men, put their brains together and worked and worked 
and worked... . The final results prove our right to the use of 
our twenty-eight-year-old slogan, 


“A Year and A Half Ahead” 


Buyers and users of desks have been Steel Desk minded for 
years, but price and rather plain design have been the reasons 
for the rather limited adoption. As for appearance and design, 
glance at the two views on the opposite page, to assure yourself 
of the outstanding beauty and eye appeal to the most critical. 


Cold hard facts have made people steel desk minded, because 
steel desks have the following advantages: 


Solid No Upkeep No Slivers Vermin Proof 
Substantial No Binding No Ruined Hosiery Quiet 
Sturdy No Swelling No Torn Clothes Positive 
Last Longer No Shrinking Modern Smooth 
Won't Burn No Warping Sanitary Clean 


The man who uses the desk, the purchasing agent who buys it 
from the progressive dealer in his town, are all welcome under 
the slogan, “A Year and A Half Ahead.” 


This New 1000 Line, Complete in All Styles, All Sizes at Revolutionary Prices 


Browne-Morse Company 


Muskegon, Michigan 
140 MAIDEN LANE, NEW YORK CITY 
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SPEED UP | 


YH YOUR 


OFFICE 
HANDLING 
OF MAIL IN YOUR a eae gen oe 


requirements of these and 




















Quiet, ~*~ 
Dependable, 
Care-free 
Service 


Make sure that the 
motorized mail- 
metering machine 
you buy has a G-E 
motor 











MAILING 


DEPARTMENT 
Save Time and Money 


with Modern 


MAIL-METERING 
MACHINES 


ae operated, a 
modern mail-metering machine 
saves time and money —it speeds 
up the dispatch of mail, elimi- 
nates losses, and is an aid to 
better accounting. 


To make sure that the electrified 
mail-metering machine you buy 
is operated by a motor that is 
“care-free,” time- and money- 
saving, and as modern as the 
machine itself, ask that it be 
powered with a G-E motor. 
The G-E monogram is your 
assurance that the motor is per- 
fectly matched to the machine. 
It is your assurance, too, that this 
motor will give you long, care- 
free service. Look for the G-E 
monogram when buying any elec- 
tric equipment for your office — 
lamps, fans, water-coolers, etc. It 
is a mark of quality and depend- 
ability. General Electric, Sche- 
nectady, N. Y. 





other office devices: 


Adding machines 
Addressing machines 
Auto callers 
Automatic typewriters 
Accounting machines 


Billing machines 
Binding machines 
Blueprint machines 
Bundle tiers 
Bookkeeping machines 


Canceling machines 
Calculating machines 
Card punchers 
Cash-carrying machines 
Cash registers 

Check indorsers 

Check writers 

Check protectors 

Clock winders 
Coin-counting machines 
Computing machines 
Coin-wrapping machines 


Dictating machines 
Duplicators 


Embossing machines 
Engraving machines 
Envelope-opening machines 
Envelope-sealing machines 
Erasing machines 


Fans (for desk) 

Fare boxes 

Film-washing machines 
Folding machines (paper) 


Gluing machines 
Key-cutting machines 


Letter openers 
Labeling machines 
Letter presses 


Mailing machines 
Meters (postage) 


Package-sealing machines 
Package-wrapping machines 
Paper-box machines 

Payroll machines 
Perforating machines 
Photograph printers 

Postal permit machines 
Printing machines 


Registers (sales 


Sorting machines (cards) 
Sealing machines 
Stamp-canceling machines 
Stenciling machines 
Stock-quotation boards 
Stitching machines 


Tape moisteners 
Tape-pulling machines 
Telegraph machines 
Tickers 

Typewriters 
Typesetting machines 
Ticker counters 
Tabulating machines 


Venders (ticket) 
Voting machines 


Wrapping machines 


070-92 


GENERAL @ ELECTRIC 
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N I R B EXTENDS STAY OF PENCIL CODE’S 
PRICING PROVISIONS 

The National Industrial Recovery Board has an- 
nounced the extension until May 23 of Administrative 
Order 291-14, dated November 23, 1934, staying the pro- 
visions of Sections 3, 4, 5, the first sentence of Section 
6, Sections 16 and 17 of Article X, and Section 8 of Ar- 
ticle VII, which, together with certain others suspended 
by the executive order approving the code, formed a 
comprehensive pricing system. 

Article X, Section 3, refers to the filing of a gross 
price list by members showing current prices and stand- 
ard discounts and terms; Section 4 has to do with mini- 
mum prices and discounts and their control by the 
Code Authority and Administrator; Section 5 refers to 
the filing of revised price lists with the Code Authority 
by members subject to the provisions of paragraph 4. 
The first sentence of Section 6 reads: “No member 
shall sell any product of the industry at prices lower or 
discounts greater or on more favorable terms of pay- 
ment than those on file at the office of the Code Au- 
thority as above provided.” 

Section 16 of Article X forbids Class A members to 
open new accounts with dealers who have not bought 
since January 1, 1931, from the members in amounts 
less than a minimum quantity for shipment at one 
time of $100 net worth of wood cased lead pencils. The 
limit set for Class B and Class C members is set at $75 
and $50 respectively. 

Section 17 reads: “No member shall evade the min- 
imum price provisions of the code by submitting a bid 
on fractions of a gross at a price which is not extended 
to the exact common fraction of a cent in event that 
the division does not figure out to an even cent.” 

Paragraph 8, Article VII, says: “No member of the 
industry shall discriminate in price between different 
purchasers of the same type, except on account of dif- 
ference in quality and quantity.” 


oe 


DEATH TAKES GEORGE W. HYDE 


George W. Hyde died at the Brooks hospital, Brook- 
line, Mass., after an operation for acute appendicitis 
on March 18. Funeral services were held on the after- 
noon of March 20, at his home in Brookline. 

Mr. Hyde was born in Corey, Penna., July 4, 1868. He 
was brought up in the home of his grandfather, George 
W. Fox, in Dunkirk, N. Y., where he received his educa- 
tion. He first went into the art business in Dunkirk, 
but for the last forty years he has had a prominent 
position in the fountain pen industry. For several 
years he was connected with L. E. Waterman Company 
of New York, and later for some time he represented 
in this country, De La Rue & Company, an English 
concern which manufactures the Onoto pens. In 1920 
he associated himself with the Moore Pen Company of 
Boston and since that time has represented the com- 
pany in New York. 

Mr. Hyde was a man of commanding personality and 
had expert knowledge of fountain pens and their pro- 
duction. In politics he was a Republican and served 
as chairman of the Saratoga, N. Y. county Republican 
committee, also as a delegate to the National Repub- 
lican Convention for his district. 

Surviving are his wife, Mrs. Maude (Brackett) Hyde; 
two daughters, Helen (Mrs. Arthur J. Pierce), of Sara- 
toga Springs, and Louise, wife of Dr. F. B. MacNaugh- 
ton, Jamaica, Long Island, N. Y., and three grandchil- 
dren, George H., Helen H. and Mary Louise Pierce of 
Saratoga Springs. 
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Stimulate 


Your Customer's Interest in 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and public buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” Our recent catalog No. 9 illustrates and describes 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. Putting them in your 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


JASPER 
INDIANA 


Chicago Representative: 
W. H. Brown, 
6708 Glenwood Ave., 
el. ROGers Park 3644 
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Ranging from 


COMPLETE range 


of prices... 


COMPLETE mer- 


The MODERN PACKAGING DISPLAY AT CHICAGO 

the American Management Association. As an adjunct 
2 of their products, which had received recognition from 
CO M PLE TE the jury of awards, included the following: 

The Bakelite Company, New York, N. Y., showed an 
finest quality Port- General Pencil Company, Jersey City, N. J.—This 
ettes. Catalog Cases. Celophane wrapped index cards, and display feature. 

pad ink, demonstrated the artistry of the day in dress- 
conspicuous as a convenient utility for the office. 
chandising service. 
ATTRACTIVE HARTER CATALOGUE 
by that well known company. 


A display of modern packaging was presented at the 
TES Palmer House, Chicago, March 6, showing outstanding 
Sg CoO examples of modern packaging, under the auspices of 
pt 
to the displays, a number of manufacturers producing 
| | NX Kk Is media for packaging had booths featuring their prod- 
os . 2 ucts. Manufacturers in this field who made displays 
The American Crayon Company, Sandusky, Ohio. 
Packages entered included crayons, Prang “Tempera” 
and “Hygia” dustless chalk. 
7 A . . ‘ o extensive variety of packaging utilities, as manufac- 
Zipp rE hy lope s to tured for divers industries as containers for merchan- 
retail at $1.00 to the | aise. 
f, li Ri Bi | ‘ company’s ink package, convertible into a standing 
oO 10s. ing inc ers. | lamp, was shown. 
Briefcases. Satchel- Oxford Filing Supply Company, Brooklyn, N. Y.— 
Ruxton products, Inc., Cincinnati, Ohio —“Rux- Tone” 
ete. typewriter ribbons, carbon paper, rubber cement, muci- 
lege, paste liquid, poster colors, writing ink and stamp 
ing up merchandise with powerful eye appeal. 
F. S. Webster Company, Inc., Cambridge, Mass.—The 
new counter package for “Star” typewriter oil was 
Whiting-Plover Company, Stevens Point, Wis. 
Packaged typewriter paper. 
> 
The Harter Corporation of Sturgis, Mich., has just 
issued a handsome catalogue of sixteen pages illus- 
T trating all the lines of seating equipment manufactured 
HE number of 
The catalogue emphasizes a new line of steel posture 
chairs and seating equipment embodying new and ex- 
clusive features of design and construction. The cor- 


STEBCO dealers is 
rapidly increasing, 





for the simple 


reason that STEB- 
COS are easy to 
sell and_ provide 
satisfactoryprofits. 
... ask any dealer 
about STEBCOS. 
We'll gladly senda 
list of dealers in 
your section. 


Send for Samples and Catalog 


STEIN BROS. 
MFG. CO., INC. 


564 W. Adams St. 
CHICAGO, ILL. 


Vew York Sales Rooms, Empire State 
Building, Mr. E. R. Manning in charge | 














poration controls all operations from raw material to 
finished products and also operates one of the largest 
factories in the industry. They declare that Harter 
seating equipment is scientifically designed and that 
real comfort has been built into the new posture chairs 
without sacrificing any of those features which insure 
correct seated posture. ' 

The new “Evrflex” seats are made of genuine curled 
hair impregnated with latex by a patented process and 
then upholstered so as to control the air pressure. 

The new line has new and beautiful upholstery and 
finish and grained finishes are available in walnut or 
mahogany reproductions at small additional cost. 

The catalogue contains a health story which gives 
diagrams of correct posture and features of instant 
adjustment by means of a simple key. The new Execu- 
tive model is illustrated and an office fully equipped 
with Harter chairs is shown on page five. Other chairs 
in the catalogue illustrated and described include the 
secretary chair, swivel arm chair, swivel chair, swivel 
chair for general office use, two types of high chairs, 
factory chairs, another type of swivel arm chair, side 
chairs with arms, general office chair swiveled, three 
types of side chairs, four types of plain steel chairs, 
one of which is steel-cane seated. Then there are the 
Harter Handistands, filing stools, swivel stools, etc. 

Price list No. 35, effective February 1, accompanies 
the catalogue, which is bound in limp covers of black, 
red and gold. 
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THE WORLD’S BEST STAPLING MACHINES 


Year After Year Perfect Stapling Performance 






ACE 
STANDARD 
No. 102 


With permanent and 
pin stitch. Lifetime ma- 
chine. For general office 
and production work. Will 
fasten 35 to 40 sheets of average weight paper 
Loads 210 staples 

Weight 20 oz 





ACE TACKER 
No. 103 


A handy tool for drafts- 
men fastening paper to 
drawing boards. a used for 
window trimming, etc. Loads 21 

staples. Weight 12 oz $5.00 


ACE DUPLEX 
No. 104 _ 










— Combination tacker and sta- 

pling machine. The upper part 

can easily be detached from the base by press- 
ing button and used as a tacker $ 


Loads 210 staples. 
ACE ADJUSTABLE BAG FASTENER 


Weight 24 oz 


popcorn, 
coffee and 
similarar- 
ticles. Loads 
210 staples. 
Weight 9 Ib. 
8 oz. 


A time-saver for sta- 
pling bags inta vertical 
position. The head 
can be easily adjusted 
up or down for the 
various sized bags. 
Fast being adopted for 
stapling potato chips, 


ACE 
STAPLES No. 2095 


Are hand picked which insures perfect sta- 
pling performance. Guaranteed to work in 
similar standard make machines. Packed 
5000 per box. 210 to a strip. 













Will give years of 
satisfaction. This 
hae in its price 
nge has no equal. 


Leads : 210 staples. $4. 00 


Weight 14 oz 


PILOT TACKER No. 403 


Will give years 
of excellent service. 

Can used for any 
light duty tacking. Loads 


Weight 19 oz _ mpeg $3.50 


= 
PILOT 12 INCH No. 412 
[e ae 





An excellent machine in its price ran For 
card work, printer's lay-out, etc. "$5.00 
Loads 210 staples. Weight 24 oz.. 

Also No. 418 with 18-inch clear- 


ance _ : ; : $5.00 
ACE 12 INCH No. 107 


















Comes equipped with Ace head and is made in 
three sizes, namely, 6 inch clearance space; 10 
inch clearance space and Il2 inch. Loads 210 
staples. Weight 2 Ib. 8 oz. 

107-6" 107-10" 107-12" 


$10.00 $11.00 $12.00 





This complete line of sta- 
pling machines all use the 
standard size staple—!,, in. 
crown, 4 in. leg, .019 wire. 











ACE 
STAPLE 
REMOVER 
No. 600 


Removes 
clinched sta- 
ples by slight 
ressure of the 
ngers on the 


simple to 
operate 60c 





ACE 
FASTENER 
CORP. 


3415 N. Ashland Ave. 


CHICAGO 
DEALERS: 


Write for attractive window or counter 

display card specially designed to in- 

crease your sales on Ace, Pilot and Cadet 
Stapling Machines. 






CADET No. 302 


Neat and attractive. 
Details same as the 
aha id Loads 1065 


Wels Tent tt0s. $3.00 


CADET TACKER No. 303 


Sturdy and com- 


pact. tails same 
as Pilot Tacker No. 
403. Loads 105 sta- 


Welane $9 50 


; ACE 12 INCH No. 105 


A strong, durable machine for production 
som Sasqonane bags iy oeeee, g&. Has 12 
inch stapling ran -oads 

staples. Weight 8 Ibs... ; $15.00 









ACE 
HANDLE TACKER 
No. 106 


This machine is for one 
hand operation. Useful 
for window trimming, lining 
Leeds 210 boxes and tagging shipping boxes. 
oads 210 staples. 

Weight 2002........ $6.50 







ACE PEDESTAL 
FOOT POWER 
No. 111 


This easy action Foot 
Power machine will in- 
crease production. Has 
clevrance space of 4 
inches. Loads 210 sta- 
ples. Weight 50 Ibs. This 
machine can be pur- 
chased without pedestal 
and mounted on a bench. 








CADET STAPLES No. 300 


These staples same quality and size as Ace 
025. Fro 


Staples No. rozen together with a 
solution which prevents rust. Packed 2500 
per box. 105 to a strip. 
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View of the production line illus- 
trating the modern method of man- 
ufacturing the Grand Rapids Desk. 
Compare the skeletonized view with 
the finished appearance of the right 
pedestal. Marvelous precision, this! 
Superior strength! Desired beauty! 


The Grand Rapids Desk Answers the Question 


Combines Best Features 
RE you sold on the strength comparable with the prices asked 


and durability of a steel desk? Of Both. A Wood Desk of for the old fashioned, box-like, 


Or, do you find in natural wood a square-type ofhce desk—wood or 


True Beauty over a Steel 


certain warmth and beauty, to the steel. 

touch and to the eye, that has Frame Construction Perhaps this may be considered an 
never been and can never be suc age of metal, but after all a desk 
cessfully imitated? on which you work, with which 


Regardless of your convictions the Grand Rapids you live many hours day after day, is not an automo 
Desk, oddly enough will satisfy your desires on both bile. And after all there is a charm in the glowing 
points. How? Because the Grand Rapids Desk is swirls of mahogany and soft toned walnut that can 
modern. It is distinctively designed—streamlined, if not be denied. 


you like the term, because square corners and right 


Complete Line of Period Design 


made of real wood——wood selected for beauty. It is The Grand Rapids Desk offers you the advantages of 
not an imitation ... And yet, with this friendly both wood and steel, without any of the undesirable 


ingle edges were dispensed with years ago. It is 


warmth of natural wood grain and natural wood finish features of either, and at the same tithe does it 


it possesses the strength of steel because the interior econ ymically—thus making possible prices that here 


frame work 1S steel a steel skeleton cold rolled tofore would have been impossible. 


spot welded—rigid The complete line includes executive desks, sales 
men’s desks, typewriter desks with single and double 
Construction Methods Lower Costs . ) : 

w pedestals, and other types, and permits you to figure 


This adoption of automobile methods of construction on the installation of an entire battery for all office 


in the building of a desk, has resulted in the elimina- purposes—as scores of mammoth corporations have 
tion of costly cabinet mak done in the past, and are 
ing, thus making possible a GRAND RAPIDS DESK CO doing today. Let us go 
price to you for a beauti " into details regarding your 
fully designed unit that is Owned and Operated by requirements. 


GRAND RAPIDS 


TOW-DAVI 
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SECOND MARCHANT MATH-MECHANICS 

Number Two, Volume One, of Marchant Math- 
Mechanics came off the press last month—a bright 
and newsy house organ, the first number of which re- 
ceived complimentary mention in Office Appliances’ 
March issue. 

In its new house organ, the Marchant Calculating 
Machine Company of Oakland, Calif., may justly en- 
joy a sense of pride in achievement—a feeling which 
is not a stranger to the makers of Marchant products. 

In the most recent issue, Marchant Math-Mechanics 
opens with an article entitled Slower Moving Mech- 
anism—Faster Results, by Chief Engineer H. T. Avery, 
in which he explains the enduring features of the 
Silent-Speed Marchant which reduces shock by less 


stop and start action. Mr. Avery’s article is of peculiar | 
interest to mechanical engineers familiar with calcu- | 


lating machine mechanisms. 

The personal page of President Edgar B. Jessup is 
devoted to the question, Does Price Make Success? In 
a few pithy paragraphs he answers the question in the 
negative and shows that successful business concerns 
are those who get profit-paying prices for what their 
salesmen sell. “Quality” interests everybody. “Cheap” 
is for the cheap-minded. Quality endures and pays 
its dividends long after cheap is gone. 

A couple of pages are devoted to a trip through the 
Marchant Company’s new San Francisco office. The 
men of the several district offices who won leading 
places in selling in the different classes are named, 
with a number of portraits. One of the successful 
salespeople is Miss Lulie Dickson of Washington, D. C. 

A number of salesmen in the different classes won 
honorable mention for their sales to date. 

Hugo E. Bedau, San Francisco district agent, out- 
lines the objectives and ideals of the San Francisco 
district sales agency operations. 
lowed by a group photograph of a dinner given by 
Mr. Bedau at the Palace hotel, San Francisco, during 
the official opening of the new offices on January 25. 
Then there are reports of recent promotions and ap- 
pointments. 
tages—fourteen points—all of which must be memo- 
rized by every Marchant salesman. 


oe 
MR. BARNHART SELLS ROYAL TYPEWRITERS 
H. L. Barnhart whose business was formerly con- 
ducted under the name of Albany Office Equipment 
Company now functions as the Savannah Office Equip- 
ment Company at 219 East Broughton street, Savan- 
nah, Ga. Mr. Barnhart acquired the Royal Typewriter 
agency last August and is now manager of the Savan- 
nah district for the company. He states that business 
has been good and that the outlook for the future is 
promising. 


> 
“WHEN GOOD FELLOWS GET TOGETHER” 


“It looked like old times in the Baker hotel dining 


room the other night,” said Jack Grey, writing re- 
cently from Dallas, Tex. “Daisy and George Smith, 
Jack Autry, Lionel Colomb, Jim Cooper and Jack Grey 
were eating dinner together.” 

Almost a quorum of Tex.-Okla. manufacturers’ rep- 
resentatives, say we. 


CLEVELAND TYPEWRITER STORE REMODELED 

The Typewriter and Supply Company, 1006 Superior 
avenue, Cleveland, has remodeled its quarters. A bal- 
cony has been built and on it are the offices. Other 
improvements are new showcases and a partition 
shutting off the workroom from the salesroom. A. W. 
Schlecht is the proprietor—AED 


This article is fol- | 


The last page recounts Marchant advan- | 
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...-and 


now. 
€EN-TR-KOTED 


‘‘The Carbon Paper that combines 
every modern idea”’ 





made of the finest tissue in the world 


inked with the finest ink we have produced in our 
entire 25 years of experience 


and 81x13; the extra '% inch 


sizes 814x114, 
“tab” for removing carbons 


forming a natural 
quickly 


made with uncoated margins for greater cleanliness 
and to assure non-curling 


upper left and lower right corners are cut to facili- 
tate removing carbons from copies (both corners 
are cut to allow changing carbon around for in- 
creased wear) 


every box contains one of our new, perfected Back- 
ing Sheets and Alining Fold*, which has three per- 
forations near the bottom on both sides, to warn 
the typist that she is nearing the end of the letter- 
head. By using this sheet, all copies and carbons 
are easily and properly alined; “treeing” is elimi- 
nated; the platen of the typewriter is protected 
against pitting. 


*Also each 25 sheets is packed in one of 
these improved Backing Sheets and 
Alining Fold. 


Here is a carbon paper that will “Repeat” and 
“Repeat” and “REPEAT.” Samples will be sent 
you upon request. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 
New York Office: 
42 Exchange Place 
Los Angeles Office: 
406 So. Main St. 
Atlanta Office: 
503 Volunteer Bldg. 


Chicago Office: 
608 So. Dearborn St. 


Boston Office: 
66 Franklin St. 


Denver Office: 
1030 15th St. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


Mes yee . . 
FACTS Containing interesting data concerning the manu- 
facture and use of carbon paper and typewriter ribbon 
this booklet will help to increase your sales. It’s free and 


yours for the asking. b 4 
TR a ORES 














120 


TOO MANY 


LINES 


TOO MANY 


LAGGARDS 





Result? Too big an inventory, too little profit. 


€ This year, concentrate on one line of metal 


waste baskets—the Canco Profit Line. Give yourself 


a break. 





Canco metal, fireproof baskets are good looking. 
Customers like them on sight. They come in styles 
for every type of market—beautifully styled and dec- 
orated for home use; oak, mahogany and walnut for 
offices; and for institutions, green and white. They’re 
inexpensive. And backed by a name that is famous in 
metal work. 


Galvanized Ware Department 
AMERICAN CAN COMPANY 


City Park Avenue and Hamileon Se. ae 
TOLEDO, OHIO 
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NEW FACTORY BRANCH OPENED FOR ROYAL 

The Royal Typewriter Company, Inc., recently opened 
a new factory branch with sales and service offices at 
204 Montgomery street, Montgomery, Ala. 

H. L. Rudnick, assistant sales manager of the Royal 
at New York, was in Montgomery recently superintend- 
ing the opening of the new branch, which is under the 
management of J. B. Tomlinson. 

G. E. Herndon will cover the territory out of the 
Montgomery branch.—_GHW 


SFRCTION 


GIVES YEARS # sar 





4 New Counter or Window Display Card 
Which Effectively Features the Ace, Pilot 
and Cadet Stapling Machines Made by the 
Ace Fastener Corporation, 3415 North 
Ashland avenue, Chicago, Ill.—This spe- 
cially designed card is available to dealers 
on request. 
~~ 
BIRMINGHAM PAPER COMPANY INSTALLS NEW 
MACHINES 

The Birmingham Paper Company of Birmingham, 
Ala., recently installed new machinery at a cost of 
$22,000 for the manufacture of several kinds of paper 
goods the company has not heretofore made. 

T. Marcus McClellan, vice-president, states that the 
new machinery will double the capacity of the plant. 

With the new equipment the company is prepared to 
make a complete line of envelopes for commercial and 
correspondence purposs, such as the window type and 
open end, and the catalogue type as well as regular 
correspondence envelopes. 

The company recently enlarged its box department 
to supply the demands of new industries, especially 
for textiles for shipping purposes, such as folding 
boxes, cartons, suit boxes, candy boxes, corrugated 
paper boxes, etc—-GHW 

- ——<—__—— 

RIX GOES WITH RISHEL FURNITURE COMPANY 

John G. Rix of Dallas, Tex., who for many years has 
represented The Meilink Steel Safe Company of To- 
ledo, Ohio, in the Southwest mountain states and on 
the Pacific Coast, recently added the line of the J. K. 
Rishel Furniture Company of Williamsport, Penna., 
which includes office desks and tables. Mr. Rix is 
well known in the Southwestern Territory and is said 
to be highly pleased with the business which has al- 
ready been given to him by the office furniture dealers 
in his native state of Texas. 
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Office “’quipment 


BLUE BOOK /or 


1963 


DATE of ISSUE APRIL 1st 


ROGRESSIVE dealers everywhere will wel- 
come with enthusiasm this valuable Office 


Equipment BLUE BOOK for 1935. 





Briefly, it enables wide-awake dealers 
to keep posted at all times on mechanical 


office equipment valuations. 


It eliminates the element of gamble in buying. 
And “right” buying is the battle half won. 


The BLUE BOOK tells you instantly the min- 
imum value and the SPOT CASH price Reliable 


would pay you. It is divided into five sections: 
1. Adding-Calculating Machines. 


2. Typewriters (also shows age of machines, and 


Manufacturers’ trade-in-valuations). 
3. Billing-Bookkeeping Machines. 


4. Addressing, Dictating, Duplicating, and other 


machines. 


5. Checkwriters. 


If properly made use of this book will earn you 
many, many times its value during its lifetime! 


Reliable Typewriter & 
Adding Machine Corp. 


303 W. Monroe St. Chicago, U. S. A. 


Reliable Typewriter & Adding Machine Corp. 
303 W. Monroe St., Chicago. 





Please find enclosed $3.50 in payment of a copy of your 1935 
OFFICE EQUIPMENT BLUE BOOK. 


It is understood this amount will be refunded when and as soon 


You may obtain your copy at ABSOLUTELY 
as | have shipped to you equipment of a value in excess of $50.00. 


NO COST! 


If you will take advantage of Reliable’s SPOT 
CASH offers by shipping machines to a value 
or in excess of $50.00, the purchase price of 
this valuable book will be refunded in fuil, on 


request. 


(SimeE) onions ces war ess ceV peters sew ener eee s 


Please attach coupon to your business card or letterhead as evi- 
denee that you are entitled to this confidential information. 


Copyright 1935 
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At your next sales 


FILE GUIDES 


In thousands of offices throughout the country 
filing systems have been limping along with dog- 
eared guides or inadequate indexing in some form. 
You have seen them—files with only four or five 
index guides per drawer—files that required 10 
minutes searching instead of 10 seconds finding 
“can 't-find-it” files. 


Business has improved in many lines to such an 
extent that buyers are receptive to time-saving 
supplies and equipment, and this is your opportunity 
to get your sales force into a real campaign to sell 


file guides. 


Oxford card index and vertical file guides are 
recognized throughout the country for their sturdi- 
ness, high quality and fine workmanship. They are 
available in several grades in many styles, including 
alphabets up to 10,000 sub-divisions. 


Oxford steel tab guides with bright colored cellu- 
loid windows offer equipment that will be a credit 
to any filing system. Oxford celluloided pressboard 
guides (celluloided in color) are also remarkably 
serviceable and attractive. Lower priced grades are 
available for all purposes. 


We suggest you send today for a new sample kit 
of Oxford guides which not only shows samples but 
also gives a few pointers on how to sell file indexing. 


OXFORD FILING SUPPLY CO. 


340-A Morgan Avenue Brooklyn, N. Y. 
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SENGBUSCH FEATURES INTERESTING INKSTAND 
DISPLAY 

The Sengbusch Self-Closing Inkstand Company of 

Milwaukee is featuring during the current month their 

No. 101 counter card shown in the accompanying illus- 

tration. These up-to-date models bear little resem- 


blance to the ornate designs of twenty-five years ago 





REDUCE EVAPORATION 


75% 






Sengbusch Counter Card No. 101 Fea- 
tured in the Manufacturer's April Pub- 
licity Program 


when the Sengbusch self-closing idea was already pop- 
ular, but they still have the same basic appeal of sav- 
ing ink and keeping out dirt and dust. The counter 
card illustrated and four other counter cards with a 
large central piece for ensemble window displays are 
available to Sengbusch dealers on request. 
a 
NEW CHAIR CATALOGUE DESCRIBES VALUABLE 
LINES 

The High Point Bending & Chair Company, manu- 
facturers of American bentwood chairs, stools and 
office chairs particularly, at Siler City, N. C., have re- 
cently issued a catalogue of office chairs that is rather 
more than that expression implies, particularly to the 
dealer to whom the catalogue is addressed. 

The variety of the line is one of its striking fea- 
tures. In this catalogue we find illustrated and de- 
scribed a complete line of medium priced upholstered 
office chairs; wood office chairs with legs, both turned 
and square, chairs for schools, institutions, hotels. 
cafeterias, restaurants, etc. For the first time the 
company includes in their catalogue a line of bent- 
wood folding chairs. The catalogue is bound in limp 
covers decorated in orange, blue and black, and it con- 
tains twenty-four large pages, listing six types of 
bentwood folding chairs, eight of plain bentwood 
chairs, six chairs and a settee resembling certain pe- 
riod designs in walnut, mahogany, maple or oak. A 
number of stools are listed, both swivel and non- 
swivel, with restaurant chairs, cafeterias, arm chairs, 
side chairs, typewriter chairs, swivel chairs and some 
desk chairs, both of the swivel and side chair variety 
done in plain oak or with walnut or mahogany finish. 
Some striking designs in office chairs are shown with 
form-fitting seats and sturdy construction through- 
out. The leading line consists of handsomely uphol- 
stered desk and side chairs. 

This new catalogue is known as No. 35. The chairs 
are sold in connection with the products of the Myrtle 
Desk Company and the Alma Desk Company of High 
Point, N. C., and orders can be consolidated and 
shipped with their lines of desks and tables. 

— 
PERSUASIVE SIGN 

Walter “Doc” Hanson of the Hanson Business Ma- 
chines Clinic, Inc., keeps nosey people out of his work- 
room by means of the following sign which is placed 
above the door: “Operating Room. The Doctors are 
busy. No admittance.” 
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North or South or East or West, 

Where e’er mistakes occur, Sir, 
MASTER PINK stands ’mong the best 
As a world renowned Eraser. 










el 

FE 
Compass POINTS mean a 
nothing to WELDON st 
ROBERTS Erasers. They v 
are known — favorably lie 
in all countries, to all na- 
tionalities. 


There is no secret about 
this Weldon Roberts popu- 
larity. It is due to Weldon 
Roberts specialization in 
eraser manufacture re- 
sulting in better quality, in 
better service, in completeness of line, in better 
sales for dealers. 


The Weldon Roberts MASTER PINK Erasers 
Nos. 2020 and 2021 (two sizes of the same 
eraser) are examples of this specialization. 
Designed for pencil work and cleaning, they are 
perfect for artists, students, draftsmen and 
office workers who buy them all over the world. 


Make your eraser section more profitable with 
a Weldon Roberts assortment. Write for 
samples and prices of Weldon Roberts Erasers. 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialists 


Newark N. Jen Ue & As 








WWie2don Roterts 


ENAAAL 


Lorrnact mirstaler in any language 














He never lets oo! 


For pure courage, the bulldog is an out- 
standing example . . . and for pure qual- 
ity in filing supplies, CASE BROTHERS' 
Pressboard is everywhere recognized by 
its endurance, beauty and strength. Busi- 
ness offices need file guides all the time; 
the longer they last, the greater is the 
economy. Most file guides are used in- 
definitely year after year. Compare 
CASE BROTHERS' Pressboard with any 
other material used for file guides . 

note the difference in density, in rigidity 
and hard finish. Guides made of CASE 
BROTHERS' Genuine Pressboard are 


most economical because they "never 


let go"! 
Specify Case Brothers 
PRESSBOARD 


CASE BROTHERS, INC. 


HIGHLAND PARK CONNECTICUT 
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BIG ROYAL SCHOOL CONTEST 

The Royal Typewriter Company, Inc., New York, 
N. Y., announces a big school contest in which five 
hundred prizes are hung up for competition. The con- 
test is sponsored by the Royal Typewriter Company in 
cooperation with “Scholastic,” the high school maga- 
zine. The contest will commemorate the three hun- 
dredth anniversary of the founding of the first Ameri- 
can high school. The prizes are state, local and na- 
tional and will include Royal portables, cash prizes, 
medallions, block prints and certificates of award for 
the best histories of individual high schools prepared 
by teams of the schools’ own students. 

Educational authorities are said to be much inter- 
ested in the contest and it is stated that schools and 
civic and municipal organizations have given it their 
approval. 

The contest closes May 15 and its terms provide that 
each school select a team to prepare a history of that 
school. The best school histories in each state are 
selected and from these the national winners are 
chosen. 

The wide extent of this contest and its importance 
from an educational standpoint will be very great and 
will be of distinct advantage to dealers. 

The Royal Typewriter Company will supply informa- 
tion on how to enter the contest. 


seasesclies 
COMPTOMETER NEWS PUBLICATION RESUMES 


Publication of the Comptometer News, a house organ 
going to forty thousand Comptometer operators, has 
been resumed starting with the April issue. It con- 
tains items about the activities of Comptometer oper- 





Reduced Reproduction of the 
Front Cover of the “Comptom- 
eter News” 


ators, instruction problems, short cuts and feature 
stories, all liberally illustrated with photographs. 

The Comptometer News is published quarterly by 
Felt & Tarrant Manufacturing Company, Chicago, 
makers of the Comptometer. 


ae an 
TRADE LOOKING UP IN SEATTLE 

Business conditions in Seattle since December 31, 
1934, have been good and show a healthy increase 
over January and February of the previous year, ac- 
cording to a general report from all dealers. Manu- 
facturers’ agents declare that there has been consider- 
able improvement, especially in portable sales, and 
wholesalers of typewriters and adding machines, as 
well as other office equipment, report considerable 

gains in the Seattle territory —JCJM 

















APRIL, 1935 ~ 
RIL, 125 


MAIL IT TO VAI | 









LINKED LINES 


VAIL PRODUCTS have a similar usage, though 
different in formation. All are fasteners of 
one kind or another, hence their close relationship. 
Every Vail item fulfils an important mission. And 
because of the perfect service they give, all Vail prod- 
ucts merit a prominent place in your store. 





Send for Complete Catalog 


Vail Manufacturing Company 
1752-58 East 75th Street, Chicago, II. 


WHAT THEY ARE SAYING ABOUT 


‘“casy 4S 


° 
PP * CARBON SmEeT / 
Cdn Lp \ PROCESSED EDGES CURL RESISTANT 


CARBON PAPER (Patent Applied for) 


















FLASH—PACIFIC COAST: 
**T have been using a sheet of CLEANGRIP here at 
my desk and what you say about it not curling is 


vi ix 


true alright—other sheets that I have been test- 
ing have AN 
“ROLLED UP AND AWAY” L 
but the CLEANGRIP is flat and ready to use. So foy-V'd:ie), | 
even in this climate CLEANGRIP holds its head 
high.” PAPER 


FLASH—MIDDLE WEST: 

“I might say that I did get wonderful response to 
the CLEANGRIP feature everywhere I showed it 
and believe it has immense possibilities.”’ 


FLASH—EASTERN COAST: 





H.M.STORMS ¢ 
‘“‘The more that I see and show the new sheet a : 
(CLEANGRIP) the more I am sold on it. Every- wt pe ove mer 
one likes it and it is a winner. I have sold a lot of 
it so far.” Manufactured Exclusively by THE PERFECT CARBON SHEET 


DEALERS: THINK what it would mean to you to 

supply typists with CURL-RESISTANT Carbon a 4 v C 

Paper—clean to handle—free from wrinkling and . + tormis ompany 
treeing troubles. 


ACT promptly. There may stillbea CLEANGRIP Makers of “‘The Complete Line” of Carbon Papers and Typewriter Ribbons 
Agency open in your City. Write now for detailed 561 Grand Avenue Pr i lyn wl. ¥ 
’ ° * 


information. 
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QUALITY—SUPREME 
PRICE—REDUCED 
SATISFACTION—GUARANTEED 


what a set-up for every dealer. 
-AND.. 


that's the story of 
MASTER GRADE 


UNDERWOODS 


100% REMANUFACTURED «+- + GENUINE REPLACE- 
MENT PARTS «© « PRECISION ADJUSTMENTS 










WRITE THE WHOLESALE TYPEWRITER CO. 
FOR NEW FACTORY AND GENERAL OFFICES: 155 Sixth Ave., NEW YORK, U.S. A. 
PRICE LIST Cable: SALETYPE, N. Y. 
— 














— No. 351E 
ite 








THE 
“CHALLENGE” 
EYELET PRESS 





So Sensible: Simply place a “Challenge” Eyelet 
on the perforating pin, insert the material, and squeeze the 
handles twice. No first perforation is needed nor desired. 


So Efficient: On a fair amount of pape ‘r the 
**K-O” does exactly as fine a job as does the *“*Challenge”’ Eye- 
let Press, which is eded to be the fastener par excellenc 


So mecaeeiadinanie This tool also removes and re- 
deems set “‘Challenge”’ Eyelets, whether the work has been 
done with the “*K-O” or with the Press, more sheets may be 
added and the original eyelet reset. 


Ie lists at $2. 50, individuc ally a of 200 No. 1 





“Challenge” Eyelets. 5-Year Guarantee. 
Kdw.L. Sibley Mfz. Co. Ine. 
BENNINGTON VERMONT In Two Sizes: No. 1 50 Sheet C apa “ity 


No. 2100 * 
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TRUSSELL CATALOGUE NO. 22 HAS VALUABLE 
FEATURES 

The Trussell Manufacturing Company, manufac- 
turers of loose leaf goods, Poughkeepsie, N. Y., have 
issued as of March, 1935, Catalogue No. 22 superseding 
all previous lists. This catalogue is bound in Trussell’s 
new Wire-O loose leaf binder. It is small, being of coat 
pocket size, and has ninety-two pages exclusive of a 
liberal number of pages for memoranda. The catalogue 
pages are thumb-indexed and the several departments 
include price books; Zip-Zip covers; visible record 
books; ring binders; memos; Wire-O steno note books; 
Featherweight memos; address books; diaries; My Fi- 
nances; My Budget; flexible folders; miscellaneous: 
gold stamping and embossing; index. 

Dealers and salesmen are requested to look through 
this catalogue carefully and to observe the new items, 
which include the Wire-O binder, price books with two 
inch rings; Truss-Hyde and Super-Livlong price books; 
blank index sheets; new Zip-Zip items; new Press-To 
ledger outfits and new visible items; ring binders with 
two inch rings; ring binders with metal hinges and 
metal label holders; new memos; memo sheets; second- 
grade new pin Morocco grain featherweight memos, 
new featherweight pocket wallets and new numbers in 
flexible folders. 

The catalogue is bound in black flexible covers with 
stamped title in silver. It is an admirable exposition 
of the Trussell lines—an attractive little book to handle 
and to refer to. 

TOP NOTCH TYPEWRITER MEN GOOD WITH ROD 
AND GUN 

“Captain” Merrill, fisherman of state renown in the 
“Charmed Land,” and Bob Franks, noted hunter and 
sportsman, both of whom are stellar sales performers 
in the Seattle office of the Underwood Elliott Fisher 
Company, in February won the President’s check and 
a trip to a sales camp in New England next summer 
from Seattle for making the All-Star Club quota in 
1934. 

Manager F. G. (“Jeff”) Fink of the Seattle office is 
proud of his boys, both in the sales and sporting fields. 
In giving out the announcement, Fink declared that 
the boys were “too bashful to pose for pictures” and 
could not furnish any.—JCJM 

ee 
THIEVES BREAK IN AND STEAL 


About three weeks ago, thieves broke into the high 
school in Barre, Mass., and stole nearly all the equip- 
ment, which included the following machines: Royals 
No. 10-1520286, 10-1551454, 10-1551714, 10-1622072; 
Underwoods No. 4043141, 4192367, 4243597, 4160981, 
4043043, 4241143, 4192376. 

Offices Appliances learns from C. R. Underwood, sec- 
retary of the American Writing Machine Company, that 
the Barre High School is where he learned his English 
literature, chemistry, etc., and therefore, he has a spe- 
cial interest in seeing that the school gets the best of 
it. He requests that, if any of these machines come to 
the attention of readers, they will notify the chief 
of police of Barre, Joseph H. Higgins. 

> 
MAYNARD WESTRING AT HOME BECAUSE 
OF ILLNESS 

Maynard Westring, one of the owners of the Mid 
City Stationery Company, Rockford, Ill., has been ill 
at his home for the past two months. It is to be hoped 
that he will recover soon and be back on the job in the 
full vigor of restored health. 








Cello-Clips are easily attached 
to paper, board or cloth sheets 
intended for filing and give 
many years of good service 
Easily snapped on or off the rods 


Globe-Wernicke 
CELLO-CLIP MAP & PLAN FILE 


Cello-Clip provides a loose leaf vertical filing system 
for large sheets, blueprints, drawings, maps, etc It 
is practical, convenient and efficient—saves time and 
money—prevents loss and damage. 


Send for additional information about the opportunities 
to sell Cello-Clip files in your community. 
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Globe-Wernicke New 
UTILITY INDEX 


Improved 


TABS 







































I TITITIry iene 
UTHITY Blobe Wernick vt 
¥ Werniche INDEX TABS = wre roe nec ) 
STRIP TYPE INDEXED TYPE SHIELD TYPE 


Recommended for index- 

ing books and records sub- 

ject to constant handling 
Inserts are removable 


Ideal for indexing 
books and records in 
alphabetical order. In- 
dexing printed on cel- 
luloid—no inserts. 


All Celluloid 
They Index Everything 
Hide Nothing! 


New improved Globe-Wernicke Utility Index Tabs 
meet all indexing requirements, Their convenience 
makes them appeal to every customer “Send us an or- 
der for some of this fast moving merchandise that offers 
generous profits and brings repeat business. 


Heavy Celluloid Back! LA 


Provides stiff reenforcement that keeps / 
tabs ngid, preventing cracking or break 


Can be typed with any in- 

dexing desired and cut to 

any size. Furnished with 
blank insert labels 


j 

| 
Transparent Flexible Apron!  \ 

Front apron of transparent clear cellu \ 
lord Easily applied—sticks tight—pos: ~ i 
tive automatic stop assures perfect alignment 


Globe-Wernicke 


ing—strength where strain 1s greatest 








Cincinnati, Ohio 
ITEMS NEEDED ID 


Se on ee OO) ee Oe oe ee | 
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HESE machines open a vast new 
market for your sale of NEVA- 
CLOGs. They fit the market de- 
mand both as to priceand performance. 
Your stapling machine department will 
show increased dividends. 





Model J-30 Stapling Plier—Price $3.50 


HE saleability of a stapling machine multi 

plies with its utility. This plier type is pre 
ferred for modern ofhce use as it is small, light, 
compact and sturdy. 
It operates quickly, easily and surely; can be 
used in any position, and is useful for fastening 
papers in vertical position without removing 
them from filing case. It tucks into desk drawer, 
or lies flat—out of the way. 


The 2-inch throat depth and 105 staple load add 
to its capacity of usefulness. 


A machine with so many varied uses induces 
quick sales at its low price of $3.50. 






jector 


Bar 


Neva-Clog Model S-100, $4.50 





Neva-Clog Model B-100 Heavy Duty 
Stapling Plier, $5.00 
Write for new complete catalog on NEVA-CLOG 
Pliers and new Desk Staplers with price list. Dis- 


plays and folders available. FREE with your 


orders. 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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HONORABLE MENTION FOR JAMES DUGGAN 


James Duggan, treasurer and manager of R. A. Wil- 
cox Company, Inc., Fall River, Mass., has been able all 
through the depression to increase his company’s sales 
every year since 1929 and has not cut one of his em- 
ployees’ salary during that time. 

Mr. Duggan has been with the company for thirty- 





James Duggan 


nine years and recently enlarged his store about four 
times its former dimensions. The company’s business 
territory includes New Bedford, Taunton, Newport and 
the surrounding towns. 
The foregoing information comes to us from Harry 
Ferry of the National Blank Book Company. 
—~> 





A. L. Fowler, New Underwood Sales Agent at Rome, Ga.-The 
appointment of Mr. Fowler was made by Brinch Manager Vance 
of Atlanta.—Mr. Fowler is known as an able salesman having 
sold more than one hundred per cent of his quota during his 
first month as Underwood representative. 
ee 


BIG THREE AUTOPOINT EASEL 


The success which attended the Autopoint Company’s 
Big Six easel display assortment has led logically to the 
featuring of another combination. The three dollar 
Autopoint pencils Nos. 14 BG Executive, 48 G oversize 
and 62 pyralin, all with gold trim, are displayed to- 
gether on one dollar easel, four pencils each. The 
handsome bakelite molded flashing pyralin shades 
complete an attractive contrast. 

The Big Three E-101 assortment is calculated to be 
an especially good item for the smaller retail stores, 
breaking down, it is said, the usual dozen quantity of 
each number. With this easel assortment, the dealer 
has one unit displaying four pencils each of three qual- 
ity numbers and can reorder as rapidly as pencils are 
sold from the display. 

Full particulars can be obtained from the Autopoint 
Company, 1801 Foster avenue, Chicago. 
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THE ATLAS 1s 


GREAT COL 


ONE OF THE 4 
UMBIA LINES 





DEALERS EVERYWHERE 


PRAISE 
THE ATLAS LINE 





The ATLAS line of filing cabinets has won and 
held its position in the non-suspension field for 
nearly fifteen years. For real value it has never 
been excelled. 


Its great strength is due to the unique arrange- 
ment of track and reinforcing channels which are 
welded together and held solidly to the side walls 
of the housing by two seams of electric welding. 
There are two for each drawer. 


The ATLAS drawer is thoroughly reinforced 
and operates smoothly on four heavy flat sur- 
faced roller bearings which constantly engage in 


the track channels. As a result, there is no sag 
in the drawer when fully extended. 


The ATLAS line is made in five, four, three and 
two drawer heights. With all the popular combi- 
nation inserts available for any drawer opening, 
it is a line wide in scope and adaptable to any re- 
quirement. 


ATLAS files come with or without automatic 
locks. Individual paracentric or flat key locks can 
be installed in any drawer. 


The ATLAS line is offered in four attractive fin- 
ishes—olive green, mahogany, walnut and oak. 


MANUFACTURED BY 


Columbia Steel Equipment Company 
PHILADELPHIA 


P. O. Box 2244 


Office and Show Room 
LINCOLN-LIBERTY BUILDING 















No. 8925D—16x25 
No. 8931D—16x31 
These sizes are also supplied with- 
out drawer. 






Pussyfoot rubber tips can be ap- 
plied to all ECONOMY Stands. 





ECONOMY Stands are of the’ with a 


same high grade durable con- 


demand 


N. E. COR. BROAD AND CHESTNUT STS. 
All 


ECONOMY steer 


TYPEWRITER STANDS 


STANDARD QUALITY 


Genuine UHL quality at low price—a really convenient stand 
for typewriters, duplicators, directories, etc., durable for many 
years of service. ECONOMY All Steel Stands serve most 
purposes well—for some things they are unexcelled. 


for low cost 





struction as other UHL products, 
the lower cost being a result of 
the simple all-steel design which 
lowers cost of material, assem- 
bling and finishing. We suggest 
ECONOMY Stands to the office 
equipment merchant who is in 
competition with and is faced 


1572 Hastings Street 





The Toledo Metal Furniture Company 


stands, being assured that among 
all low priced stands on the mar- 
ket, ECONOMY Stands are out- 
standing in durability and extent 
and quality of service, because of 
better material and better finish 
than is found inimitators’ stands. 
Catalogandfulldetailsonrequest. 






No. 8918 


Casters are practicable 
with this size, adding to 






the convenience and 
value. 







Toledo, Ohio, U.S. A. 








————— 
———————— 
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a wet oe DEALERS! 
on : | as 
-"? Give this little girl 





a hand and save her 


and her boss from a 





rervous breakdown. 
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NO NEED TO SHOUT IN A PREMIER NOISELESS OFFICE 


You know the efforts being made by manufacturers to take the noise out of 
their typewriters. Just read the ads. But the Remington Noiseless did this 
years ago. And the PREMIER NOISELESS is the only Genuine, Dealer, Factory 
rebuilt Remington Noiseless. And all AWMCO branches furnish genuine 
Noiseless parts. 


Ride this mounting wave of Noiseless popularity with the Premier. All high 
numbers (special series XR above 200,000). All refinished in the new crackle 
and smooth combination. Each rebuilt from stem to stern in the original 
Noiseless factory. 

{ price to please your customers. { profit to please you. 


Write for details and sales material with a punch. 


AMERICAN WRITING MACHINE CO. 


3871 BROADWAY. NEW YORK, N. Y. BRANCHES IN PRINCIPAL CITIES 


DOING O20 img WELL. 


FIBROIN sells ONLY Stencils and 
Duplicator Supplies 


Over 100 new dealers, in addition to our organization of 
over 700, have told us since October Ist; that the high 
quality of manufacture, and performance of the FI- 
BROIN stencil, is ample justification for our policy of 
“Doing ONE thing . . . and doing it WELL.” 


The FIBROIN is NOT a NEW Stencil . . . Ten years of 
concentrated effort to produce the finest stencil it is pos- 
sible to manufacture has made it the outstanding leader 
in the duplicator supply field . . . and its name known 
in every state and principal city in America. TEST IT 


FIORSIN 


‘one 1 STENCIL CORPORATION 


AGO — a — 306 WEST ADAMS STREET....--- JACKSONVILLE, FLORIDA 


Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 






























FIBROIN STENCIL CORPORATION, . 
Jacksonville, Florida 


Please send samples of the fine printing quality of the 
FIBROIN Stencil . . . and full information. 











SS . = State ‘i 
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CHAUNCEY KROTZ ILL 

Chauncey A. Krotz of Newtonville, Mass., representa- 
tive of the Noesting Pin Ticket Company, Cole Steel 
Equipment Company and the Saugerties Manufactur- 
ing Company, was recently sent to the Baker Memorial 
hospital in Boston for observation. Physicians ex- 
pected that he would have to remain about three weeks 
at least. During the first week he was unable to see 
visitors, absolute quiet being necessary. His fellow- 
members of the New England Travelers Club are asked 
to see that he has no reason to worry about his sales. 

Office Appliances trusts that Mr. Krotz will soon re- 
cover his wonted energy. 

Mr. Krotz attended the February 26 meeting of the 
New England Travelers Club and later on, while mak- 
ing a call, he collapsed and for a while was in a seri- 
ous condition. He pulled himself together and kept 
on with his work, but his nervous system was in such 
condition that he was obliged finally to go home. Com- 
plete rest is indicated and absence from business wor- 
ries. President Brooks urges that all members of 
the travelers’ club mention Chauncey’s name at the 
end of their calls and ask the buyers to give any orders 
they may have for Mr. Krotz either on the Noesting 
or Cole lines and to send these orders to Mr. Krotz at 
100 Madison avenue, Newtonville, Mass., the same 
night. The orders that he should get in each day’s 
mail should remove any worry he may have over not 
being on the job. “This emergency,” says President 
Brooks, “is a test of our new found spirit and I want 
every one to take the matter to heart.” 

ime 
BIG SALES CONTEST OF SCHWAB SAFE COMPANY 
IN PROCESS 


Since Monday morning, January 7, 1935, the Schwab 
Safe Company, Lafayette, Ind., has been conducting 
a sales contest among its dealers. The contest will 
continue to run until midnight, April 30, 1935. 

The contestants are being graded on: (a) The num- 
ber of safes sold regardless of price or size; (b) The 
wholesale cash volume of sales. Awards are offered 
for first, second and third places in each division. 
Each dealer is given credit for all sales made by mem- 
bers of his sales staff, the matter of determining which 
individual salesman is to receive credit being up to 
the dealer. 

Under the leadership of W. M. Vaughan and Elmer 
Memering, the contest is arousing a wide and profit- 
able interest. Mr. Memering is the Schwab represent- 
ative who calls on dealers in Michigan and other cen- 
tral states. 

Every Monday during the contest, helpful releases 
in the form of sales suggestions and pertinent stories 
are mailed to dealers. In one of the releases, Mr. 
Memering made a surprise announcement concerning 
special prizes. Each salesman reaching a certain 
quota at the end of the first quarter of the contest 
was given his choice of a zipper brief case or a gentle- 
man’s dark grained leather zipper toilet case equipped 
with six toilet fittings. 

Final results of the contest will be presented in a 
future issue. 

eatin 
MRS. C. W. NORTON PASSES AWAY 

Friends of C. W. Norton, manager at Philadelphia for 
The Shaw-Walker Company, deeply regret the death of 
Mrs. Norton who lost her life in an automobile accident 
near her home in Philadelphia February 20. 

Mr. Norton has been with the company more than 
thirty years, fifteen of which have been spent in Phila- 
delphia. 
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Wabaco 


torage Binders 








Tin ONLY low priced binder for storing 

accumulated duplicate sheets in book form 
that can be stacked one on another as high as 
you like—a solid compact pile. Any one who 
has used solid post binders will appreciate this. 
They’re as easy to use and durable, too, at only 
a fraction of the cost. 


New Wabaco Binder Backs 


Are adaptable to any thickness book up to six 
inches—easy to apply and form a real bound 
volume. Contents can be marked on back for 
quick reference. 


Ask for New Price List and Full Details 
4 


(The Wabash Cabinet Co. 


Wabash~iIndiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us a copy of your NEW PRICE LIST with NEW 
TERMS and NEW DISCOUNTS. 


Name __ 


Address a 
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i" Have you 


seen the NEW 


Sutil 


Catalog No. 22 


It's bound in the very latest of 
bindings 
SEMI-EXPOSED WIRE-O 
If for any reason you do not 
receive one—write us. We 
want you to have one because 
it contains many NEW and 
improved items of interest to 
the buyers of Loose Leaf. 
“The Poughkeepsie Pup” 
TRUSSELL MANUFACTURING CO 
Poughkeepsie, N. Y 














CROWN 


Typewriter Ribbons and Carbon Papers 





Whether a consumer, a dealer or a dis 
tributor, the Crown line should meet your 
every requirement Its wide variety of 
weights ind finishes of carbon and the ex 
ellence of the fabric and inks, which readily 
idapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service 

Write today for full details covering our 


proht-yie ling pr position 


The Crown Ribbon & Carbon Mfg. Co. 


782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 











OFFICE APPLIANCES 


JOHNSON CHAIR COMPANY ISSUES NEW 
CATALOGUE 

The Johnson Chair Company, 4401 West North ave- 
nue, Chicago, has just issued office chair catalogue 
No. 98, accompanied by a price list of the same num- 
ber, supplementary to the catalogue. 

The Johnson Chair Company, we learn, has through 
the past three years given much study to the future 
trend of the chair industry and has devoted time, at- 
tention and money to developing chairs to meet pres- 
ent day requirements. Accordingly, a large proportion 
of catalogue No. 98 represents new designs. Particular 
attention has been paid to the moderate price field 
and the range in this particular class offers a wide 
variety for selection both in wood chairs and uphol- 
stered chairs. The company says that of particular 
interest is a wood chair, the 1517 W line. This is 
streamlined with no corners nor edges, and is at- 
tractive in green stained finishes to match metal desks. 
Favorable comment on this catalogue, we are told, has 
been received from distributors. The chairs illus- 
trated in the new catalogue are now ready for delivery. 

With regard to the catalogue itself, it is to be noted 
that it is bound in a spiral binding with limp covers 
of black imitation leather lettered in silver. The cata- 
logue contains eighty large pages which describe and 
illustrate the different lines of chairs, settees and like 
products upholstered and plain for all office purposes. 
The Eas-e-seat line is one in which the company takes 
particular pride. It is form-fitting and carries the 
weight of the occupant over the entire surface. The 
seat is shaped in front so as to prevent pressure on 
the under part of the leg. The cane, padding and 
leather and the perforations corresponding to the holes 
in the cane are said to produce a soft, resilient seat 
well ventilated and full shaped. 

This new catalogue is a fine piece of work with a 
large amount of information about office chairs, not 
forgetting the Pos-chair which is the special posture 
chair of the Johnson Chair Company. This is shown 
in several different styles for all the uses to which a 
posture chair is adapted. 

A line of settees, benches and restaurant arm chairs 
is featured, also high chairs, stools, costumers, etc. 


——— 
NOVEL LETTER BRINGS ADDING MACHINE SALE 

The following is lifted from the March 1 issue of 
Remington Rand News with thanks:, 

“The old adding machine we have here in the office 
has gone the way of all good race horses. It is shot! 
Positively refused to run another furlong. As a matter 
of fact, she quit in the stretch,” wrote the manager 
of the Lexington, Ky., branch of a large oil company 
to the home office. “She ran a pretty good race up 
until the other day. 

“For your information, she is a twenty-year-old and 
belonged to our stables, carrying the colors of said 
stables. 

“Poor Ole Pappy refuses all claim to her, saying that 
she was in these here stables when he came to Lexing- 
ton, and also says that she was old and decrepit at 
that time. 

“Well, to sum the whole thing up in a few words, we 
must either shoot her or get some monkey glands, and 
the glands cost $15. 

“Remington Rand has offered $20 for her carcass on 
a new colt. 

“Woe is me—what shall I do—what shall I do?” 

The letter quoted resulted in the sale of a Reming- 
ton portable adding machine. 
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TRANSFILE 


TRADEMARK 


Every day is 
the day to sell 
TRANSFILE. 
It's a profitable 

item, too. 


This steel front DE LUXE TRANS- 
FILE attractively finished in olive 
green appeals to the eye as well as the 
purse. Were you to sit down and 
count noses you would probably find 
need for TRANSFILES in every office 
on your list. We'll send you a small 
handy sized sample to carry under 
yourarm. Why don’t you try it? 


needed. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 


2-WAY INTERLOCK 


Simple and effective, positive and strong. 
The interlocking units just slip into place 
and lock securely both horizontally and 
vertically. No tools, screws nor bolts are 
It’s all so easy. 
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STEEL ROLLER BEARING 
DRAWER SUSPENSION 


Here is the secret of the free and cas 
drawer operation of the De Luxe TRAN 
FILES. Steel tracks attached to both sides 
of the drawer, slide over these rollers and 
keep the weight of the drawer suspended 
on the vertical reinforcing side posts. 











A STANDARD “EVER READY 
DESK CALENDAR WITH 
HALF HOUR APPOINTMENTS 


ENE NG: veg Nee 
Soe ie ee 


No. 458 


This item has proven it has merit for 
dealers who have featured this number 
have increased their sales. Include 
this style when ordering EVER 
READYS. 





NUE . . 





EVER READY— 


A QUALITY LINE OF 
a\s 
Ave MODERN DESK CALENDARS 


DEALERS—See the New “EVER 
READY” Line Before Placing your 
Calendar Business — Write us for 
New Catalog and Prices on the 
1936 Edition. 





ae EVER READY CALENDAR MFG. CO. 
<I 160 Maple Street Jersey City, N. J. 
. 
A) 7 
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Pool! the ship- 
ment with your 
order of New 
Indiana Chairs 
and save time 


and freight. 


Buy a desk on facts 
ture from the construction. Our No. 
900 series is “all desk.” Panels, tops, 
drawer fronts and legs—every part is 
first quality 
why every dealer that makes a personal 
examination, follows it with a reorder. 
Get one or two of them yourself and 
realize on your opportunity. 


INDIANA DESK COMPANY be 


JASPER, INDIANA 





get the true pic- 


fit for the finest. That's 


No. 900 series is made in Flat 
Top (4 sizes), Double Flat, 
Single Pedestal Flat (2 sizes) 
Pedestal Typewriter, Drop- 
head Typewriter (both dou- 
and single pedestal) 


Tables (5 sizes). 








r 
NEW INDIANA Office CHAIRS 


After looking over 
all the market, most 
people buy these 


styles and grades— 
KEEP UP YOUR 


STOCK AND DIS- 
PLAY 








Sales opportunities 
are continually open- 
ing up for those who 
are prepared. The 
) New Indiana line of- 
fers exceptional value 
England in office chairs and 
pan enatiietns wemetetden erees, Cenchers 
chairs with your shipment of Chairs, tablet arm 
indiana Dears —saves freightand Chairs, juvenile furni- 
ture, etc. Get our 
catalog and send your 
order. 


New Indiana Chair Co. 


JASPER, INDIANA 





No. 501 
Bank of 














FILE FOLDERS 


Finest Quality Lowest Prices 
Manila 

Kraft 

Red Fibre 


Colored 
Single and Double Top 
Send for sample set 


IMPERIAL METHODS CO. 


FOREST PARK, ILLINOIS 


Gerard D. White 
100 Worth St. 
New York City 


Western Representative 
Cc. J. Schubert, Jr. 
307 E. Third St. 

Los Angeles, Cal. 
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RISE IN NORWEGIAN OFFICE MACHINE IMPORTS 


The United States Department of Commerce reports 
that Norwegian imports of office machinery registered 
substantial increases in 1934 compared to the preced- 
ing year. While improvement occurred in all lines, 
the showing made in the case of typewriters and cal- 
culating machines was especially favorable. 

Aggregate imports of all types of office machines 
into Norway during the past year were valued at 
1,555,905 kroner, compared to 985,932 kroner in 1933, 
an increase of fifty-eight per cent. 

Imports of typewriters in 1934 were valued at 669,457 
kroner, against 406,277 kroner in 1933, a gain of sixty- 
five per cent. Imports of adding and calculating ma- 
chines increased to 421,755 kroner in 1934 from 280,656 
kroner in the preceding year; receipts of cash regis- 
ters increased from a value of 137,828 kroner in 1933 
to 204,801 kroner in 1934; bookkeeping machines were 
valued at 86,597 kroner in 1934 against 31,188 kroner in 
1933. The 1934 total for duplicating machines of 58,- 
569 kroner compares to 48,006 kroner in 1933. 

The United States dominated the typewriter import 
trade of Norway in 1934, accounting for eighty per 
cent of the total receipts; fifty-seven per cent of the 
adding and calculating machines, and forty-five per 
cent of the cash registers imported were of American 
origin. Germany was almost on a par with the United 
States as a supplier of cash registers, while the bulk 
of the duplicating machines imported originated in 
Great Britain. 

While the restrictive effect of the sixteen per cent 
ad valorem duty imposed on office machinery in 1933 
is still being felt, the report states that Norwegian im- 
porters are encouraged by the favorable showing made 
in 1934, and expectations are that the current year 
will do well. 

The value of the kroner in 1934 was thirty cents, 
United States; in 1933, twenty-two cents. 


—_—_—~<— — 


WHOLESALING TO CONSUMERS IN THE 
ANTIPODES 


The Booksellers, Stationery and Fancy Goods Jour- 
nal, Melbourne, Australia, published a letter from a 
dealer, commenting on a situation which is not un- 
known in other countries, including the United States. 
The communication is headed “Wholesale Retailer or 
Retail Wholesaler?” 


To the Editor—Sir, One matter which I would like to draw attention 
to is the manner in which wholesalers appear to be developing into re- 
tailers. I was speaking to a printer’s traveler the other day and he told 
me that he had just seen a list of firms who had quoted for a large 
order of stationery at one of the big oil companies. He said it included 
six leading wholesale and manufacturing stationers. I said I could 
hardly believe him, and he gave me the names, and there was no doubt 
about it. When I showed surprise he said that was nothing; he was 
always up against their competition. Some of the houses, I knew, 
quoted large consumers. Two of them were retailers who had retail 
shops, but at the same time had large wholesale departments; but three 
of the names were a complete surprise to me. 

This letter is not in the nature of a complaint about their doing this. 
I reckon every man can quote where he likes. But what gets me is how 
these wholesale retailers can object to manufacturers quoting our group 
buying scheme. If wholesalers think it is all right to quote consumers 
direct, they are nothing else but retailers. I think I have heard you 
say that “ta wholesaler is such according to the kind of business he does 
and not by the quantity he buys.” If that is so, the quantity a con- 
sumer buys does not entitle him to wholesale terms, which they quote 
large consumers. The wholesaler can’t have it both ways. 

I always reckoned that the wholesaler was due for some special dis- 
count, but if he is going to use it to cut prices to the consumer he loses 
my sympathy and also his rights to special consideration. I reckon 
that the retailers’ buying groups are just as entitled to bedrock whole- 
sale terms as the wholesaler is. It’s time the manufacturers took a 
wake-up.—Yours, etc. 


Thus the situation which engenders some com- 
plaints in the United States has its counterpart in 
other countries. In times of stress, particularly, there 
is the temptation to ignore established precedents to 
maintain volume and mitigate losses. 
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J. S. STAEDTLER, IN 
53-55 WORTH ST. 
nia ALO) Seti 


The NEW Speed-O-Print 
Duplicator has PROVED two im- 


portant things: 


1 \ low-priced full-size duplicator 
e can be produced that will perform 
satisfactorily. 
2 There is a very large demand for 
e such a machine. 
The hearty response from the trade following our 
initial announcement is significant: It has dem- 
onstrated the existence of a pressing need for a 
full-size rotary stencil duplicator to retail at 
$22.50. Write for liberal dealer proposition and 


samples of work. 


SPEED-O-PRINT COMPANY 
180 W. Washington St., Chicago, Ill. 


Takes a 


: Sise 
Paper 
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Fulton” and Be Sure! 


THERE'S MORE THAN ‘‘Style”’ 


WHEN IT COMES TO STAMP PADS Say 










Many of the 
nation’s largest 
users of stamp pads test 
competitive brands before 
purchasing—and buy on the 
basis of wear—service—and per 
formance—not on “style ra e. 


It takes something more than “looks” to 
make an outstanding stamp pad. FULTON 
has that “something over half a cen 
DRI-K WIK tury of experience and reputation as 
STAMP PADS America's foremost stamp pad manu- 


For amudae proof facturers 


quick drying Combined with this “quality within” is an 

pressions. Have ittractive style of packing fully in accord 

odor give greal with today’s demand for merchandise 

wear Will not iv which must also possess an attractive eye 

jure rubber stamps appeal 

nor dry oul } 

aliens Wrile us uf you are nol familiar with our 
entire story 

FULTON 


SELF-INKING 
STAMP PADS 


The trade's 
ulilily stamp pad 
Contains pure gly 


- Y 4 
FULTON 
SPECIALTY CO. 
ELIZABETH 
Sales Office: 200 Fifth Ave., New York, N.Y. 


standard 


cerine ink unsusr 
passed in purily and 
strength of color 


N. J. 





ALL-STEEL-EQUIP 
offers the 


COMPLETE 
CABINET 





The A-S-E steel cabinet line 
assures you a steady flow of 
profits because the fifty-seven 
styles and models ready for im- 
mediate delivery offer your cus- 
tomers a cabinet for every 
specific need. ; 


**Popular’’ Wardrobe 
Cahinet 


Write TO-DAY for com- 
plete catalogs on A-S-E 
steel cabinets, showing 
how the A-S-E line can 
keep you over on the profit 
side. 


“Popular’’ Combination 


Cabinet (belou 





Sforade 


** Popular 
Cabinet 


All-Steel-Equip Co. 
INC. 


600 John St. Aurora, Ill. 


LINE: 








OFFICE APPLIANCES 


FOUR CODES IN OFFICE EQUIPMENT INDUSTRY 
AMONG THOSE LISTED FOR DROPPING 

On March 15, Donald R. Richberg, executive director 
of the National Emergency Council, submitted to the 
Senate Finance Committee a list of 286 NRA codes, in- 
cluding the codes for all industries employing fewer 
than 10,000 persons and thirteen service codes, as 
among those which should be dropped. Included in 
the 286 were the following four in the office equipment 
industry: Bank and security vault, envelopes, loose 
leaf and blank book, and paper, stationery and tablet. 

An additional list of the codes recommended for can- 
cellation is under preparation. It is expected that 
the total number will reach 550. Possibly other office 
equipment codes will be included in the second list. 

—~e— 


More Royals were bought in U. S. during 1934 
than in any previous year! 





Atlantic City Convention of N. E. A.Royal typewriters were 
well represented at the recent meeting of the National Educa- 
tional Association at Atlantic City by an attractive display 
under the direction of A. M. Stonehouse, Royal school de- 
partment head, assisted by Arthur Neuenhaus, the Royal school 
demonstrator. The new Victory model of the Royal was on 
display and proved to be the outstanding feature of the exhibit. 
—~> 
WASHINGTON AND LINCOLN PRESIDE AT OFFICE 
FURNITURE DISPLAY 


Display of the latest progress in steel office furni- 
ture and desks, with handsome wood finishes, is cur- 
rently shown in the display and sales rooms of the de 
Voss Desk Company, on Third avenue, Seattle, Wash. 
Many new types of desks are in the Spring pageant 
that focuses attention on what the well-equipped of- 
fice will wear, along with fine new filing cabinets 
shown against the wall. Portraits of Washington and 
Lincoln preside over the display, which also includes 
the newest type of desks to save the eyesight. These 
are specially finished with a dark green top so that 
there will be no glare reflected into the eyes. Con- 
siderable other new equipment is shown in the en- 
larged quarters of this office desk and office equipment 
concern.—CML 
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New and Practical Machine 


Selection of the Right Equipment foreach 
purpose insures efficiency in operation. 


Ready made stock size posting trays are not adaptable to all 
requirements. For efficient operation, the right equipment must 
be furnished on each installation. 


We manufacture posting trays of several types, each type de- 
signed to meet certain requirements. Our many years experi- 
ence in the production and installation of mechanical book- 
keeping systems, enables us to recommend the best equipment 
for each and every purpose. 


THERE’S A RIGHT KIND FOR EVERY USE 


Users of mechanical accounting systems will appreciate your 
effort to supply their needs with satisfactory equipment. Let us 
cooperate with you in furnishing the right equipment for each 
customer. 





Dealers are not required to purchase a stock. In- 
dividual orders accepted as secured. Write for de- 
tails and Dealer Price List No. 533. 











LEFEBURE CORPORATION 


Manufacturers 
CEDAR RAPIDS, IOWA 


Bookkeeping Equipment 


Illustration shows just one of our popular 
outfits, Model 12-L Combination Ledger 
Posting Tray and Transfer File. Made for 
sheets of any size and kind. 





WRITE FOR 
FOLDER 552 
























THE NEW LOW PRICE “W” 


CLEVELAND FOLDER 


LETTER SHOPS e OFFICES 
will fold your 
CIRCULARS © LETTERS © ENVELOPE 
STUFFERS e SMALL BROADSIDES 


at highest speeds and lowest cost 


8!/ox11” letters can be folded 2 or 3 folds at 
speeds of 10,000 sheets and up per hour. 

Small circulars |, 2, 3 folds at higher speeds. 
Folds practically every kind of paper that can be 
folded in sheet sizes 4x5” to 14x20”. 

This High Speed, Automatic Fed machine folds 
with extreme accuracy. 

Easy to adjust and operate. Just as well de- 
signed and built as larger Cleveland Models. 





If you have folding to be done write us for 
literature describing the Model "W" Cleveland. 


DEXTER FOLDER COMPANY 


28 West 23rd Street, 


New York City 


CHICAGO PHILADELPHIA BOSTON CLEVELAND ST. LOUIS SAN FRANCISCO 
117 W. Harrison St. 5th & Chestnut Sts. 185 Summer St. 1931 E. 61st St. 2082 Ry. Ex. Bidg. a W. Brintnall Co. 


30 Howard St. 
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SCIENTIFICALLY TREATED 


SHIPMAN-WARD MANUFACTURING CO. 


4401 E. RAVENSWOOD AVE. 
UNDERWOOD AND ROYAL TYPEWRITERS 


“JIM™ WARD 


personally indorses the 


NEW 1935 
DELUXE PLATEN 


Which measures up to the new 
standards set by typewriter 
manufacturers 


BETTER ALIGNMENT 


CHICAGO, ILLINOIS 
PARTS FOR ALL MAKES 





BETTER SATISFACTION 











No 


. ! . 
commercias de St 


578 Secretarial Desk. a popular 


al 
gn im full quartered 


oak or in walnut and mahogany fin- 

ish Measures 60x34 inches, 3014 

inches high Typewriter compart 
ent is placed in right or left hedestal 
; r order 


New York Warehouse: 
573 Broadway, New York, N. Y. 


Chicago Representative: 


I Louis H. Farber, 
529 S. Wabash Ave. Phone WEBster 3217 


60 years of 
Desk Building 


This extended, continuous operation 
proves the genuine quality and popu- 
larity of the Jasper Desk Co. fur- 
niture. Sturdy construction, attrac 
tive appearance and features of mod 
ern convenience are combined in all 
our products 


Ofhce Furniture Dealers: A com- 


parison of the value and sales oppor 


tunity in this line will convince you 
of the advisability of putting it in on 
a regular basis. For details and 
illustrations, see our catalog No. 421. 


JASPER DESK COMPAN Y, Jasper, Indiana 
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“BRASS POUNDER” TELLS OF EARLY 
TYPEWRITER USE 

Harry V. Treadwell, Doheny Park, Calif., told in 
Remington Rand News of his early experience in the 
use of the typewriter for copying telegraphic messages. 

“Whenever I think of Remington I think of the 
Johnstown flood. 

“In 1889 I was a telegraph operator for the Pennsyl- 
vania road and I had equipped myself with one of the 
earliest models of Remington typewriters. I was sent 
to Johnstown to work on one of the first wires opened 
after the flood. Then, after about four months I was 
transferred to Pittsburgh where I used my Remington 

. the first typewriter ever used in the Pittsburgh of- 
fice in connection with telegraph. 

“T learned telegraphy when a boy of fourteen .. . in 
1884. At seventeen I started railroad work. At Wil- 
liamsport, Penna., I had won a high bicycle on a lot- 
tery. These wheels were selling for about $100 at the 
time, and I traded the bicycle for a No. 2 Remington. 

Future of Typewriter Visioned 

“Looking ahead I could see that the typewriter was 
destined to be of great value in connection with the 
telegraph, so I began picking out the letters with one 
or two fingers and gradually worked in a few extras, 
until I could write fast enough to keep up with the 
telegraph instrument. 

“T used to watch the press dispatch operators copy- 
ing news dispatches with pencil or stylus, making four 
and five carbon copies. That was real work, and the 
typewriter was sure a lifesaver for those fellows. They 
formerly copied thousands of words every night and 
had to have a pocket full of lead pencils ready. When 
I went to Pittsburgh I was on duty part of the night 
and after the day crew left I would get my Remington 
out and gradually worked it in on the messages with 
great success. 

“When the manager noticed the typewriter he took 
me off the night shift and gave me what they called 
the superintendent’s wire. This was a ‘heavy’ wire 
and most of the messages were long, and of a private 
conversational nature. As the work was typewritten 
the messages were easier to read, and we used less 
paper. The Pittsburgh manager brought in Robert 
Pitcairn, general superintendent, who watched me 
work for a time and a few weeks later they brought 
in half a dozen Remingtons and let the boys use them. 
In a short time the company changed the type of 
tables and installed resonators. We were off to faster 
and more satisfactory work. 

“IT stayed at Pittsburgh until 1892, when I went to 
Erie, Penna., for the Western Union. I used the same 
Remington machine there and was put on relief work 
for the Associated Press. I well remember my second 
Remington with its big improvement in the carriage 
escapement. 

“When we began using typewriters for press work, 
it soon became easy for the receivers to keep pace with 
the fastest senders, so a system of abbreviations was 
adopted. This made it hard for the senders, many of 
whom broke down with ‘sender’s paralysis,’ and were 
required to work only on the receiving end of the 
wires. 

Code Adoption Speeded Transmission 

“Phillip’s code was introduced, in which a few letters 
sent over the wires were interpreted into complete 
words or phrases. ... These abbreviations put the re- 
ceiving operator back on the defensive again as he 
would have to write out long words or phrases while 
the sender dispatches only a few letters. But the 


typewriter was ready and waiting, for the operator to 
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COMING SOON! 


SMART dealers, who 

know HOTCHKISS 

and want to be the first to show the new models to 

be announced next month, are sending in their 

orders by the hundreds. Price means little to 

these dealers—Quality means everything—and 

HOTCHKISS is going to surprise them on both 
counts. 


The new HOTCHKISS models will feature Qual- 
ity —Service—Stamina—Modern Design—Smart- 


ness—Low Price. They will have the advantage ofa 
real merchandising 
package and will be 


backed by the pro- 
gressive leadership 
and experience of 
the world’s oldest 
and largest manu- 


WAIT FOR THE 


facturer of stapling 
equipment. a er St 
z 
THE HOTCHKISS N VU ) 
SALES CO. Li € Liiel 
Norwalk, Conn. H O T C HK I S S 


e STAPLING MACHINES 


STATIONERS / 175 your 


LINE.. EXCLUSIVELY’ 


“STEEL-STRONG’PROOUCTS ARE SOLD 
THROUGH DEALERS ONLY 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . .. with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG "PRODUCTS 














Bill STRAPS 





THE C.L.DOWNEY CO. cine 
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Users will 
appreciate these 
NEW COLORS AND NEW 
LABELS IN 


HIGGINS' COLORED 
DRAWING INKS 


Blue Green —Light Brown 

Lemon Yellow These are th 
three new color which have 
been added to the t™ pul ir line 
ol HIGGINS \MI Ri AN 


DRAWING INKS AMERICAN INDIA INK 
The narre f he Cor ha ’ i 


ld Brown t Dark Brown and of 





NEW COLOR LISTING 


CARMINI LIGHT BROWN BLUE GREEN | 
SCARLE1 ORANGI BLUI | 
VERMILIOD CHROME YELLOW INDIGO 
BRICK RED LEMON YELLOW VIOLE1 
DARK BROW NEUTRAL TINT WHITI 

LMERALD GREEN 


WATERPROOF GENERAL (Soluble) 


bach ( " , fre ittractive new 


esign Ir 


CHAS. M. HIGGINS & CO., Inc. 
271 Ninth St. Brooklyn, N. Y. 








2 


HIGGINS Ane icc 


DRAWING INKS 








DEVICES 





———— 


SELL TEMPO STENCILS 


Build a permanent business on American Made 
products. 

TEMPOGRAPH Duplicating Machines from 
$45.00 to $150.00. 

TEMPO Slipsheeters from $35.00 to $52.50. 


Manufactured by 


MILO HARDING CO., LTD. 


1362 So. Hill St. Los Angeles, Calif. 




















OFFICE APPLIANCES 


bring another finger out of his mitten. Most opera- 
tors had hardly time to learn the correct way to finger 
the typewriter from the start. The little finger was 
especially lazy. 

“IT am sixty-four now and as I think back to the days 
of pencils and hunting around for keys on the type- 
writer, I marvel at the way it is done today. They 
worked in those days and there were some fast ones 
among them. 

“When Grover Cleveland was elected in 1892, I copied 
on my Remington from three in the afternoon until 
four the next morning. When it became apparent that 
Cleveland was elected, some kind outsider began send- 
ing in sandwiches and something in bottles which had 
rather a pleasant odor. We all got attached to these 
refreshments and got some practice at working with 
one hand, when, in fact, both hands had a job to do. 

“The Remington has always kept up with the im- 
provements, and is my choice today. I have had five 
of them. After I left commercial operating I went 
into stock brokerage and was with one man eleven 
years in Chicago. 

“Two years ago I learned the Continental code and 
taught it to a friend. He has a short wave radio set, 
and a portable Remington. I go over and copy press 
dispatches which are being sent to ships at sea. The 
Remington portable is a remarkable machine, and I 
know it must be used extensively by operators aboard 
Ships. They are so compact and light.” 





Demonstrating the New Royal in Buenos Aires.—George 
H. French is shown here with Miss Maria Luisa Marciano, 
giving a demonstration of the new Royal typewriter to 
members of the Camona staff in Buenos Aires. This staff 
meeting was held to introduce the new Royal models to 
the Camona Company’s sales organization. 
SS Eee 
NEW FURNITURE COMPANY AT TACOMA 


Organized for the production of office furniture as 
well as household equipment, the F. S. Harmon Manu- 
facturing Company was incorporated at Tacoma, 
Wash., last month. The new corporation will enter ex- 
tensively into the office furniture field. Incorporators 
are F. S. Harmon, Allan T. Crutcher and J. H. Kit- 
lar —CML 

— 
“BILL” DURCHSLAG GETS SENDOFF 


Bill Durchslag, one of the affable stationers with 
Stevens, Maloney & Company, Chicago, was shang- 
haied by some of his associates in March, and “given 
the works” at the Hamilton club. His friends, twenty 
in all, gave him a pre-nuptial party in three dimen- 
sions. Bert Bassett, of The Wahl Company, flew in 
from Cleveland to add to the festivities. 
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Introducing... 





Sipe 


Lox 












The New and Improved 




















(PATENT PENDING) 


DEALERS NOTICE! 


We have a plan that as- 
sures profit and protection 
for dealers prepared to 
actively offer Slidelok Fas- 
teners to users in their 
territory. Slidelok is such a 
pronounced improvement 
over existing devices that 
your sales should be sub- 
stantial. Immediate action 
is necessary, so write for 
samples, prices and infor- 
mation. 


JOSEPHSON MANUFACTURING CORP. 


401-403 WEST 14th ST., NEW YORK, N. Y. 


Paper 













Fastener! 





. Finger pressure slides the 
locking-bar top to one side, 
freeing both prongs simul- 
taneously. 


2. Despite easy operation, the 
locking-bar binds both prongs 
securely, making accidental 
opening impossible. 


3. No thumb-nail urging of 
loops or catches to open 
Slidelok fasteners. File clerks 
like it. 


ADVANTAGES OF THE 
SLIDELOK FASTENER 


4. 


. Made of finest metals, Slide- 


. Slidelok is priced so you can 


* 


The entire face of Slidelok 
fasteners closes completely, 
with no operating parts ex- 
posed to catch or tear other 
papers. 


lok prongs and compressors 
will give the long service de- 
sired. 


give your customers these ad- 
vantages without increase in 
price. 




















Postoffice Department. 


Airmail No. | 
Airmail No. 4 








A TOLERANCE OF ONLY 10 GRAINS is now 
allowed between each ounce division by the U. 5. 
With the prevailing post- 
age cost ranging from 48c to $2 a pound, it is im- 
perative that every mailing piece be checked on 
thoroughly accurate scales to prevent postage waste. 


Triner New-Type Scales 
may be relied upon to perform this serv- 
ice. Their efficiency is attested to by 
the fact that more than 20,000 Triner 
Scales are now in use in U. S. Postoffices. 


Capacity 4 lb. x 


Capacity 1 lb. x '4 oz. with computing chart 

» oz. with computing chart 
Airmail No. 9—Capacity 9 oz. x ‘4 oz. without computing chart. 
Computing chart shows all mail and parcels post rates up to full capacity 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Hlinois 


They HAVE to be sen- 
sitive for use in U. 8. 


Postoffices 





OVER- 
UNDER 
WEIGHT 
instantly 
shown by this 
indicator. 




















| DEPENDABLE QUALITY 


SELLS AND RE-SELLS 


AT A 


PROFIT 


i 


nw VON 


INTERNA 


TV" @ 8 @ Os 2-2 


GOG000060608 


TIONAL 


WE HOPE YOU ARE NOT 
MISSING SALES BY NOT 
HAVING THIS ATTRAC- 
TIVE DISPLAY WHERE 
YOUR CUSTOMERS CAN 
ALWAYS SEE YOU AREA 
MUNSON DEALER 


Munson Suppiy Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name. 
Address. 
City. 
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LOOSE 


EQUIPMENT 


Visible Record Books 


Pen Posting Binders 
and Forms 


Machine Posting Supplies 


Prong Binders—Post Binders 
Ring Books—Catalog Covers 
Stock Forms 


SEND FOR CATALOG 


Showing a complete range of loose leaf binders and 
forms for every business purpose. Many exclusive 
numbers. Exclusive protected territory to estab- 
lished active dealers. 


THE C. E. SHEPPARD CO. 


Long Island City 
New York 


4401-4429 


- a Ceved ) 
Twenty-First St. y 


IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 
CHAIRS 
DESKS 
FILES 
FOLDERS 
GUIDES 


STAPLING 
MACHINES 


STAPLES 
AND NOW 


WASTE BASKETS 


IN 


NEW YORK STOCK 











CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 
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BIG 


profits 


from 
small 
sales 
with 


WRENN SHOW-BLOTT 


Show-Blott increases your blotting profits two ways. 
Customers are attracted to the glass protected, beauti- 
fully embossed stock of colorful desk blotters. They 
are reminded to buy. They make their selections—of 
any color or design—through glass, conveniently and 
immediately. 

Show-Blott sells more blotters to more people. 

Then too—Show-Blott saves loss of stock through 
handling, soiling and “shop wear.” It turns waste to 
profit. Show-Blott is available to you with an assorted 
stock of Wrenn embossed blotting,—at cost. 

Consult your paper merchant or write for details on the 
22 colors of design pretected Mosaic or Basket Weave 
Blotting with our special low price offer on Show- 
Blott—the full-view display case. The new Cadet em- 
bossed design is now available in its many colors. 


WRENN PAPER COMPANY 


MIDDLETOWN OHIO 














A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 






Glad to send catalog 


Jasper Seating Co. 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 
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SCHAEFFER TAKES ROYAL AGENCY IN ITHACA 

S. J. Schaeffer, proprietor of the Schaeffer Type- 
writer Company, 105 North Aurora street, Ithaca, N. Y., 
has severed his connection with the Underwood Elliott 
Fisher Company branch in Ithaca and taken the 
agency for the Royal Typewriter Company. Mr. 
Schaeffer covered the Finger Lakes Region for UEF 
for eleven years and is now reaching the same terri- 
tory in the interest of Royal. 








WEDDING S 


BOARD-NEWMAN 

C. Z. Board of the Ever Ready Calendar Manufactur- 
ing Company, Jersey City, N. J.. was married to Miss 
Grace I. Newman at Ridgewood, N. J., on Wednesday. 
February 6. Two days later they sailed on their honey- 
moon to Porto Rico aboard the SS. Boringuin of the 
Porto Rican line. 

In Porto Rico, Mr. and Mrs. Board were impressed | 
with the natural beauty of the country. To hear Mr. 
Board tell of his trip around the island by auto is to 
feel a desire to add Porto Rico to the many places one 
intends to visit some day. They were amazed at the | 
intensive cultivation of the land in the growing of to- 
bacco, sugar and coffee. 

Office Appliances extends its felicitations. 

—~<>—— 
SAEGER-WHITE 

Bob White, vice-president of the Fulton Specialty | 
Company, Elizabeth, N. J.,. was married February 19 to | 
Miss Regina Saeger. The day following the wedding 
Mr. and Mrs. White made a West Indian cruise on the | 
“Kungsholm,” returning March 11 to make their home 
at Short Hills, N. J. 

The day of sailing a luncheon was given to Mr. and 
Mrs. White at the Steuben House, New York, N. Y., by 
Louis Tavernier, secretary of the Fulton Specialty | 
Company. | 





> 
PLOTKE-DURCHSLAG 

Miss Harriet Plotke, daughter of Mrs. Max Plotke, 

was married March 30 to William Durchslag, who has 

been connected many years with Stevens, Maloney & 

Company, Chicago. After an extended wedding jour- 

ney Mr. and Mrs. Durchslag opened their abode in Chi- 
cago. 








OL ' DOC $ TOR K 





ARRIVAL OF WILLIAM HORDER SEYMOUR 

Mr. and Mrs. Fred P. Seymour of Oak Park, IIl., are 
the proud parents of a baby son born March 6 at the 
West Suburban hospital. 

Mr. Seymour is vice-president and secretary of 
Horder’s, Inc., Chicago, and is one of the most widely 
known and highly regarded men in the trade. 

Mrs. Seymour is a daughter of Mr. and Mrs. E. Y. 
Horder. Mr. Horder is president of Horder’s, Inc. 

William Horder Seymour is the fifth of the children 
in the Seymour family, the others being Dorothy, a 
junior in the University of Arizona; Bettie-Jean, a 
sophomore at Northwestern university; Nancy, a sopho- 
more at Oak Park high school and Fred, Jr., who is | 
attending Holmes school. 

Mr. and Mrs. E. Y. Horder are the maternal grand- | 
parents, and Mrs. G. Seymour Sparks of Wallkill, N. Y., 
is the paternal grandmother. 

Office Appliances offers sincere felicitations. 
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QUALITY FILING SUPPLIES 









PRESSBOARD 
GUIDES 


CELLULOIDED 
METAL TAB 
PLAIN 


CARD INDEXES 














DURATEX 
FOLDERS 






REPORT FOLDERS 


EQUIPPED WITH 
BARKLEY FASTENERS 


PRESSBOARD 
FOLDERS 


GREEN-EDGE 
STORAGE FILES 


WE WILL GLADLY 
SEND YOU SAMPLES 








°o 


TUFTEX 
F RS 





LDE 
SEND FOR OUR CATALOG 


c. L. BARKLEY & CO. 
MANUFACTURERS FILING SUPPLIES 
517 So. JEFFERSON ST., CHICAGO 




















‘ 1 





C 


fea 


Grand 
Rapids 





and Second Hand Furniture 


ARE GETTING SCARCE 


Our new 1000 Line, both straight 
and turned leg, is now ready, at 
close-out prices, and with our reg- 
ular ‘*10-point” construction 


a 


No. Il 


LOSE-OUTS 


tures, too. Serid for the dope. 
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A Colorful Product 


in a Colorful Package 


ee 





HIGHLANDER 


TYPEWRITER RIBBON 





(Lithographed in seven colors) 


Highlander Ribbons are made to meet 
the requirements of the dealer that de- 
mands a high quality product for his 
customers and more profit for himself. 

Write today for samples and new low 
quotations. 


, 
: 
: 







Cameron Manufacturing Co. 
1617 BRYAN ST. DALLAS, TEXAS 


THAT 
NEW 
SAMPLE 


CARD 


HIS beautiful color 
display, no bigger 
than a double postcard, 


SEND 
arn FOR YOURS 
shows the entire range T Oo DAY 


of available colors. 
also gives complete, de- 
tailed information on the Cook line. 


— 


Not only does this card enable you to get a quick grasp 
on the sales possibilities of the line, but it also places in 
your hands a coherent, highly convincing means of getting 
the Cook story across to your customers. 


B This ingenious piece, which amounts to a_ miniature 


cOOK’S () 


STAINLESS STEEL t—4 


FILE SIGNALS 





THE H. C. COOK CO., 14 Beaver St., Ansonia, Conn. 
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BURGLARY BY THE WHOLESALE 

The Dowling Typewriter Company, Oklahoma City, 
Okla., is offering $100 reward for information leading 
to the recovery of a considerable number of typewrit- 
ers and adding machines stolen from their store on 
the night of March 8. An additional hundred dollars 
is offered for information leading to the arrest and 
conviction of the burglars. 

The machines were evidently taken away in a truck, 
or large sedan, being first packed in cartons and car- 
ried out the back door. They were also wrapped, ap- 
parently, in some heavy blue velvet drapery which was 
stored in the Dowling establishment. This drapery is 
very heavy and was in strips about twenty-five feet 
long and eight feet wide. 

Following is a list of the machines and other prop- 
erty stolen: Woodstock 5N-153918; L. C. Smith 8 Nos. 
835183 and 861183; Underwood 5-1387756; Royal 10 se- 
rial numbers 596336; 908337; 1643604; 1473809; 1494994; 
Remington 12-B076551; Royal portables E-9658 Signet, 
247149 Vogue type blue tabulator; 254706; O-395113; 
O-413987, 254706 black tabulator; one ivory and laven- 
der Royal portable; one black Corona; Star adding 
machine, red finish; Burroughs portable subtract add- 
ing machine, eight column Numbers 1163932 and 
1207803; Barrett electric multiplier adding machine 
121-E-105542; Allen-Wales adding machine 8-E-19945 
electric desk model straight adder; 45-9610-E, eight 
column subtract model. This machine has motor bar 
for use on motor, but no motor; six rolls of very heavy 
blue velvet drapery about twenty-five feet long. 

Anyone who discovers any of these machines is re- 
quested to wire or phone information to the Dowling 
Typewriter Company, telephone 7-3300 Oklahoma City, 
or John Watt, chief of police, Oklahoma City. 


lp -_ 


STRAVINSKY USES COLORED INKS IN 
MANUSCRIPTS 

The following item was taken from a recent issue 
of the Los Angeles Examiner. The item was sent to 
Office Appliances by The Carter’s Ink Company. 

We quote: 

“Excitement prevailed yesterday at Philharmonic 
Orchestra office because Igor Stravinsky, internation- 
ally famous guest-conductor, leading the orchestra to- 
night and tomorrow afternoon in a fascinating pro- 
gram of his own works, had run short—not of ideas, 
but of colored inks. ‘ 

“*T find it is far easier for copyists to read and copy 
my manuscripts, if I write the different instrumental 
groups in ink of varying color. The brass, which should 
stand out well, is marked in red. The percussions are 
marked in black, violins and other string, green, while 
the woodwinds in general I write in blue,’ the cele- 
brated Russian composer explained. 

“All of which is typical of the impression Stravinsky's 
Slavic compositions create. This wealth of color ac- 
counts for their popularity.” 


__—__—=G— 
WALSH RECEIVES PROMOTION 

J. P. Walsh, who has proven himself successful as a 
salesman of Remington typewriters, has been pro- 
moted from the Waterbury, Conn., office, where he 
worked as a salesman, to the position of assistant 
branch manager with headquarters at New Haven, 
under the direction of George L. Sholes. Mr. Walsh 
has been in Waterbury for about ten years and won 
a capital reputation. His first month in New Haven 


has shown considerable improvement over the corre- 
sponding period of 1934. 
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Pictures on 


Office Walls 


Professional and business men often have 
need to easily and quickly display maps, 
charts, drawings, prints, photographs and 
framed pictures in their offices. 

To protect their walls and woodwork, 
they need 


Moore Push-Pins 


Aluminum or Glass Heads, and 
Moore Push-less Hangers 


our 





Wherever displayed, 
Revolving Cabinet, contain- 
ing 72 Packets, makes con- 
Ask your 


ao x 
7S 
7 


tinuous sales. 
Jobber for one 
your share of profits. 


and get 


i 


i 


* 


Dealers who give to their 


= 


al) 
¥ 


customers our illustrated 
Booklet, **The Home Beau- 
tiful,”” 


get much new busi- 





4 


ness. Order a supply, im- 


printed with your name. 





. 
a 4 


MOORE PUSH-PIN CO. 
113-125 Berkley St. 
Philadelphia, Pa. 


‘a 
3 
| 
° 
any 


be its 

















PERFECTION 
DAILY REMINDER 


is also available with half hourly 
appointments in the 5 x 8 inch size. 





ad 
JUMBO GEM *« PERFECTION 
PERFECTION DAILY REMINDER 


a 
THE MOST COMPLETE 
LINE ON THE MARKET 


DEFIANCE SALES CORP. 


72 SPRING ST., NEW YORK, N. Y. 
The CALENDARS in the BLUE BOXES 


GEM > 
DESKAID_ + 





PELOUZE 
POSTAL 
SCALES 


warranted accurate 


— - 
NEW “VICTOR” 
4 POUNDS 


HE dials show the exact amount 
of postage in cents required on 
all mail matter, including parcel post 


rates by zones. 


Beautifully finished 


in Green or Gold Bronze. 


Made in several 


styles. Intended 


for the individual desk, library, office 





NATIONAL, 4 Ibs. 
COLUMBIAN, 2% Ibs. 
CRESCENT, 1 Ib. 


or shipping room. 
Write for new 
catalog. 
For sale by lead- 
ing dealers every- 
where. 


Pelouze Mfg. Co. 


232 East Ohio Street 


Chicago, Illinois 




















DO THI 


S ONE 


Make a list of those things which you 
sell, that effect a SAVING of real Dol- 


lars and Cents to the BUYER, 


cauSing the discharge of an employee. 
Hard to think of such a Device? 


VARI-TYPER is the cause of enormous SA/- 
INGS to nationally known concerns every 
day, and we will beglad to tell you the 
Story if you are interested. 


Write for the FACTS. 
RALPH C. 


COXHEAD CORPORATION 


17 Park Place 
New York City 


THESE PACTS SHOULD INTEREST GOOD SALESMEN, 


without 
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“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. & Patent 1.783.023. Canadian Patent 324.059. Other patents pending ) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 

ound bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 






















Special Note to 
Dealers 


EASY TO 
HANDLE 


@ Lyon Stee! Folding Chairs 
ore profitable for dealers to 
handle. Four facts give just 
what dealers valve in a line: 


1. Strong sales story — Convenience — 


Comfort — Construction — Color — Pendumentatdesien 
Compactness — Quiet — Safety. for roomy comfort, 
andlasting strength. 


2. Cooperation with dealers by men 


, ty/ ith steel, 
from sales offices in 60 cities. Styles with stee 


cane or upholstered 
seats and backs, 


3. Wide market — Schools, Clubs, iibeseiieu=asen 
Homes, Institutions and Offices. curved or straight 
seats. Canbeganged 


4. Strong support-- Quality merchan- 
dise by a sound company estab- 
lished over 30 years 


in units of 2, 3 or 4. 
Stack compactly 7 
to the foot. 


We have several territories open for dealers. 
Write us for details. 


LYON METAL PRODUCTS, INCORPORATED, 2104 River St., Aurora, Ill. 


LYON'":..<° CHAIRS 














OFFICE APPLIANCES 


a 





aby 


HERE’S A NUMBER that meets 


many requirements ... . 





High-grade three-ring binder, having unusual capac- 
Either l-inch or 1'4-inch booster metal to hold 
sheet size 11x81. Has two large pockets. Beaver grain 
split or Shark top grain cowhide. With or without 
disappearing handles. Black or brown. Highly popular 
Also many other styles. Dopp- 





ity. 







and a good seller. 
Craft quality throughout. 









Charles Doppelt & Co., 412 Orleans St., Chicago, UL. 


Send for complete catalog of 


DoppCraft Zipper Cases 














WARSHAW 
INDEX CARDS 


Do not hesitate to order large quantities of 
WARSHAW Index Cards—full 


on all four sides. Whether you sell them the 


rotary cut 
day you receive them or a year later, they 
are always as fresh, clean and perfect as the 


day they were made. 
Sure! The modern protective cellophane 
wrapping does the trick. 


Take advantage of quantity discounts — 


and do it now. 


WARSHAW MFG. CO., INC. 


1 MAIN ST. 
BROOKLYN, N. Y. j 
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BUSINESS WOMEN ADVISE FUTURE OFFICE 
WORKERS 

To acquaint students of business schools, colleges and 
young people’s clubs with what the business world will 
demand of them as stenographers, voice machine 
operators and typists, is the purpose of the newly 
formed educational committee appointed by the 
Transcription Supervisors Association, which meets at 
the Women’s City Club, 22 Park avenue, New York City. 
Miss Jessie Sansom is chairman of the new committee. 
Already informal talks have been given by invitation 
to students of business schools in New York, Brooklyn, 
New Jersey, and at a New England college for women. 

The Transcription Supervisors’ Association, composed 
of fifty-seven supervisors of centralized departments 
(stenographic, voice machine and typing) was organ- 
ized five years ago to provide opportunity for depart- 
mental office executives to discuss the problems pecu- 
liar to their work, including such allied subjects as 
vacation schedules, mimeographing, new equipment, 
etc. Meetings are held regularly the first Monday of 
every month at the Association’s headquarters, the 
Women’s City Club, under the direction of Miss Louise 
Cheney, president. The membership list includes resi- 
dents of Washington, D. C., New Jersey, Wisconsin and 
England. 

—~e 

COAST TYPEWRITER BOWLERS WIN LAURELS 

The bowling quintet of the L. C. Smith & Corona 
Typewriters, Inc., recently made 3,112 pins and won 
the Portland (Ore.) Bowling Association’s annual 
handicap event. The squad of the Portland type- 
writer organization completed a successful year of 
bowling last March by winning the event named. 

The Typewriter Inspection organization of the Ore- 
gon metropolis, with a count of 3,074 pins to its credit, 
carried away second prize.—CML 


BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wants Abroad 

London House Seeks Lines.— Office Mechanisation, Ltd., 14 New Bridge 
street, London, EC 4, England, is prepared to take on the sales of addi- 
tional lines of office machines The company has been selling a line of 
duplicating machines in the London area the past year. It has an estab- 
lished clientele among large commercial and industrial firms, the British 
government and the Bank of England being among its customers Please 
address correspondence for the attention of Mr. J. F. Atkinson, managing 
director 











Wanted Here at Home 

Added Lines for Mid East.—-A salesman with a broad experience in the 
distribution of duplicating machines and supplies wishes to make a con- 
nection with a manufacturer of a stencil duplicating machine. He has had 
ten years’ selling experience in both the east and the middle west He is 
now covering the territory including western Pennsylvania, western Vir 
ginia and eastern Ohio. His preference is for duplicating equipment, but 
he is open for other lines if the proposition warrants Please address 
Sem 60, care of Office Appliances, 417 South Dearborn street, Chicago, Ill 

Alabama Printer Seeks Stationery Lines.—The Georgiana Printing Com- 
pany, Georgiana, Ala., wishes to receive catalogues and samples of office 
supplies, specialties, greeting cards and other lines. Please mark mailings 
for the attention of R. W. Pride, manager 

Camden Dealer to Add Furniture.—The Keystone Stationery Company, 
414 Market street, Camden, N. J., contemplates the addition of an office 
furniture department to its stationery lines. The company wishes to get in 
touch with manufacturers of desks, chairs, filing cabinets, etc., or with 
their local representatives 

Catalogues for Allentewn Sales Agency.—-The Office Utilities Agency, 
Allentown, Penna., wishes to receive catalogues and prices from manufac 
turers of new and rebuilt office appliances and equipment Piease mark 
mailings for the attention of E. C. DeLong 

Hawaiian Distribution Available..-H. L. Nickels, 110 Merchant street, 
Honolulu, Hawaii, offers his services as a salesman. He has been operat 
ing several years as a manufacturers’ representative and importer-commis- 
sion agent Mr. Nickels has had considerable experience in the sale of 
stationery items, and is in a position to give financial and business refer- 
ences 

Pacific Coast Distribution Available..-A manufacturers’ representative 
with warehousing facilities wishes to add lines of desks, chairs and filing 
supplies He covers Washington, Oregon, Idaho and Alaska, handling 
office equipment and furniture Please address Sem 59, care of Office 
Appliances, 417 South Dearborn street, Chicago, Ill 

Pacific Coast Sales and Warehouse Service.—-An experienced office equip- 
ment manufacturers’ representative on the Pacific coast offers his services 
to manufacturers in lines not competing with stapling machines. He has 
warehouse facilities for prompt delivery to dealers ‘lease address Sem 
58, care of Office Appliances, 417 South Dearborn street, Chicago, Ill 
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STURGIS 


POSTURE CHAIRS 
& STANDS 
s 


® Sell the Sturgis 
Line and Prosper 
® Easy to Demon- 















strate 
® Easy to Sell 
« 


No. 850-DS 
Stenographic 
Model 
A new leader to 
help you get this 
business. 





You and your customers 
will like the Sturgis 
line. You will enjoy the 
extra profits this field of 
Posture Seating makes 
available. 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICHIGAN 


Your customer will appreciate 
the increased efficiency, mental 
alertness and improved health 
among his employees. 


Order your Samples Today 











The standard wastebasket 
Liberal sales policy. 
Steady sales. Made of National H-A-R-+D Vulcanized Fibre 


Good profits assured with Vul-Cot. 
in 87 per cent of business offices in America 


will not chip, rust, crack or dent. No sharp edges. Vul-Cot in 
olive-green, maroon-brown, oak, walnut and mahogany. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 











For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


. Pacific Coast Representative: 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 











OUR 1935 BOOKLET 


An Aid to Greater Carbon Paper 
and Typewriter Ribbon Sales. 
We will be glad to mail a copy of this 


booklet to all dealers interested in 
promoting greater sales for 1935. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 

















OFFICE APPLIANCES 


Representation in Vicinity of San Antonio.—F. J. Finck, 304 Main ave- 
nue, San Antonio, Texas, offers his services in promoting the sale of any 
new proposition requiring personal sales work 

Salesman of Experience Seeks Connection.—A man with eighteen years 
experience calling on dealers and doing missionary work among users of 
office supply lines, is open for a connection which offers a profitable op 
portunity He operated two years in the middle west, and called on the 
trade in New York City and the New England states Manufacturers in 
terested are invited to address communications to Sem 61, care of Office 
Arnliances, 417 South Dearborn street, Chicaro, Il 

Toledo Distribution for Office Machines..—Miles D. France, 243 Ontario 
street, Toledo. Ohio, has opened a new business, handling checkwriters, 
typewriters, adding machines, special office machines and steel office and 
factory equipment He wishes to hear from manufacturers who have 
agencies open. 

New Enterprise 
Following is a new concern reported in further detail elsewhere in this 
issue It offers possibilities of additional outlets for 
manufacturers in this field 


Office Machine Business at Toledo. Miles D. France, 342 Ontario street, 
Toledo, Ohio, has established an office machine business, including type 
writers, check writers, adding machines, special office machines and steel 
office and factory equipment 








STATION E R F 


Alton, Il.—-The Midwest Wire & Paper Products Company, 100 Central 
street, has been chartered to buy, manufacture or sell or distribute articles 
or products of wire, paper or other materials; capital stock, 250 shares 
non par value; incorporators—Russell E. Keller, Nicholas J. Leonard and 
Leslie G. George. 

Brockton, Mass.—-The John H. Wyatt Company, formerly at 28 High 
street, has moved to 1315 High street, where increased space is occupied 

Chicago, ttl.—-The Baldwin Stationery Company has surrendered its 
corporate charter 

Chicago, tl1._-The Northern States Envelope Company local branch has 
been established at 117 West Harrison street 

Chicago, Ill.—The Alliance, Inc., 1102 North Ashland avenue, has been 
chartered to conduct the business of stationer, printer and publisher; 
capital stock, 100 shares par value common; incorporators—-Casimar 
Kaczmarek, Chester Grabowiski and Victoria Grabowiski; Leon C. Nyka, 
charter representative, Room 1613, 160 North LaSalle street 

Columbus, Ohio.—The Columbus Sales Book Company has moved from 
33 South Fourth street to 77 South Fourth street 

Holyoke, Mass.—-_Harry F. Burkhardt, formerly with the White & Wyc 
koff Manufacturing Company, has joined the J. R. Brundage Company, 
New York, N. Y., manufacturer of stationery specialties 

Jackson Heights, N. Y.—Steinberg’s Stationery store has moved fror 
12-56 150th street to 12-66 150th street 

Eau Claire, Wis.—-E. H. A. Friede has opened an office equipment, sta 
tionery and school supplies business at 305 East Grand avenue 

Graton, Calif.—Mr. and Mrs. Milton Flesher have purchased the sta 
tionery store from Mr. and Mrs. Russell Beasley The purchase includes 
the two lots and building 

Marshalitown, lowa.—-V. H. Albee has opened a stationery store, located 
with the Bredimus Typewriter Exchange, North Center street Mr. Albee 
is experienced in the stationery line, and will carry stocks of office sup 
plies and stationery. 

Medford, Oregon.—The Elliott Stationery and Supply store has been 
opened at 116 North Central avenue. Complete lines of duplicating ma 
chines, sales books, paper, files, office chairs and furniture are included 
in the stock of the new store. W. R. Elliott, the proprietor, has recently 
been with the Medford Stationery Store, and fifteen years previously was 
with A. Carlisle & Company at Reno, in the capacity of manager 

New York, N. Y.—Gottfried Brothers have leased space in the Hotel 
Madison, Madison avenue and Fifty-eighth streets 

New York, N. Y.—-The National Lawyers Supply Company has been 
chartered to conduct a stationery business; capital stock, $10,000; Jesse 
Sovel, charter representative, 18 East Forty-first street 

New York, N. ¥Y.—-The Constitution Service Bureau, Inc., has been char 
tered to deal in stationery ; capital stock, 200 shares no, par value ; Sanford 
K. Markham, charter representative, 67 West Forty-folirth street 

New York, N. Y¥.—The Acweltone Corporation has been chartered to 
conduct a printing and stationery business; capital stock, 200 shares no 
par value; incorporators—David Marks, 1299 Ocean avenue, Brooklyn; 
Herbert Levine, 70 Somers street, Brooklyn; George Wertlieb, 718 Union 
avenue, Bronx; A. Louis Kiebel, charter representative, 2 Lafayette street, 
New York 

New York, N. ¥.—The Whitmar Supply Company, Inc., has been char 
tered to deal in stationery; capital stock, $10,000; incorporators—-Helen 
A. Borenstein, Brooklyn; Max 8. Mahler, 1650 Ocean Parkway, Brook 
lvn: Alan J. Simon, 731 West 183d street, New York City Max 8 
Mahler, charter representative, 1775 Broadway 

Oak Park, tll._-The established stationery business of Cless 0. Burras 
has been incorporated as the Cless 0. Burras Stationery Company, Inc 
1024 North boulevard; capital stock, 100 shares par value; incorporators 

Cless 0. Burras, Alice Burras Soule and Chester A. Morse 

San Francisco, Calif.—Harry Edwards of the H. Edwards Manufacturing 
Company, the San Francisco firm producing inks and allied stationers’ 
supplies, suffered the loss of his wife, Mrs. Louise W. Edwards, February 
24. Mrs. Edwards died at their home in Berkeley at the age of 66 

San Francisco, Calif..—_Miss Edna Smith, the Western representative of 
the Oxford Filing Supply Company, visited San Francisco during the early 
part of March, on her regular spring trip. She is en route to the Pacific 
Northwest and Mountain states, expecting to be back at her headquarters 
at the New Rosslyn Hotel, Los Angeles, in June. 

San Francisco, Calif.—The Stanley A. Piltz Company, 595 Mission 
street, has become exclusive sales agent in California for the Cardinell 
Corporation, Montclair, N. J. Such items as liquid white paste, rubber 
cement stamp pad ink, typewriter and machine oil, type cleaners, and 
Stenno-kits are among the merchandise to be distributed 

Tulsa, Okla.—The Lawyers Office Supply Company, Atco building, car- 
ries steel office furniture as well as office supplies, does legal printing and 
has a large stock of manuscript covers 

Vancouver, B. C.—A stationery store has been opened at 198 West 
Hastings street by V. G. Beardmore. He has had an extended experience 
in the trade. 
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uick, Accurate 
FIGURES 
END MISTAKES —DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western 
Electric and many other users, Any employee can use 
Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy 
the answer. 


The Melilicke line consists of 
the following devices: 


N.R.A. Payroll Calculators 
The Dictaform for letters, 

Paragraphs and al! data 
Savings Bank Calculators 
Commercial Calculators 

ard Goods Calculators 
Dozen Basis Calculators 
Unit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Caleulators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Calculators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 















ws . 
2% Shi — she 


Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with- 
out obligation how Meilicke systems can save 
money Sor your business. Dealers, send for 
our new catalog. 


Meilicke. Systems, Inc. 
3466 No.Clark St. Chicago, Illinois 
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UTILITY 
STANDS 





No. T7750 







= like these new 
Utility Stands—they are 
ideal for typewriters, add- 
ing machines, etc. Sturdy 
steel construction with at- 
tractively finished wood 
veneer tops made accord- 
ing to rigid ASCO require- 
ments. ith or without easily 
Operated, convenient side 
tables. Roll silently without 
effort on rubber tire casters. 
Beautifully finished in green, 
walnut, mahogany or oak. Get 
a sample table today. 


L 





LEG CROSS BRACE 











ART STEEL CO., Inc. 
300 E. 145th Street 
NEW YORK, N. Y. 


RUBBER TIRE CASTERS 








ANO HOLDERS 
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These Magazines Send Customers In— 


THIS DISPLAY SELLS THEM 


OVER 20 million magazine 
messages are telling readers 
about a new kind of writing 
ease! They're looking now for 
AUTOPOINTS and REALITES, 
the pencils with the exclusive 
Grip-Tip and patented trou- 
ble-proof mechanism. Display 
E-102, with 6 each of the 6 
fastest sellers of the AurTo- 
POINT-REALITE line, ties your 
store up to this campaign. 
It’s a self-seller to these buy- 
ers who know about AUTOo- 
— pornts and are looking for 
them. Details given at left. 
Read about this self-contained “pencil 
department”— then order one for your 
counter and another for your window. 

tionally liberal discounts. Ail 


ORDER TODAY from Jobber or Direct 
numbers can be re-ordered sepa- 


rately Pencils for every use; e 
single and double points, open 
erasers as well as capped models 
Includes extra supply of leads and 
erasers. E-102 will sell to every 
pencil customer! 


AUTOPOINT COMPANY, 1801 











E-102 DISPLAY 
6 Each of 6 Fastest Sellers 


Prices from 25¢ to 75e. Excep- 


Better Pencil 
Foster Avenue, Dept. OA-4, Chicago, Illinois 








||| Prospect Lists 
Insurance Policies 
Account Books 


Orders, Contracts, 
etc. at finger tip ref- 
erence with ade- 
quate protection, in 


| SCHWAB 
SAFES 


Safety and convenience are essential to busi- 
ness progress. When you buy a Schwab 
Safe you get more than comparative safety 
and convenience. The protection is scien- 
tifically proven sufficient for the situation. 
The convenience is individually fitted to 
your business. 








Because a Schwab Safe is thus based on a 
study of individual need, built and arranged 
to serve satisfactorily, it is worth more and 
the salesman’s service is worth more. The 
Schwab Representative plan is one of excep- 
tional opportunity. Write us about your 
territory. 


The Schwab Safe Company 


LAFAYETTE, INDIANA 
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Thousands of users of EATON’S CORR ASABLE 
i} BOND (Originally introduced under the title of 
| Erasable Bond) have found genuine satisfaction in 
iI] using it and experiencing its remarkable erasing 
| qualities 
With a few light strokes of an ordinary lead pencil 
eraser, stenographers can now erase a single letter, a 
word, a sentence, or a whole paragraph. A saving 
in time, labor and paper 
A demonstration means a sale—a sale brings a repeat 
order 
| Write us for samples and prices 
| PITTSFIELD, MASS. 
Style 






A New and Im- 
proved Sherman 
Manson Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu- 
al solid top. 


Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits 
Any [Typewriter 


or Hand Operated Adding or Calculating Machine 


{ Write for further particulars and prices } 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 
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PRONTO Storage File 


26 


a ee 


A BOX FOR 
EVERY 
PURPOSE 





STEEL FRONT (Sn ouive crten 
STEEL-REINFORCED 
DRAWER and CASE 
ye only corrugated collapsible storage file having 


these desirable features. 


Which accounts for their unprecedented popularity, 
where front-office file appearance, strength, accessibil- 
ity and stacking qualities are appreciated at no more 
than storage-bex prices. 
26 stock sizes for every filing purpose, 
retailing at 85c to $2.10. 


Write for Sample and Trade Discount 


PRONTO FILE CORP. ..636 Broadway, NewYork 














BICKETT 


Produets for the 


Office Supply Trade 


— RESPIRATOR CHAIR CUSHIONS, 5 Sizes— 
Linen, Felt, Velour, Mohair, Pantasote Covers. 
teeeeoeoooeoe 
BICKETT CUSHION PADS, 7 Sizes—Same covers 
as Respirator Cushions. 
PSCC e P 
“RUFBAK” CHAIR MATS, 38”, 40”, 42”, 44”, 
46” Diameter. Rough back finish holds mat in 


position. 
Peeeeoeeoooe 


DESK PADS, Sizes 19” x24”, 2142” x 26”. 

Grained rubber to match mahogany, walnut, oak. 
POSS OOOOe 

“INDIAN-HEAD” PEN & PENCIL SET, holds 6 

pencils, 1 pen; with inkwell or paper clip holder. 
POS eoeoeoeooe 


CUSPIDOR MATS, 12”, 15”, 18” Diameter. At- 
tractive Pattern. 

Peeeeeooeo oe 
TABLE & DESK LEG SHOES, to fit square and 
round legs. 

PSCC eoe 
SHEET RUBBER FOR TABLE AND DESK TOPS, 


solid colors, grained to match mahogany, walnut 


and oak. , 
Oooo 

ENTRANCE MATS, Perforated and Ruberlynk. 
POCO 


+ + + + + + + HF 


STAIR TREADS, Flat and Curved Nosing. 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S. A. 
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TYPEWRITERS 


Atlanta, Ga.—The Remington Rand Company has renewed its lease of 
the premises occupied on Luckie street 

Chicago, tll.._-W. H. Haun, general auditor of the L. C. Smith & 
Corona Typewriters Inc., was a caller at the local branch in March 

Chicago, Ill.—-H. W. Crewdson, sales manager of the typewriter divi- 
sion, Underwood Elliott Fisher Company, was a March visitor at the local 
branch. 

Chicago, Ill. 
Corona Typewriters Inc., has 
Chicago Rotary. 

Chicago, tl.—J. L 
the Royal Typewriter Company, Inc., 
visor for the portable department 

Cleveland, Ohio.—-The stationery store of the Wirtschafter Printing & 
Office Supply Company has been moved to East Ninth street and Prospect 
avenue 

Ithaca, N. Y.—-S. J. Schaeffer, proprietor of the Schaeffer Typewriter 
Company, 105 North Aurora street, has taken the agency for the Royal 
typewriter in the Finger Lakes Region 

Little Rock, Ark.—M. D. Turner, formerly with the Houston, Tex., 
branch of Remington Rand Inc., has been appointed maintenance man- 
ager of that company’s local branch 

Montgomery, Ala.—The Royal Typewriter Company, Inc., has opened 
a factory branch at 204 Montgomery street, in charge of J. B. Tomlinson 

New York, N. Y¥Y.—Harry Thor has been appointed assistant sales man- 
ager, portable department, the Royal Typewriter Company, Inc 

New York, N. Y.—-The Superior Typewriter Company, Inc., has been 
chartered to deal in office machines and appliances; capital stock, 200 
shares no par value; Robert Barko, charter representative, 2 Lafayette 
street 

Portiand, Ore.—-The bowling quintet of the local branch of the L. C 
Smith & Corona Typewriters Inc., won the annual handicap of the Port 
land Bowling Association. The second prize was won by the Typewriter 
Inspection bowlers 

San Francisco, Calif. 
people in a real hubbub 





George Foxcroft, manager here for the L. C. Smith & 
become the typewriter representative of 


McDonough, formerly district field man here for 
has been appointed western super- 


Found the local branch of the Royal typewriter 

Painters and decorators contesting with the of 
fice force for possession New tinting, painting and decorating for the 
walls; new polish for the floors ; new finish for all the furniture, is making 
it one of the show offices for the city 

San Francisco, Calif.—-Harold R. Jacobs, president of the San Fran- 
cisco Typewriter Dealers’ Association is reported to be recovering con 
siderably. He suffered a stroke several weeks back which proved so serious 
that he has since been in St. Luke’s Hospital 

San Francisco, Calif.—The February meeting of the Retail Typewriter 
Dealers Association was dedicated to the memory of Madison ‘‘Jim”’ 
teed, the proprietor of the Pacific Office Machine Company, who died 
suddenly on the tenth of the month at the age of forty-five Due to the 
illness of the president, vice-president Vincent presided 

San Francisco, Calif._-C. E. F. Russ, manager of the San Francisco 
branch of the Royal Typewriter Company reports that in spite of the fact 
that the first two months of last year were the heaviest for that period 
in their history, the sales for the first two months of this year have sur- 
passed them. The sales people are also striving to make March another 
record breaker, in celebration of the twenty-fifth year of the president of 
the company. Incidentally, it is also about the age of the San Francisco 
branch; March 1 celebrated the twenty-fourth year of Mr. Russ himself 
with the company. 

Washington, D. C.—Charles R. Phillips has joined the United Type- 
writer & Adding Machine Company, Inc., 813 Fourteenth street, S. W 
He has been connected sixteen years with the American Typewriter Ex- 
change, Richmond, Va 








ADDING MACHINES 


Chicago, IlI!._-The Reliable Typewriter & Adding Machine Corporation, 
303 West Monroe street, has issued its spring Bulletin No. 835, covering 
adding machines and other office devices 











OTHER MACHINE S 


The’ Junior ROTOSPEED 
only 89) {2 


complete with 
supplies . . . just 
one of four Roto- 


speed models. 


















Weber, sales manager of the Ace Fastener 
Corporation, accompanied by Bill Smith, made a trip to southern points 
early in March They timed their route to be present at the Peoria 
meeting of the Illinois Booksellers and Stationers Association 

New York, N. Y¥.—The Manhattan Stencil] Company has moved to 512 
Fifth avenue; the former location was 401 Broadway 

New York, N. Y¥.—-Cal Cameron, 140 Maiden Lane, now covers the At 
lantic seaboard for the Compo Manufacturing & Sales Company from 
Virginia to Canada, 

New York, N. Y. 
tered to deal in duplicating and 


Chicago, tl.—William F 


The General Duplicator Corporation has been char- 
writing machines; capital stock, 100 
shares non par value; incorporators—Elsa Gottschalk, 62 Brewster road, 
Searsdale, N. Y Elmer J. Pirrung, 472 Gramaton avenue, Mt. Vernon, 
N. ¥ Carl T. Zimmerman, 3564 Eighty-fourth street, Jackson Heights ; 
Harry C. Adams, charter representative, 270 Broadway, Manhattan 

Philadelphia, Penna.-The U. S. Postal Meter Corporation Agency, 
2401 Chestnut street, has been registered as a commercial title in the 
common pleas court by Harry M. Stebbing, 1810 Morris street 

Philadelphia, Penna.—-The Rudley Manufacturing Company, 230 Mar- 
ket street, phone memo recorders, has been registered as a commercial 
title in the common pleas court by Eva C. Rudley, 52 South Sixtieth 
street 

Riverside, Calif..—Tiernan & Sanders moved February 23 into larger 
quarters at 3720 Main street. They carry a complete stock of commercial 
stationery, office equipment and typewriters, and also conduct a _ well- 
equipped typewriter service department 

San Francisco, Calif.—The ‘‘Ediphone’’ is getting a great break in win- 
dow advertising in San Francisco In one of the best windows of the 
city they have an attractive display showing the original machine pro- 
duced, with gradations of all the others since. Two of the latest models 
are at either side, displayed on revolving pedestals. A typewriter desk, 
with reproducing attachment completes the display of these modern 
machines 


More PROSPECTS for 


ROTOSPEEDS 


than for any other line! 


. . . because ROTOSPEED OFFERS wider variety in de- 
sign and in price. The smallest merchant or business man, 
is a prospect for the “Junior” shown above. Middle-sized 
businesses choose one of the two middle-sized, medium- 
priced models. Large offices, schools, letter shops, etc., 
will want the fully automatic ROTOSPEED. 

Do you know about this full line? If not, write for full 
dealer information on prices, our cooperative policy, etc. 
Today. 


The ROTOSPEED Company 


Desk 11 
DAYTON, OHIO 


**Makers of Duplicating Machines, 
Stencils and Supplies since 1912” 








ALMA’'S 


cNew 
OFFICE FURNITURE 


Cataloa— 
IS READY 








Write for Your Copy 





ALMA DESK COMPANY 


HIGH POINT, N. C. 














WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


242442444.4.4444.4.444.4.4.4.44446 666 5544s 
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OFFICE APPLIANCES 








RIBBONS AND CARBONS 


Chicago, !.—-Don Wahl has joined the local branch office of the Co 
lumbia Ribbon & Carbon Manufacturing Company, Inc 

Chicago, tll.—-F. S. Cooper, sales manager of the Codo Manufacturing 
Corporation, made a trip to the factory in March, calling on dealers also 
on this trip. 

Cincinnati, Ohio...M. A. Mooers has opened M. A. Mooers Ribbon & 
Carbor Company, 119-21 Opera place. He established the Harris-Mooers 
Company, and severed his connection with the former business in Feb 
ruary 

Russellville, Ark.—-The Standard Office Supply Company has been es 
tablished by R. D. Fox, formerly of Fort Smith and Tulsa. The lines car 
ried include typewriter ribbons, duplicating machine supplies ribbons and 





carbons 
St. Louis, Mo.--The Waters & Waters division of the Neidich Process 


Company has enlarged its offices on the ninth floor of the Pierce building 








Have you seen... . 


....the NEW *“AICO”’ 
TUBULAR EDGE 
CELLULOID TAB? 


The Last Word in Tabbing 
W rite for Samples 


G. J. AIGNER CO., MFRS. 


503 S. Jefferson Street, Chicago 











* 
PAPER FASTENING SIMPLIFIED 
The wer GaF@ 


right shows 


the Quicflexin 
use 























® Quicflex is a revolutionary, efficient paper fastener. Excellent 
seller, repeat orders 

® Quicfiex positively will not tear the paper. Permits easy read- 
ing. Allows insertion of new sheets in the minimum of time. 

e Has nothing to bend, break, or wear out. Saves time, effort 
and money. 

Jobbers, Distributors and Stationers write for prices, Free 


QUICFLEX M'F'G. Co. 


Dept.0A4 500 SAN FexnNANDO BLDG. LOS ANGELES, CALIF. 











MARKING DEVICES 


Chicago, J.-M. W. Phillips, president of the American Numbering 
Machine Company, called on the local branch in March, conferring with 
Carl O. Lindgren, secretary of the company and manager here 

San Francisco, Calif.—The Office Stationery Company, George B. Gera 
moni, proprietor, has moved to 220 Bush street from 320 Market. Com 
mercial stationery, pens and pencils, rubber stamps, portable typewriters, 
etc., are among important items of their stock. Adolph J. Lepori is acting 





store manager. 








PENS AND PENCILS 


a 





Chicago, I11..-The Arch Pen Company, 6 North Clark street, conducts 
fountain pen service for dealers 

Chicago, tll.—Charles L. Floyd was elected a vice president of The 
Wahl Company at the annual meeting of stockholders March 5 

Chicago, I!1._-Norman Pearce, district manager for the Eberhard Faber 
Pencil Company, included the Peoria, Kansas City and Minneapolis meet 
ings of The National Stationers Association in his recent travels 

Chicago, tll.-Hamilton Kendrick, district manager for the American 
Lead Pencil Company, made his usual March trip to the St. Louis trade 
last month Ben Allen, of the district sales staff, substituted for Mr 
Kendrick at the inaugural dinner of the Stationers Association of Greater 
St. Louis 

Melrose Park, Ill.—The Dur-O-Lite Pencil Company will move t 
city in spring, after having operated three years at Sycamore 

Wasco, Calif.—Burglars entered the store of the Wasco Jewelry Com 
pany early in March and took approximately $1,000 worth of fountain 
pens, watches, etc 


» this 








FURNITURE 


Albany, N. Y.—The L. D. Acker Printing Company, 115 North Jackson 
street, has organized a commercial furniture and stationery department 

Aurora, Ili._-R. M. Lowe has joined the equipment sales division of 
the All-Steel Equip. Company, covering the middle west 

Chicago, t11.—-The J. Martoccio Furniture Company, 511 West Division 
street, has been chartered to deal in house, office and store furniture, 
ete. ; capital stock, 100 shares no par value; incorporators—-F. Martoccio, 
Joseph Martoccio and A. V. Paterno 

Dallas, Texas._John G. Rix has added the office tables and desks of 
The J. K. Rishel Company, covering the southwest mountain states and 
the Pacific coast He has represented The Meilink Safe Company in that 
territory many years 

Louisville, Ky..—-The commercial stationery business known many years 
as Clarence R. Smith & Company, has changed its name to the Office 
Equipment Company, by which it had been known since 1908. William 
P. Kelly, president, bought out the interests of the Smith family in this 





business 

Medford, Ore. The Elliott Stationery & Supply store has been opened 
at 116 North Central avenue, carrying office furniture, duplicating ma 
chines, filing supplies and sales books 

New York, N. Y.—-A. N. Seares has been brought to the local branch 
of Remington Rand Inc., as assistant branch manager in charge of sales 
promotion. He was formerly branch manager at Portland, Ore 

Two Rivers, Wis.—Hamilton-Invincible Company, Inc., has been char- 
tered to deal in furniture of all kinds; capital stock, 100 shares no par 
value ; incorporators.-H. G. Evans, J. A. Schuette and R. G. Halvorsén 

Vancouver, B. C.--The Davis Desk & Stationery Company has opened 
at 207 West Hastings street 

West Reading, Penna. The business conducted in the past under the 
name of Harry M. Shaaber has changed its name to the Business Equip 
ment & Supply Company, 431 Pine street. Mr. Shaaber is in charge of 


sales. 








tOOQOsE LEAF 


San Francisco, Calif.—The San Francisco News Company has purchased 
the entire stock of Trussell merchandise, formerly carried at 530 Wash 
ington street by Clyde Dalton. This has been transferred to their head 
quarters at 657 Howard street, and is being augmented by a considerably 
larger stock, including new items, so that dealers may be efficiently served 
with their ring book requirements 
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**National 
profitable items 


tors, et< 


at left, is 
It measures 


expanding gussets 
around three sides 
At the right is 
Envelope, 


sliding handles, 
Our new 
numbers 


black or brown, 24 


Portable Business Records 


Brief and Zipper Cases are 
for the office equipment 
dealer. Salesmen, Advertising Men, Audi 
are live prospects 

No. 856 zipper type Post Binder shown 
made of top grain cowhide 
13x10 inches outside, accom 
modates 82x11 sheets, has horizontal and 
vertical pockets in each cover and | inch 
Talon fastener extends 


No 


catalogue featuring several new 
sent on request 


9936 ten pocket 
made of top grain cowhide in 
inch expanding gusset 
3 sided Talon fastener 






for Instant 
Reference 






No. 9936 
16x12 Inches 











Rebuilt 


ADDRESSOGRAPHS 
MIMEOGRAPHS 
ELLIOTT-FISHERS 
COMPTOMETERS 
MONROES, etc. 


United Typewriter and 


Adding Machine Co., Inc. 
813—14th Street, N.W. 
Washington, D. C. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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ARTILITY 
POSTURE CHAIRS 


Vv 


Manufactured by 


Artility Metal Products, Inc. 
Elkhart, Indiana 











Loose Leaf pat Rings 


No Large 
Joint to Tear 
Paper 


Nickel I Plated 
FIVE SIZES 


Inside Diameters 
i. —1.35 Per 100 
"—1.30 “ 
1°—1] .75 oe ct) 
1%"—3.25 “ “ 
2”—3.50 “ “ 


Open Easily, 
Close / 


Securely 





For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of 


The E. W. Carpenter Mfg. Co. 














Stencil Duplicator Ink 


There’s big business in _ stencil 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO—the one dupli- 
cating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
formly. Samples and prices to 
dealers. 


H. D. ROOSEN CO. 
Brooklyn, N. Y. Chicago 
Factory: foot 20th St. 609 S. Clark St. 


— Grippit with your fingers 


and see how it rubs off, leaving 
them cleaner than before. See how 


it brings actual pleasure to the 
pasting of charts, reports, stamp 
albums—erstwhile pesky jobs . . . 
Look for this display on stationery 
Write us for newly 
larger tube — Free 


counters ... 
designed, 
Boston 


Harriman-Welts Products Co., 200 Summer St., 
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RIBBONS 


Sansom at Tenth Street 








ESTABLISHED 1895 


Dealers Inquiries Solicited 





CARBONS 


Philadelphia, Penna. 








ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
~_ Adding Machines and The Allen- 
; Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
proposition. We offer a valuable 
business getting opportunity. 
Write today for details. 





Allen-W ales 
Adding Machine 
Corporation 


W. J. Pickering, President 
515 Madison Ave. New York, N. Y. 


& ACCESSO 


The Modern Desk Tray 
Popular—Profitable 


The greatest office tool since the advent of the 
flat topped desk. To show them is to sell 
them. “Y and E” Rep- 
resentatives everywhere are 
reporting “A real opening 
wedge for other business.” 


YAWMAN ~~» FRBE MFG.(O. 


1699 Jay St. Rochester, N. Y. 
Dealers Everywhere 
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RITE-RITE “Commercial” 
STATIONERS sell them by the gross to railroad offices, 
chain stores, etc. An excellent school pencil. This No. 
18 Commercial Jr. is light weight, a balanced easy writer 
with smooth operating propel-repel-expel action. Takes 
j-inch leads, has large replaceable eraser. Carded, one 
dozen on attractive new three panel display. Prices and 
details of this Rite-Rite Commercial now ready 


RITE-RITE MANUFACTURING CO~7 
1501 West Polk Street Chicago 











A Complete Line of “SONOMOR CLIPS” 


GEM 
GRIPSURE 
GRIPEZY 
IMPROVED 
BANJO 
EYE 


° 
INQUIRIES INVITED 









© 
< . 
of America 
47-28 37th St. 223 W. JACKSON BLVD. 
LONG ISLAND CITY, N. Y. CHICAGO, ILL. 








MARTENS 


TYPE CLEANER 


Cleaning type is not the mussy, 
dirty job it used to be—not with 
Martens Type Cleaner. The pat- 
ented applicator does the trick. 
Typists like its quick, thorough 
cleaning action. You'll like its 
quick turnover and repeat profits. 
Retail price 50 cents. 
‘ 


FREE INTRO. MARTENS 
DUOCTORY OFFER! TYPE CLEANER CoO. 
Waeteo Sor tt and cur Mb = 1 80 B. 88th Bt, Now York, N.Y. 














' YOUR QUESTIONS 
ANSWERED FREE 


| 
| 











Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 











The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. :::::3 | 
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to retail at $5.00 


Prices and details 
on request 


METALSTAND CO. 


METALSTAND ANNOUNCES 
Reduction 


135 North 22nd St. 
Philadelphia, Penna. 


Large Stand 
17 x 24 


in all finishes 
slightly higher 


Note New Address 























They Like to Be Sold! 


T’S no trick to sell customers 

their first order of business 

ecards done in book form, for Wiggins 

Compact Binders. Because they are as 

far in advance of old-fashioned “loose” 

ecards as the 1935 stream- lined auto- 
mobile is over the one-hoss shay. 


Ask any of oe paper merchants — or us— for L. S. ae. Yo., Inc. 
details and samples. St. Louls 


The JOHN B. WIGGINS COMPANY 
(Originators of Scored Cards) 


1162 Fullerton Avenue 


Wiss 


BOOK FORM CARDS 


ims 
COMPACT BINDERS 


New York City 
Richard C. Loesch Co 
Pittsburgh 


Chatfield & Woods Co 


Cincinnati 


etroit 


*aper Co 
Grand Rapids 
Carpenter Paper Co. 


Chicago 








PATENTED 
PED. 17,1920 JAN. 11. 1821 
mOV. 6, 1923 


Seven Sizes 
Inside Diameters: 


Ne. 000,%,’’ No. I, i¥e’’ 

No. 00, 34°’ No. 2, 15°’ 

No. 0, y,'" No. 4, 2%’’ 
No. 6, 3’’ 


The T. J. Cardoza Company, Ltd. 
Western Representatives: 
511-15 Howard St. 

San Francisco, Calif. 








Henry 











The 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


T. Adams Mig. Co. 351,32 Chicase Av. 





The Chatfield Paper Co 
D 
Seaman-Patrick Paper C 


Washington, D.C., Baltimore 
The Barton. Duer & Koch 


Tobey Fine Papers, In 















DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 














There's a Hanson Model for 
every postal need. Send for 
descriptive literature. 


Sell More Scales! 














Five 
There’s a wide market pounds 
for shipping scales, as >¥¢!/ 

ounces 


well as those designed 
for regular postal and air 
mail use—if you know 


how to reach it! 


Let HANSON Ideas 
Help You 


Hanson Service does not stop at me- 
chanical perfection. There's a success- 
ful merchandising plan available to all 
write for it today 


HANSON SCALE CO, 


525 N. Ada St., Chicago 


Hanson dealers 








seer 
MODERN 
CARBON PAPER 


<— 


82 ST. PAUL ST., 








ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


Territory now being 
allotted. 

Send for samples and 
agency proposition — 


IT SELLS 





PHILLIPS PROCESS CO.., Inc. 
ROCHESTER, N. Y. 





DU-WA-CO Quality 


= DUPLICATOR INKS 


Dealers who emphasize the high character 
of their merchandise and service find that 
DU-WA-CO not only registers a new de- 
gree of satisfaction in use, but also co- 
operates more closely and more effectively 
in their sales effort. 

Intense color—more copies to the pound 
—doesn’t offset or smudge—approved and 
in use by Army, Navy and other govern- 
ment offices, also schools and corporations. 
We can help you extend your sales. Write. 


unham-Wdatson @ 


Ink Specialties 
644 So. Clark St. Chicago 


We also manufacture Multigraph Inks 
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OFFICE APPLIANCES 





31 Years Have Taught Us How! 


REPAIRING 


All Makes of 


FOUNTAIN * 
PENS 4 7 
YZ RCH PEN CO. 


tht 6 N. Clark St., Chicago, Ill. 












We Manufacture 
Fountain Pens and Pencils 


of Quality — vacuum and lever types 


A LEADER IN THE AVERAGE 
DEALER’S STOCK 


Clarotype jumps over hundreds of items 
in your stock when it comes to profits 
and repeat sales. If you have neglected 
this item, order a dozen today and prove 
this fact yourself 


ctAROT Pe 


THE MODERN TYPE CLEANER 








Economy and efficiency sell Clarotype 
Stenographers consider th only 
practical way to clean type on type 
writers and business machines. Larze 
corporation purchasing agents endorse 
it a8 @ hecessity Leading typewriter 
companies strongly endorse it And 
over 3500 dealers consider it a lead 
ing item in their stock Order frot 
your jobber or from us. Complete in 


formation supplied upon request 
y THE CLAROTYPE CO., Inc. 
16-D Hudson St. NEW YORK 





oo 
ACME MIDGET 


a . . The stapler for your rsonal use 
TheOu tstanding Quality and all office atin te lever 
y > presser action is quiet and velvet- 
Fastener like. Note the superior MIDGET 
staple—<small, flat. Papers 
fastened with it are filed in 
less than half the space. 
DEALERS: Get the MID- 
GET in stock and on dis- 
play; the demonstration 
convinces. 
Rush your 
trial order. 















c= 
The New Midget 


ACME 
STAPLE CO. 


1643 Haddon Ave. 
Camden, N. Jd 











Old style staple 
















cilia @s 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 









Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 


it must be, because the demand for 


Beach's 
“Common Sense’ 
Expense Books 


is grow:ng every day. 


Don’t miss the boat! Order a sup- 
ply and use our display box! 


¥° can’t sell “em 
if y° ain*t got “em! 


Beach Publishing Co., Detroit, Mich. 
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Made of the acetate (slow-burning) cellulose, and emboay features 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W. 63rd St. Chicago, U. S. A. 














N T E D 


Addressing Machines, 
Typewriters, Adding Ma- 
chines, Duplicators, Mul- 
tigraphs, Folders, Dictat- 
ing Machines, for cash. 

WRITE US FIRST if you 
' want to buy supplies and 
machines,and save money. 





170 N. LaSalle Street 


warisieok a 


Attn.: Mr. Otto 








No Wonder They Give 


Greatest Satisfaction 


O other numbering machine 
has the same quality features: 


ALL-STEEL CONSTRUCTION 
DROP CIPHERS - COLORFUL FINISH 
VISIBLE MODELS « 5 MOVEMENTS AT $7.50 


AMERICAN 


NUMBERING MACHINE CO., BROOKLYN, N. Y. 
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PROGRESS PAPERS 


Were produced to meet the demand for high quality, 
medium priced, office papers. PROGRESS embraces a full 
and complete line of boxed and wrapped items; a weight, 
size and finish to meet every requirement. Values are 
truly OUTSTANDING and packing exceptionally attractive. 
Samples and prices upon request. 


Our other lines will also interest you .. . 


Adding Machine Rolls 
Carbon Papers 
Typewriting Papers 
Mimeographing Papers 


BRADNER SMITH & COMPANY 


33:33 S. DESPLAINES ST. 


Cash Register Rolls 
Duplicating Papers 
Ruled Papers 
Scratch Pads, Ete. 


CHICAGO, ILLINOIS 





















Easy to putin use 
Safe and Secure 


Quick Reference 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements. 


$ 50 per dozen sets, f.0.b 
3 New York. Write for 


sample and details 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW. YORK, N. Y. 


















How's your stock of 


OAKVILLE 
GEM CLIPS? 


The highest quality gem clips on the market. They 
give you a higher profit margin! Keep customers satis- 
fied . . . and bring them back for more! 


OAKVILLE COMPANY 


Division of Scovill Manufacturing Company 
Waterbury Connecticut 


Save time with Yellow Box Line Products 
Pins, Clips, Fasteners, Thumb-Tacks, Tak-a-Pins, etc 





Chicago New York San Francisco 


OAKVILLE 





Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 
Ribbons and Carbons is fit- 
tingly exemplified in their 
modern, brilliant, attractive 
packing. 
Proof and full information 
on request 


The Codo Manufacturing Corp. 


New York Coraopolis, Penna. Chicago 














HEKTOGRAPHS 


TWO AND FOUR SURFACE 


ACME DUPLICATORS 


STANDARD REFILLING COMPOSITION 
HEKTOGRAPH INKS AND PENCILS 
CHAMPION HEKTOGRAPH INK REMOVER 


SOLD BY LEADING STATIONERS EVERYWHERE 


LEVISON & BLYTHE MFG. CO. | 








209 LOCUST ST. ST. LOUIS, MO. 











ERADICATOR 


The Never Failing Reliable and Best Known Ink 
Remover—Stationers stock and sell it. Order a 
supply for your inks department now. 


H. A. Ink Eradicator Co. Newyorn ny. 
CABLE ADDRESS—‘’ERADICATOR’’ 














ALITY 


HIGH 
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LINOLEUM 


HERE 

















onvens sweep || 
| 






IDEAL L.T. CO, | 
r ‘ | 
CHAIR MATS —_ Was [PACS DHCD 














3 PROFIT PRODUCERS 














IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ““METHODES”’ in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 


Paris X¢ France 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $900 POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects trealed and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thd? he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are writien in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer's Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 


\ 
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UNDERWOOD: 
peoCDILI 


FOR 1935 








—The Grealesl_ Line of 
Riis nn Cuhand 


SEE PAGE 73 








UNDERWOOD/.2“TYPEWRITERS 


Underwood Elliott Fisher Speeds the World's Business 








